2 CAPACITIES 
95-GV, illustrated—9500 CFM 


75BXB-VF, slightly et 
different, . 
7300 CFM 














Easy, low-cost installation 
It’s a package aero No suction-box to build. Only a 
A compact, complete home-cooling ae : simple ceiling opening and attic ex- 
system. Built-in shutter and switch. haust vent needed 
No accessories needed. 


SAUNTER — | ie 1 You sell cool comfort 

Quiet, dependable operation. Fan 
guaranteed 5 years; motor and 
shutter, 1 year. 


“PACKAGE AdZic FANS 
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pin py... Moisture resistant... 
Pquality-built wire for general 





y High resistance to moisture, acids, 
eas Wide range of permanent colors, marked 
» Use NE Type TW where conditions are unusually 


2 TYPES OF GALVANIZED, 
FLEXIBLE-STEEL ARMOR PROTECTION 


Flexsteel—Flexible Steel Conduit. Used with either Dilec Safecote or 
NE Thermo-plastic wires, Flexsteel provides an approved, grounded 
pull-in and pull-out system. Rounded channel construction makes 
fishing easy. A conduit system with no waste. 





A. B.C. (Armored Bushed Cable) Besides the grounding provided by 

the “bondhook” channel construction of A.B.C. Cable, sizes 14 

and 12 also have a Jow resistance grounding strip. Anti-short bushing 

protects conductors against sharp cut edges of steel. A.B.C. is fur- 
ge eaanes nished complete with Dilec Safecote or NE Thermo-plastic wire. 


— 2 TYPES OF NON-METALLIC SHEATHED CABLE 

ai : Canvas-Back Loomwire—A new, small diameter cable that eliminates 

KKK sii paper stripping. (No kraft wrappings to strip back). Has a satu- 

Sn rated, fire-resistant cotton braided sheath. Each conductor carries 
— atte = full insulation to the terminal screw. 





NE-o-Prene Loomwire—The first Neoprene-sheathed Loomwire to 
be listed by Underwriters’ Laboratories, Inc. Ideal for barns and 
Lines of Accessories for all wiring other wet locations where rot, fungus, moisture, ammonia-ladened 
Boxes, connectors, lugs and fittings. air and drastic weather changes are destructive to other types of 
approved wiring. The toughest, most durable non-metallic sheathed 


onal Electric wires, cables, conduits, cable available. 


and accessories are listed by Under- 
aboratories, Inc. 


Sold through leading electrical wholesalers .) 
Installed according to National Electrical Code. 


National Electric 


NATIONAL 
ELECTRIC PROOCUCTS 











PROOOCTS CORPCIURATION 


1307 CHAMBER OF COMMERCE BUILDING, PITTSBURGH 19, PA, 
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OMES of tomorrow demand the 
best of today! That’s why more and more electrical 
contractors — builders —architects—and wholesalers 
are switching to GENERAL! 

GENERAL SWITCH CORP. specializes in the 
construction of Safety Switches, Service Entrance 
Equipment, Branch-Circuit or Residence Panels, 
Panelboards for Light and Power Distribution. . . 
for luxury type and low-cost housing projects. Safety 
Switches available from 30 through 1200 AMP.— 
250 V. and 600 V.—Type A, C and D—indoor and 
outdoor—horsepower rated. 

Wherever quality —safety—convenience— endurance 
—trouble-free performance—ease of installation— 
and low maintenance costs are the first consideration, 
the switch is to GENERAL! 


Distrubuted through wholesalers 
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49 ROEBLING STREET, BROOKLYN 11, 











GENERAL MAIN AND RANGE COMBINATION. 
(Cat. No. 6214, surface or flush.) The most eco- 
nomical switch for range installations. Double 
pullout switch with one 60 AMP main and one 
60 AMP range switch in series (also parallel). 4 
lighting circuits (6 and 8 also available). Has 
60 AMP sub-feed pressure wire connectors for 
water heater or other 220 V. circuits. 





GENERAL EXTERNALLY OPERATED SAFETY 
SWITCH. (Cat. No. 1003N.) 100 AMP., 3 


_ a a 
ay bee, 


pole, 2 fuse switch with solid neutral. Knife ‘ tad 

blade construction. Plastic composition \ | ‘ 
“i 1 be j 

base. Quick-Break. Ample space for wiring. | Suan 


GENERAL PLUG FUSE BRANCH-CIRCUIT or 
RESIDENCE PANEL. (Cat. No. 104, surface or 
flush.) Available up to 32 circuits. Flush spring 
catch. 





Ask your wholesaler or write 
today for the GENERAL SWITCH —— 
68-page catalog. 








GENERAL 


ITCH CORP. 





N. Y.*Sales Offices in every major city 





ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga., U. S. A. 


Subscription rates, United States and Possessions, $1.00 for one 
Entered as second class matter at the Post Office, 
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year; Canada and Foreign Countries, $10.00 per year. 
Marietta, Ga., under Act of March 3, 1879. 
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You have been elected 


Ir is time to recognize anew 
the obligations of leadership--the re- 
ponsibility that attends your place in 
the business life of the community. 

That there are influences at work 
right now--every day--attempting to 
disrupt and destroy the American way 
of life--has been plainly demonstrated. 
These forces, disguised though they 
be, are more active - more determined 
-more dangerous than ever before. 


To save individual liberty and per- 
sonal freedom--corner-stones of our 
civilization--may not be easy. Asa 
leader you are called upon continu- 
ously to help form and direct a mili- 
tant publicopinion. Only by the unit- 
ed, vigilant efforts of all citizens of 
good will, those who cherish our prin- 
ciples of government and our ideals, 
will we maintain our invaluable herit- 
age of liberty, justice and freedom. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON, ALLOY AND YOLOY STEELS 





ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES. 
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No. V-1720 


Etched glass with 
ivory trim and clear 


20-inch spread. 


No. V-1920 
Ivory tinted glass with 
colonial brass gallery 
and brass accent trim. 
Delicate doily design 
on cleer glass center. 


No. J-514 


Sparkling crystal 

highli 

canary , tose, 

blue or French crystal 

background. 14-inch 
spread. 


No. J-411 








rose, blue, French 
crystal or canary —\ 


for living room e dining room «bedroom 


Sheer loveliness in glass! This group of Virden units with its 
soft colors ... graceful shapes ... subtly etched decoration 

. and sparkling elegance .. . fits a wide variety of interiors. 
Clean, modern lines, plus a traditional touch that has real 
customer appeal. Top that with Virden value .. . based on 
Virden mass production “know-how”... and you’ve got a 


lively combination for more sales. Ask your Virden wholesaler! 


John C. Virden Company -° Cleveland, Ohio 
Member Aemerican Home Lighting Institute 
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ARE 
ASSEMBLY COSTS 
TOO 


; i - - - i a: i 
NE WAY you can save is by reducing the lost time and H | } cs 


motion due to inferior tubing. Dieflex Varnished Tub- 
ings and Saturated Sleevings have the flexibility, smooth bore, and 
push-back qualities that keep assembly workers’ fingers flying. And 
there is no fraying—of tubing or nerves. 











Uniform, complete impregnation assures high dielectric strength. y 


The base may be either finely braided cotton or glass fiber, and 
impregnation may be oleoresinous varnish or silicones—depending 


DIEFLEX PRODUCTS LIST 
MADE WITH BRAIDED COTTON SLEEVING BASE 
Grade A-1 Magneto Grade Varnished Tubings 
Would you like to try Dieflex in your assembly and prove to Grade B-1 Standard Grade Varnished Tubings 
Grades C-1 and C-2 Heavily Coated Saturated Sleevings 
Grade C-3 Lightly Coated Saturated Sleevings 
Heavy Wall Varnished Tubings and Saturated Sleevings 


MADE WITH BRAIDED GLASS SLEEVING BASE 
Grade A-1 Magneto Grade Varnished Glass Tubings 
Grade C-1 Extra Heavily Saturated Glass Sleevings 
Grade C-2 Heavily Saturated Glass Sleevings 
Grade C-3 Lightly Saturated Glass Sleevings 
Silicone-Treated Glass Varnished Tubings and Sleevings 





on the requirements of your products. 


your own satisfaction how much 


difference it makes? We will 
gladly arrange to supply the 
quantities you need for a prac- 


tical test. VARNISHED TUBING PRODUCTS 








Insulation and Wires Incorporated || . 


IWI WAREHOUSES ARE LOCATED IN 





ATLANTA, GA. DETROIT, MICH. HILLSIDE, N. J. os ry 
BOSTON, MASS. HOUSTON, TEX. ST. LOUIS, MO. 

IWI SALES OFFICES 
ADRIAN, MICH. FORT WORTH, TEX. PHILADELPHIA, PA. 
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price in ruined electrical equipment... or, 
to your employees. 


/ 
2 


4 


fe Skinned knuckles and distortion of cables 
‘JS are eliminated ... 


How to “black out”’ 
dangerous arcing 


AMAGE caused by uncontrolled arcing in a power switch is 
D costly and dangerous—perhaps more than you think. 

At the least, you stand the expense of excessive maintenance and 
frequent replacement of the unit. But there’s often an unexpected 
even worse, injury 





Dangerous arcs are snuffed instantaneously 
by BullDog’s exclusive Vacu-Break Arcing 
Chamber. 






Fuse failures and damaging high temper- 
atures are reduced by self-aligning “Clamp- 
matic Contacts.” 







Fewer moving parts means less chance for 
trouble—fewer calls for maintenance men. 





No more broken switch handles. BullDog’s 
husky rocker-type handle operates with maxi- 
mum ease and is built to withstand abuse. 





ample wiring space for 






easy installation. 







BullDog Vacu-Break Safety Switches come in various 
capacities * BullDog manufactures Vacu-Break Safety 
Switches * SafToFuse Panelboards * Superba and Rocker 
Type Lighting Panels * Switchboards * Circuit Master 
Breakers * “Lo-X'’ Feeder BUStribution Duct * “Plug-in” 
BUStribution Duct * Universal Trol-E-Duct for flexible 
lighting * Industrial Trol-E-Duct for portable tools, 
cranes, hoists. 












BullDog Field Engineers welcome the 
opportunity to sit in with you in the early 
planning stages of a building project. 
Their knowledge of electrical distribution 
layout can mean savings in installation 
costs, as well as efficiency and reliability 
in actual operation. Why not take advan- 
tage of this service? 



















Switch head _ bracket 
attached to the oper- 
ating lever pushes the head 
(enclosing moving contact) 
in and out on the station- 
ary contacts. 
Steel spring for pressure 
contact. 
Moving contact (copper 
slug). 
Close-fitting partitioned arc 
chamber confines and 
snuffs out all incipient 
arcing. 


In BullDog Vacu-Break Switches, electrical contact is made and 
broken in a special arc-resistant chamber. Arcs are “blacked out” 

. smothered by lack of oxygen before they have a chance to 
burn or pit contacts ... or to build up dangerous temperatures. 

Vacu-Break Switches make and break contact quickly and 
cleanly for added safety. BullDog’s special ‘““Clampmatic” contacts 
assure positive electrical connections for cool operation and long life. 

Arc-resistant BullDog Safety Switches pay off in lowered main- 
tenance due to the small number of moving parts, plus the Vacu- 
Break principle. Your nearby BullDog Field Engineer will be glad 
to show you an installation in your own neighborhood. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN « FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 





HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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When operated to the 

OFF position, the— 
Clampmatic spring accel- 
erates disconnect action. 
When operated to ON, the ~~ 
moving contact first en- 
gages the stationary con- 
tact prongs before the 
spring moves down. 


















In full ON position, 

the moving contact fits-—. 
tightly between “Line” and 
“Load” contacts under full 
pressure by the Clampmatic 
spring. 








tm rut MOST erow cur... 


WITH PITTSBURGH ee LIGHTING EQUIPMENT 












Maintain your creative| freedom with Pittsburgh Permaflector Lighting 
Equipment . . . the line made in modules of related units 
that may be combined to form the design patterns, illuminating 
effects and foot-candle levels required to do an outstanding job. ‘‘Standard’’ 
Pittsburgh Permaflector Fluorescent and Incandescent Units j 
give ‘‘the light you want where you want it’’ efficiently and economically. 
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Permaflector 









FOR MORE KNOW-HOW ON 
“CUSTOM LIGHTING” WITH 
STANDARD EQUIPMENT 






Write for Catalogs 48 and 46 


ene PirtsurgH Rervector Company 


data about flexible Pittsburgh 


Permaflector Lighting Equipment. 405 OLIVER BUILDING + PITTSBURGH 22, PENNSYLVANIA 


MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 


Permaflector Lighting Engineers in All Principal Cities 











PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
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Hubbard Drop Forged Corner Pins are 
made from a single piece of steel, forged 
to a broad base which completely cov- 
ers the top of the arm. There are no 
seams, joints or pockets to retain mois- 
ture and hasten corrosion. 

Due to the one piece construction, maxi- 
mum strength is retained for the weight 
of metal used, and radio interference is 
minimized. Structural strength is also 
enhanced by the method of attachment, 
as the strap illustrated binds the wood 
fibres of the arm in such a way as to 
prevent splitting. 

Hubbard and Company was the first to 
place this style pin on the market and 
it has been a popuiar choice for over 
twenty-two years. Furnished also with 
carriage bolts and a separate bottom 
strap to meet R.E.A. specifications. 
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PITTSBURGH OAKLAND 
CHICAGO CALIFORNIA 
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Samples from each lot are tested for dielectric strength and are re- 
quired to withstand 1000 volts per mil at room temperature. 








Preciseiy controlled ovens éubject. varnished cambric to aging 
tests far in excess of normal requirements, 





Hot oil test. Varnished cambric is subjected to a severe heating 
test—hot petroleum at 150°C. for a period of 15 minutes. After 
cooling the varnished coating must not be softer nor more tacky 
than before immersion. 





The cambric tape is critically examined for gauge, thread count 
and tearing strength. Tensile strength lengthwise must not be less i 
than 3000 psi. i 
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Maximum power, minimum size, lower 
costs and ease of installation—these are 
the chief advantages of U-S-S Ameri- 
can Varnished Cambric Cables. 


U N 
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@ How to get the most power from the smallest 













cable is a problem continually being faced by electrical 
engineers. [he improved varnished cambric wires and cables 
offer a happy solution in many cases. 

The varnished cambric used by American Steel & Wire Company is be- 
ing recommended for operating temperatures up to 85°C, (185°F.). In 
this respect it is notably superior to rubber . . . permits greater current 
carrying capacity. It also has higher dielectric strength which results in 
cables of smaller outside diameter. In multiple conductor cables, part of 
the insulation may be applied in the form of a belt, thus reducing outside 
diameter still further. These features permit varnished cambric cables to 
carry substantially more power for their size than rubber insulated cables. 

The fact that oil and grease do not damage varnished cambric insulation 
makes it widely used for motor and generator leads, transformers, reg- 
ulators and oil circuit breakers. It is particularly desirable for heavy 
power lines in power plants, factories and mills. 

With the protection of a lead sheath, (Type PS Strand Shielding used 
over 2KV) varnished cambric can be used where continuous exposure to 
moisture is expected. Combined with asbestos insulation, it can be used 
for extremely hot jocations. 

For complete information on the many types of U-S-S American Var- 
nished Cambric Cables, write for our technical booklet. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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USE THIS NEW GENERAL-PURPOSE 


INSULATING VARNISH... 


Here at last is a top-quality insulat- 
ing varnish that you can use with 
real assurance in repairing ALL 
TYPES OF MOTORS (except extra 
high-speed armatures). It’s General 
Electric’s new 9574, developed after 


OUTSTANDING 6 


BONDING STRENGTH 


Combines excellent 
adhesive properties with 
flexibility, plus extreme 
toughness and hardness. 

High-temperature 
bonding is excellent. 


a 4 | 


UNUSUAL 


CHEMICAL RESISTANCE 


long research and careful testing 
under all kinds of operating condi- 


tions. These are some of the advan- ‘ 


tages that this material offers you: 


q) 


Easier to use. G-l) 9574 is a phenolic 
drving-oil varnish. It’s remarkably easy to 
handle, yet it gives maximum protection 
as a general-purpose insulation. High flash 
point (100 F). And its viscosity of 259 
C. P. average (at 45 F) makes it usable at 
barrel gravity. No special thinners 
required—use petroleum spirits. 

Cures at low temperatures. This 
clear-baking varnish cures at low tem- 


peratures. A baking cycle as low as 212 F 


Salt-water 
resistance—Excellent 
Alkali resistance—Excellent 
Acid resistance—Excellent 

Oil resistance—Excellent 


EXCELLENT 


ELECTRICAL PROPERTIES 


Dielectric strength 
(volts/ mil) 1800—2000. 
After 24 hours in water 
at 25 C (volts/mil) 700. 


is satisfactory with conventional equip- 


ment. Also cures by infra-red. 


Try 9574 on your motors—Simplify 
your repair work; note the exceptional re- 
sistance qualities it offers you to provide 
LONGER LIFE for the motors you re- 
pair. For more details, write for new bul- 
letin to your local G-E Distributor or 
Section 26-5, Chemical Department, 
General Electric Company, Pittsfield, 
Massachusetts. 


*G-E 9574 gives excellent results on all types 


of coils except extra high-speed armatures. 


GENERAL @@ ELECTRIC 
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CATALOG 7502-CLH 


CATALOG No. 53-A 


Curtis “Wall-Strip”, using one 40-watt T-12, 48 in. 
fluorescent lamp, is particularly recommended 
for illuminating shelves, wall cases, etc. It also 
directs a portion of the light to the ceiling, where 
it is diffused into the sales area. Can be mounted 
to the wall at any desired distance from the ceil- 
ing, either as individual units or continuous lines. 
Easy, quick installation and maintenance. 


CATALOG No. 2240 


A small, highly practical downlight, utilizing one 
side-prong PAR-38, 150-watt projector flood or 
spot lamp. Lamp can be adjusted, from the floor, 
to any angle 0° to 35° from vertical and 0° to 
360° horizontal. Provides punch lighting for coun- 
ters, show cases, mannequins, and other areas 
where “Attraction Zone” lighting will give maxi- 
mum saics appeal to merchandise 


URTIS LIGHTING, INC ci 


6135 WEST 65th STREET, CHICAGO 38, ILLINOIS 
/CHICAGO -- TORONTO..NEW YORK 
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What does This 
FLEUR-O-LIER 
INDEX SYSTEM 

NUMBER 

MEAN? 


In a specification, it denotes the exact 
kind of lighting performance desired. ‘‘G”’ stands 
for General Diffuse lighting distribution; “45” for 
45° side shielding; 30” for 30° end shielding; 
“2” for a brightness in shielded zone of not more 
than 2% footcandles per square inch; ‘“P’’ means 
Pendent mounting. 


For a fixture, those symbols mean that Electrical 
Testing Laboratories, Inc., after photometric tests, 
find it has those performance characteristics. 


Thus, it is now possible for the specifier to express 
simply and precisely the lighting performance he 
wants. And the buyer can now buy fixtures and 
know in advance how they will perform when 
installed. For, in addition to the Index System 
rating, complete photometric data, together with 
coefficients of utilization are supplied for each 
Fleur-O-Lier fixture, 

And the Fleur-O-lier label certifies that the fixture 
is “right” mechanically and electrically. 
Fleur-O-Lier Gives Complete Information — 
All the data needed to make an intelligent choice 
of fixtures is provided by Fleur-O-Lier. You get— 


1. An Index System Rating 
2. Photometric test data 

3. Coefficients of Utilization 
. Certification 


aa 


You’re sure when you insist on Fleur-O-Lier. 


CERTIFIED 





FLEUR-O-LIER 


2116 Keith Building ¢ Cleveland 15, Ohio 
Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 


fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is open to any manufacturer who complies with Fleur-O-Lier requirements. 


12 


in accordance 


leur-O-Lier Manufacturers 


ELECTRICAL TESTING 
LABORATORIES, INC. 
NEW YORK. N.Y 
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“A symbol 
of satisfaction” 

















KNOXVILLE 1. TENN. 
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Laytex permits more wires per con- 
duit because it is America’s smallest 
diameter, lightest weight, natural 
rubber covered branch circuit wire. 
U.S. Rubber Company’s unique dip 
method applies 90% pure rubber to 
the conductors, eliminating the usual 
bulkiness and weight. Electricians on 
rewiring jobs will tell you that they 
can put eleven No.14 LaytexType RU 
wires into a conduit that holds only 
six No. 14 Type R wires. Moreover, 
they can use the same conduit—no 
need to rip it out. 

Laytex RU is easier to pull through 
the conduit, because of a special wax 
finish. In a laboratory test, only 22 
to 26 pounds pull was needed to draw 
Laytex through the conduit —as com- 
pared with 32, 30, 42, 45, and 80 


ALL wiring with RU? 


5000 pounds per square inch. This is 
because the insulation is made of 90°; 
pure rubber, unmilled in order to 
preserve its high physical qualities. 





TENSILE STRENGTH 
5,000 
POUNDS PER SQ. IN. 
2,500 
TYPE R TYPET TYPE RU 











Because the conductor leaves the 
liquid Laytex compound in a vertical 
direction, layers of Laytex of uni- 
form thickness are formed around 
the conductor. This gives a wire that 
is perfectly centered and contains 
no thin spots. 








pounds, respectively, for 5 other 
leading brands. That means Laytex 
is 33° to 300°; easier to pull. 


PERFECT CENTERING 














Write for sample and booklet to 
Electrical Wire and Cable Depart- 
ment, United States Rubber Com- 
pany, 1230 Avenue of the Americas, 
New York 20, N. Y. 





Six No. 14 Type 
R wires fit in 
ordinary conduit 


Eleven No.14 Laytex 
Type RU wires fit in 
same size conduit 
Rewiring only) 


-— U.S. LAYTEX RU -- - a ——— 











MORE WIRES PER CONDUIT 





Special tests by laboratory techni- 
cians reveal that Laytex RU insula- 
tion has a tensile strength of over 






A PRODUCT OF 






UNITED STATES 
RUBBER COMPANY 
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ALL-STEEL EQUIPMENT In¢.—s00 Kensington Ave., Aurora, Illinois 
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“A BOX FOR EVERY NEED” 















PLANT PERFORMANCE THAT MEANS 


Peak, Fogo — 


IN HIGH VOLTAGE INSULATORS 


High voltage porcelain insulators made at Victor 
g fe p 





Ceramic laboratory — 
raw material control 


rT i 





lhave been acclaimed for their performance on important 
transmission and distribution systems the world 
over. This ‘‘on-the-job”’ performance is the result of top 
performance right in the Victor plant. Through the 
various processes of porcelain production . . . mixing, 






Kiln temperature 
control panel 


extruding, forming and glazing... firing, assembling 
and testing ... CONTROL is the watchword. It is 
this modern plant-wide control which assures high 
voltage insulators of superior performance—electrically, 
mechanically, dimensionally. For your standard 
or special insulator requirements, specify Victor! 


Routine high frequency 
and 60 cycle flashover 


t Look for this ¥ ° 
i igelel-Mulela ae) i y * 


INSULATORS Inc. 


VICTOR, NEW YORK 


enduring service 
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Anaconda’s Duraline URC Weatherproof gives 
vastly improved performance during emer- 


gency periods. 

Its interlocked, felted layers .. . combined 
with time-tried URC saturants and finishers 
... prevent moisture penetration and protect 
against outages caused by foreign objects con- 
tacting the lines. Unsightly “festoons” will 
never be seen along “Duralines.” 
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Specify Duraline for protection during emer- 
gency periods of adverse weather... and 


through the years...at no extra cost. Anaconda 
Wire & Cable Company, 25 Broadway, New 


York 4, N. ®. 4941 








One of a series of messages to help you increase your understanding of business paper advertising, and its effect on jour job. 


Advertising Is 


OME COMPANIES think nothing of investing hundreds 
S of thousands of dollars in new machinery, in order 
to trim a few cents off their manufacturing cost per 
unit. Yet these same companies often waste such savings 
in costly selling methods — by expecting their salesmen 
to beat the brush for new prospects. 


That’s not what salesmen are for. Their time is too 
valuable. And it just isn’t good business to send a man 
to do a boy’s work. Not when you can use advertising as 
your “boy’’— to do the same job faster, more efficiently, 
and a whole lot cheaper! For instance 


It costs about $10,000 a year, on the average, to put 
one good salesman into the field. Assuming that he can 
make about 750 calls a year, you get an average cost of 
something over $13 per call. That’s not too high if your 
salesman can concentrate on actual prospects. But it’s 
entirely too much to spend on “missionary calls” -- espe- 
cially when you consider that for the same $13 (and 
usually much less) advertising can make well over a 
thousand such calls on the readers of magazines like this! 


your boy! 


Did we say boy? Actually, advertising works more 
like a machine. For by mechanizing part of the selling 
process, it reduces your cost of manufacturing a sale. 
Just consider the five basic steps required: 


1. Seeking out prospects 
2. Arousing their interest 


oe 


. Creating a preference for your product 


oe 


. Making a specific proposal 


ou 


. Closing the order 


Advertising performs the first three of these steps. 
It leaves your salesmen free to concentrate on the last 
two — which they alone can do, and do best. 


Nothing you invest in will go so far toward reducing 
your cost of manufacturing a sale. And nowhere will 
this investment yield a higher return than in the busi- 
ness press, where your advertising calls on the greatest 
possible number of interested prospects, at the lowest 
possible cost. 





co 


ELECTRICAL SOUTH 


is a member of The Associated Business Papers who are 
sponsoring this campaign. If you'd like reprints of this ad- 
vertisement (or the entire series) to pass along to others in 
your organization, we'll be glad to mail them to you, together 
with a copy of an interesting folder entitled, “How Much 
Does NO Advertising Cost.” 
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225 in.- 
pounds 330 in.- 
pounds 











180 in.- 
pounds 






Since 1926, when the first Con4Nec-Tite made of brass and 

. testing 110 inch pounds was introduced, Kearney has con- 

150 in.- tinued to grade up the strength of Con-Nec-Tites. Pro- 
pounds gressing from brass, to bronze, to copper and finally to 

; the present material, Kearnalloy, there has been an overall 
increase of 220 inch pounds of torque in the No. 6 size. 
Being the first to introduce a product is only part of 
being a good supplier—modernizing and improving the 
original is the true test of the progressiveness of the 


& manufacturer. 
The new tough Kearnalloy now being used in the man- 
110 in.- ufacture of Con-Nec-Tites gives you connectors that will 
‘ take exceedingly high torques without damage and, be- 
pounds cause Kearnalloy is tough but not hard, you will not nick 
or otherwise damage your line conductors. 


JAMES R. KEARNEY CORPORATION 
4224-42 Clayton Avenue St. Louis 10, Missouri 
Canadian Plant: Guelph, Ontario 








See for Yourself 


Ask your Kearney representative to make the torque 


Ces, 


wrench test. He carries a torque wrench with him ¥ 
and is eager to prove the superiority of Kearney \ 
Con-Nec-Tites. : mane “hla 

NN b 


JAMES R. 


KEARNEY 


CORPORATION © 
ST. LOUIS, MO. 


bot 
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that wiring job 


with Supplies from Graybar 


Want to speed the wiring of that new plant or product? 

. cut shut-down time for electrical maintenance? .. . save 
time on the renovation of your present facilities? From 
Graybar you or your Electrical Contractor can get prompt 
deliveries of a wide variety of wiring supplies plus prac- 
tical advice from men who are familiar with every kind of 
wiring installation. 


A complete “Package” from one source 


For a major wiring project or minor repairs, you or your 
Electrical Contractor can get the right materials for the 
complete job from Graybar. We distribute thousands of 
different wiring items. For your protection, we have been 
particularly careful to select only first-quality products of 
leading manufacturers. You'll lose no time because of 
“duds,” and cll the items will fit together properly on the job. 


SPECIALIZED HELP 


To help plan complicated wiring systems or solve difficult 
wiring problems, a Graybar Inside Construction Specialist 
is available for consultation. His recommendations, supple- 
menting those of your local Graybar Representative, will 
help to accelerate your project schedule from start to finish. 


100,000 Electrical Items 


Graybar offers you similar service in meeting all your 

other electrical needs. For dependable supplies and for 

help in speeding your lighting, communication, ventilation, 

and other electrical installations, call our nearest office. 

Graybar Electric Company, Inc. Executive offices: 
Graybar Building, New York 17, N. Y. 


IN OVER 100 PRINCIPAL CITIES 














Complete hoist weighs less than 12 Ibs., yet 
has Yston capacity, with large factor of safety. 


The only puller-hoist made with a single 


control for UP and DOWN and Automatic JASPER BLACKBURN PRODUCTS CORP. 


Free-Wheeling. Universal operation—handle ictidicace? @hathtk bedibesesn 100.48 Fae 


operates on either side for lift or pull. 
ST. LOUIS 6, MO. @ PHONE CENTRAL 3007 


’ Mail Coupon Now for lilustrated Folder 
Quick action, Ratchet-type. Easy to rig — 


quick to use. Operator can also vary lift per JASPER BLACKBURN PRODUCTS CORP. 
stroke. High efficiency means less fatigue. First, Madison & Clinton Sts., St. Louis 6, Mo. 


JIFFY LIFT IS IDEAL FOR: 


Send me, without obligation, Illustrated Circular describing the 
Blackburn Jiffy Lift Hoist & Puller, prices on same, and name of 
nearest jobber. 


Your Nome & Tithe ___EEESESS 


Skidding or Lifting Heavy Equipment... Installing and Repairing 
Machinery ... Pulling Motors, Wheels, etc. ... Lifting in Close Quarters 
... General Maintenance ...In short, for any Lift or Pull. 


Firm Name sssigiaalieaeastipeilabdlamniiy ‘ . -~ 


Tightening Guy Wires...Pulling Cables and Messenger Wires... i 


ee eT 
ORDER FROM YOUR JOBBER — MONEY-BACK GUARANTEE Wasnteneainsaanalisiaieaidaesiamaaibameiaaaiensinaine 
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Conductor now being confirmed 


Orders for Kaiser Aluminum 


Through its nationwide sales organization and 
distribution outlets, Permanente Products 
Company is confirming orders for Kaiser Alu- 
minum Cable and ACSR. Early delivery, 
according to schedule, is assured. 


Two years of intensive engineering and man- 
ufacturing preparation has established Perma- 
nente Metals as a new, dependable source of 
aluminum conductor. And installation of new 


manente Metals makes its Newark, Ohio, piant 
one of the most modern of its kind in the world. 
It is being manned by experienced, highly 
skilled personnel. 


When you order Kaiser Aluminum con- 
ductor, you'll join thousands of U. S. manufac- 
turers in other fields who look to Kaiser Alu- 
minum for finest quality—and to Permanente 
Metals for a brand of service that has set high 





wire and cable production facilities by Per- standards for dependability. 





ee ee ee SPOK ANE— Reduction Works 


SPOKANE — Rolling Mill — Sheet and Plate 











NEWARK, OHIO C\ 


Rod, Bar, Wire and Cable 








PERMANENTE 
Foil Mill 
_ OWENS LAKE 


Soda Ash 


@ PLANTS 
* SALES OFFICES 


BATON ROUGE 
Alumina 
















Completely integrated production facilities assure you of a dependable supply of Kaiser Aluminum conductor. 
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Permanente Metals’ newest plant is this modern aluminum rod, bar, wire and cable mill at Newark, Ohio. 


Sales offices and distributors nearby inghouse Electric Supply Company, national 
distributors of Kaiser Aluminum conductor. 


Information and service is available from any Keiser Aluminum Cable is available in a 


of Permanente Products’ 21 sales offices. If it complete range of standard sizes and standard 
is more convenient, call the nearest office of strandings: From 1,590,000 circular mills to 
General Electric Supply Corporation or West- No. 6 Awg ACSR and All Aluminum Cable. 


Permanente Metals 


PRODUCER OF 





SOLD BY PERMANENTE PRODUCTS COMPANY, KAISER BLDG., OAKLAND 12, CALIFORNIA ... WITH OFFICES IN: 


Atlanta * Chicago * Cincinnati * Cleveland * Dallas * Detroit * Houston * Indianapolis * Kansas City * Los Angeles * Milwaukee 
Minneapolis * New York * Oakland * Philadelphia * Portland, Ore. * Salt Lake City * Seattle * Spokane * St. Louis * Wichita 


Also available through General Electric Supply Corporaticn and Westinghouse Electric Supply Company. 
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the modern 
"fuse box” 


is NOW... 








THAT’S RIGHT! When short circuits or dangerous over- 
loads occur, the Thermal-Magnetic action of the THERMAG 
Circuit Breaker Load Center instantly and automatically opens the 
circuit and trips the circuit breaker handle to “off” position. 
Then, safely and conveniently, a simple flip of the handle to “on” 
position restores the circuit to normal operation. And there is 
nothing to replace! 


On harmless momentary overload, the thermal action of the 
individual circuit breaker maintains the circuit without needless 
interruption of service. 


In cases of smaller capacity requirements, the new @ JUNIOR 
Circuit Breaker Load Center provides automatic protection for 
small residences, garages, stores, etc. 


For more information, consult your @ Representative (he’s 
listed in Sweet’s) or write for Bulletins No, 202 and 203. 


rank otdam Checivic Co. 


ST. haben 13, MISSOURI 
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The COOLAIR 
EARLY BIRD 
HAS FLOWN... 


But he sure gave 
many a Coolair Dealer 
a flying start in the 
1949 Fan Season! 


As welcome as the first robin of Spring to 
Authorized Coolair Dealers last February, the 
Early Bird Program has ended for this year. 


However, the “Early Bird” lingered long 
enough to show these Coolair Dealers how to make 
some extra profits in their 1949 Fan business! 
And long enough for them to realize the value of 
their Coolair franchise! 


There are many other reasons why Coolair 
dealers are happy these days . . . Coolair’s wide- 
awake sales and merchandising program is b.cked 
by a thorough Dealer Training Program, gooi 
profit margins and the finest home cooling and 
commercial equipment they can offer their 


customers! 


If you would like to see your sales and profit 
curves do some high flying with the quality 
COOLAIR line, get in touch with your Authorized 
Coolair Distributor or the Coolair Factory. 


American Coolair 
Corporation 


Jacksonville 3, Florida 








Organizing for 


Outdoor Projects 








CAREFULLY pointing out the wide 
gulf that exists between inside and 
outdoor electrical contracting, F. J. 
Seastrunk, of Columbia, South Caro- 
lina, has built two different com- 
panies for profitably handling the two 
types of work and has found new 
profit in the fields of outdoor lighting 
and line construction. 

The scope of outdoor lighting is in- 
creasing; Seastrunk has found that the 
lighting of outdoor football and base- 
ball fields has become a popular idea 
even with high schools, while airport 
and industrial outdoor lighting is of 
increasing importance. 

“Organized operations with thor- 
oughly trained men is essentially the 
key to profitable work in outside elec- 
trical contracting,” Seastrunk says. 
“As far as we are concerned, our 
profit margin of from one to five per 
cent on outdoor construction puts us 
almost in the same category as a 
chain grocery store—our work is con 
ducted on an assembly-line basis, and 
if a cog slips anywhere it costs us 
plenty.” 

For this reason, Seastrunk has or- 
ganized the work into two different 
companies—the Seastrunk Electric 
Company for conducting the inside 
work; and The F. J. Seastrunk Elec- 
tric Company for handling outside 
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work. He runs both the companies 
from his office in Columbia, employ 
ing some 30 to 40 men on inside 
work, and from 175 to 200 on outside 
construction. 

“Outdoor and inside work are abso 
lutely foreign to each other,” Sea 
strunk says, “and the electrical con- 
tractor can’t afford to have the men 
mixing in the two crafts. Prior to 
the war our company handled the two 
together, but now we have found that 
the only way we can realize a_ profit 
is to’ separate them.” 

Seastrunk began his company in 
1928, after graduation from Georgia 
Tech and several years’ experience 
with another electrical contractor. Of 
interest are his comments about the 
growth of outdoor construction for 
the electrical contractor. 

“In those days,” he points out, 
“power companies and utilities did 
their own line construction. The 


Jack Seastrunk, of F. J. Seastrunk 
Co., Columbia, S. C., stands beside 
the four-place plane that has 
proved most valuable in _ time- 
saving transportation and as a 
means of studying terrain at first 
hand before line building bids are 
submitted. 


by Bolling Branham 


REA was unheard of, and outdoo1 


‘lighting of sports was in its infancy. 


Very little outdoor work was available 
to the average electrical contractor. 
But the story is different now.” 

Recently, the Seastrunk Company 
has even accepted a contract from the 
telephone company to install poles, 
cut right-of-ways, and put up the 
anchors and stays. The telephone 
company will string the wire. 

Seastrunk has his company organ- 
ized with a project engineer in charge 
of each job; this engineer being direct 
ly responsible to Seastrunk himself. 
The superintendent on each job is in 
turn responsible to the engineer. 

Daily reports to the superintend 
ent keeping him constantly aware of 
developments on each job. A con 
solidation of these daily reports cov- 
ering all work during the week 
through Saturday is due in the home 
office each week by the following 
Tuesday, and this is checked against 
estimated costs. If a work stoppage 
occurs anywhere along the line, Sea- 
strunk knows it immediately. 

These reports cover in detail each 
of the twelve different operations in 
line work, from the digging of the 
hole until the completion. Be it 
crew or condition that may be caus- 
ing a slowdown, the company takes 
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immediate steps to correct it. 

Seastrunk is, of course, happy to re 
port that it is seldom the crew that 
causes the trouble. He has always 
had every man on the payroll partici- 

os] pating in incentive and share-the- 

profit benefits based .on both indivi 
dual production and company profit. 

The organization and training of 
personnel necessary to this type of 
work is emphasized by Seastrunk. 
“We have found our construction 
crews very similar to a football or 
baseball team,” Seastrunk says. “It 
costs us from three to five thousand 
dollars to get our company set up for 
a certain phase of outdoor work— 
and often it costs this much just to 
get a trained crew together, and get 
them accustomed to working with 
each other.” 

Crews Function as Units 

For this reason, great care is taken 
at this company to keep these crews 
working as integrated units, to keep 
enough work ahead so that crews will 
not have to be disbanded or broken 
up because of lack of work. This is 
one of the basic reasons for Sea- 
strunk’s success—the high value he 
places on individual skills and exper- 
ience of the trained men in his com 
pany. 

\ typical Seastrunk outdoor light 
ing job has gained him much favor 
able comment in the trade—the light 
ing of the Clemson football and ath 
letic field at Clemson, South Caro- 
lina. 

“There isn’t a shadow on_ the 
field,” Seastrunk states. “Of course, 
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the field was easier to light than 
some, because it is a natural bowl, and 
we did not have to construct the huge 
towers necessary for lighting some 
fields.” 

This job, the contract for which 
was approximately $20,000, maintains 
a 55 foot-candle intensity on all por 
tions of the field. Seastrunk and his 
engineers laid it out as well as making 
the entire installation. There is a 
skilled inter-working of one spotlight 
to every two floodlights so that the 
lighting has distance as well as spread. 
Seastrunk wouldn’t even be surprised 
if the lighting didn’t have something 
to do with Clemson’s undefeated 
1948 football record—since the team 
could get many extra practice ses- 
sions at night, on a field that was 
lighted as well as daylight. 

“We have found that the lighting 
of athletic fields is in growing de 
mand,” Seastrunk says. “Night ath- 
letics are becoming more popular than 
ever because attendance is_ greater, 
even at high school games.”’ But ex 
perience and study are necessary to 
handle the problems incident to out 
door lighting. 

In bidding outside jobs, Seastrunk 
of course does not stick to any flat 
fee basis at a cost per mile of line 
construction—each job is a different 
one and presents a different problem, 
with a different number of customers 
per mile, different ground for pole 
setting, different terrain for the right 
of-way. 

A thorough study of plans and 
specifications is made, and then Sea- 
strunk adds a touch of his own that 
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has more than paid for itself in en 
abling him to get a greater percentage 
of accuracy in his bids. He and the 
project engineer warm up the four 
place light-plane purchased by Sea- 
strunk, and fly over every foot of the 
terrain through which the line is to 
be constructed. They spot natural 
obstacles that would have been un 
known to them otherwise—deter 
mine if land is sandy, swampy, rocky, 
wooded or cleared, and come back to 
the office with a thorough under- 
standing of the work involved. 


Plane Paid for Itself 


Seastrunk has been flying ever since 
1944, when he bought a plane to save 
him commuting time on a wartime 
construction job at Eglin Field, Flor 
ida. An accomplished pilot, he does 
all his own flying. 

“T can name one job alone in which 
the use of the plane probably saved 
my investment in it,” Seastrunk says 


“We were asked to bid on a job 
which involved running a line to a 


large number of Liberty ships which 
were stacked together in a harbor on 
the coast. We decided to take a run 
over the job in the plane, and from 
there we saw that the land approach 
ing the ships was so swampy that it 
would be next to impossible to work 
on it without exorbitant costs. We 
didn’t want the job, and stated frank 
ly that our price would have to be 
so high that it wouldn’t be practical. 
If we hadn’t had the plane we would 
probably have under-priced it and lost 
a lot of money.” 
(Continued on page 30) 
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Installation Service 


Few contractors care to undertake 
appliance installation service 

on a wholesale basis but 

here’s proof that it 

ean be profitable 


EXTREME diversification of electri- 
cal contracting services, plus willing 
ness to tackle any and all appliance 
installation problems have teamed up 
to create an unusually successful or- 
ganization in the Carl I. Schaeffe1 
Electric Co. Inc., contractors of St. 
Louis, Mo. 

Unlike many industrial and com- 
mercial electrical contractors who op- 
erate with peaks and valleys in the 
vear’s volume, the Schaeffer Company 
has balanced three specialized depart- 
ments to maintain a full personnel 
crew the vear around. This is the 
result of careful planning by Carl 
Schaeffer, head of the firm, since tak- 
ing over the old Hene-Schacffer Elec- 
tric Company in 1935—on the theory 
that only by keeping up a full-strength 
organization can the contractor guar 
antee fast, dependable service at all 
times. 


For profitable appliance installation service on a wholesale 
basis for distributors, dealers, department stores and so 
on, one of the basic requirements is a vast parts depart- 
ment so that materials will be readily available for the 


wide range of types and makes 


Schaeffer organization has developed a short cut that is 
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“It works both ways,” Jerry Schaef- 
fer, a member of the executive staff, 
indicated. “‘We’re selling fast, relia- 
ble service, and the ability to produce 
it in turn brings in the demand.” 

First on the list of Schaeffer serv- 
ices is appliance installation for a long 
list of distributors, major appliance 
dealers, department stores, and furni- 
ture stores in the St. Louis and St. 
Louis County area. Where many 
electrical contractors have flatly refus- 
ed to handle this type of work 
through belief that it is hampered by 
poor collections, broken  appoint- 
ments, need for callbacks, etc., Schacf.- 
fer Electric Company has made a 
thoroughgoing specialty of it for more 
than 12 vears. 

“We keep our appliance installa- 
tion service good because we depend 
on it for month-in, month-out 
volume,” Mr. Schaeffer said. “Our 


by Robert Latimer 


experience in servicing dealers with 
this type of work is that it is profit- 
able when every job is tightly sched- 
uled to do away with waste motion, 
and when flat rates have been set up 
to cover each type of installation.” 
The appliance installation depart- 
ment in the St. Louis headquarters is 
one of Schaeffer’s largest, emploving 
a fleet of 20 trucks, with 20 expert 
electricians and 10 helpers concentrat- 
ing entirely on range, electric sink, 
automatic laundry, and other instal- 
lations. Each of the trucks is com 
pletely equipped with tools, basic wir- 
ing and testing materials, service 
literature on leading appliance lines, 
etc., and can handle as many as ten 
calls per day due to the efficient dis- 
patching and stock system in force. 
Through long experience, Schaef 
fer Electric Company has set up flat 
rates which cover full and partial in- 
stallation of any type of appliance, 
the price including a neat, workman- 
like guaranteed job, free callbacks for 
adjustment or changes when desired, 
and most important, punctuality. 
“We have found that a reputation 





particularly helpful in increasing efficiency. Complete kits 
are assembled which contain all of the basic materials 
needed to handle a certain job. Above is a portion of 
their huge stock room at left and a view of the heavy 
of appliances. The repair department at right. A ramp in the building per- 
mits trucks to deliver large items directly to the shop. 
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for getting a truck to the house at the 
time specified builds more good will 
than any other single factor,” Mr. 
Schaeffer indicated, “both with the 
dealer and his home-owner customer.” 
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APPLIANCE INSTALLATION ORDER 















































With a volume averaging 200 elec- oT 74; ST es ne ee. ee, nea 
P ° ° Nome. Wireman wa 
tric ranges per month, with other in- Tah bone 
stallations in commensurate numbers, Municipality Money To Be Collected 
the Schaeffer concern routes every job Range Model Kw ee a ae ee 
carefully. All calls are received by apes nf a 
; ; ‘ : Installation Dat fehcdeenaeltiapeal Fut JO 5 Distr “ 
a dispatcher in the installation depart- enitag 2 Z en 
. - NOT KS _ = — _ 
ment, who sets up the following day’s | 
schedule for cach installation crew. 
A tl aa I . ‘J ‘d led : , HS i Quen, __ Size Deseription co Rte Quan Size Description _ Oven. e Dexription 
As the job is scheduled, a memo goes Sees | ages peti Shuto 
to the huge installation department —|____-service Cate Soldetew Lug 1. Cousl. 8M 
parts room, where the foreman in AS Gages ASST ere See Ee Greet 
° . _ —_———Se. heed SN. Wire Service Head 

charge sets up a list of materials for Sak Mepeee vee sea in 
each installation. All materials foi | ____ see Commences W. 1 Es a sere SS 
every job are individually “packaged” a Sees “59 a ee 
na . > < a t — Sill Plate | eelngs and Washers Reducing Bush 
in cardboard cartons, and filled by SF Pais LI Sites 
stock clerks, ready to be loaded int» ——|_—_Fuses Careidge Romer Conn Ba Gy <Sr= 
the truck for the dav’s work each Ket ax ine ———|—Bomer Canna, Angle Led New 

2 . ———_|____Ground Wire wil % Bushings rks 
morning. All calls are routed so that | Sareea Wn Coupe —_|__8. x. conne Redhcing Weshe 
there is little waste mileage or cross waa rose Rod 8. X Cons. Anse ae Bea: he 
. t , . A yl ad 1 I tl . t k ) : a a Meter Boord em Thin Weil — - Covers 
routes involved. In the stockroom, a Yom eg eR eh EE ES, pana ~ 


complete inventory of packaged “‘in- USE REVERSE SIDE FOR UN 
stallation kits’’ for various appliances pana wi 
is maintained at all times, ready to 
be loaded out to the job at a mo 


ment’s notice. 





Service is the entire story in build- 
ing up so large an installation volume, 
according to Mr. Schaeffer. The St. 
Louis contractor cheerfully takes on 
more complex installation work, such 
as complete model kitchens, model 
laundries, etc., with full satisfaction. 
Despite contracts with many large1 
dealers, Schaeffer Electric Company 
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has been able to extend a_ helping ry 
hand to many marginal appliance ee 
dealers, small firms which have no Seis 


service department and find it diffi- 
cult to extend installation promises 
to appliance customers. A_ reserve 
crew and truck are always kept on 
hand for quick adjustments and call- 
back service whenever the need arises. 


An appliance installation order form in quadruplicate has been particularly 
useful in handling this type of work on an efficient and profitable basis. 
All different colors, three of the four copies are similar to the upper form 
shown here. One copy, shown below, contains the basic information at the 
top of the sheet but has a Job Cost form on the lower half for recap purposes. 


It isn’t surprising that the firm gets The detailed material list covering materials for any type of installation 
all of the installation calls it can work is a valuable check list for the service crews and has played an im- 


portant part in reducing call backs to the parts department for forgotten 


handle without or unanticipated parts, 


kind. 

On every job, electricians carry an 
“Appliance Installation Order” devel- 
oped by Mr. Schaeffer which covers 


advertising of any 


Equally important at Schaeffer’s ance installation,” Mr. Schaeffer in- 


every possible aspect of the service. is the electric motor division, housed dicated. “One of the best means of 
The triplicate form gives all details on the second floor, which offers accomplishing this, we have found, 
of the job, location, appliance, date, complete service and rebuilding on is the maintenance of a complete in- 
payment, sizes, dealer, etc., at the top, all electric motors from fractional ventory of replacement motors for 


every electrical purpose, which can 
be quickly placed in service while a 
faulty motor is being repaired. We 
have made a real point of this, to 
make certain that most of our in- 
dustrial prospects know that we can 
give skilled breakdown service and get 
any needed machinery back in service 
rapidly.” 

With its own fleet of installation 


horsepower to 75 horsepower models 
Created shortly after the founding of 
the company, the motor shop has led 
directly to hundreds of installation 
and wiring contracts in commercial 
industry, and has grown so rapidly 
that 12 full-time men are now em- 
ployed in motor service alone. 

“We try to give the same type of 
service in motor repairs as in appli- 


with three handy columns at the bot- 
tom listing all materials, which may 
be identified by simple check marks. 
These forms arte made out in the 
office when the original calls are re- 
ceived, and tell the whole story at a 
glance to the electrician. There have 
been little or no return trips for ma- 
terials since this handy system was 
developed. 


ELECTRICAL SOUTH for MAY, 1949 29 















































ORDER BLANK CARL |. SCHAEFFER ELECTRIC Co: : as helpers at regular intervals, who 
learn appliance installation, repairs, 
Fo ak ale ees ek. CP Ce Utne A etc., through on-the-job training. Al- : 
Ne vet Reel SEY No .. most every man will specialize in a ; 
ey particular type of electrical work at 
NYOICE To PONE the end of his training period, and is 
ge wis A, Lara ; PON HAS se janis assured steady, vear-round work with ° @ 
NO ia ois ech ete iene cenetinilerseemvs ins ni uke chepdcossaae age PLANS SENT -CITY[JPIRE PRE.CIDATE -eeeseceees this diversified concern. 
OIE Yo otsni; J anctdeonnjaimens~ cence Jotinneninpenpaoencnasndectvasaihapissen tae mamma oa 
RRR raven: > kia ceed lig oi Organizing for 
spel eee ot. Outdoor Projects 
is (Continued from page 27) 
a START oc cec cerns READY... Wht noTIFY 
MUNICIPALITY... eiasiinsinieinin tie ss ak cock Seastrunk also uses the plane foi 
iii aaieatts i commuting to and from his jobs— 
and checking the construction in pro 
compari: sonbeersiet' ee eles baseman gress from the air. He usually flies 
over the crew at work, circles a couple 
of times to let them know he’s there, 
and goes to the nearest airport, where 
the superintendent picks him up in 
ns lee Bethan. a company car or one of the 26 trucks 
RETURNED TO SHOP operated by the company. ‘Then he 
OK makes a quick check of work progress, 
Ea Pa SMe ie eg ee Pe and is often. back in his office in 
0) sex a few hours. 
ccpantinssiesseouscimecssesaiderorey inese pe . ‘ JOB COMPLETE BATE... ..ccrtrdincont OTHER BIDE In handling other phases of the 
business, such as expediting materials 
This is a reproduction of the Schaeffer order blank with a portion of the flown to the jobs, Seastrunk has found 
blank area removed. Simplicity combined with completeness of essential 
information was the objective in the design of this form. the plane to be of great time-saving 
value. 
He is thoroughly convinced that 
the plane has helped him in company 
trucks, the motor department also thoroughly trained specialists in each organization and enabled him to keep 
handles transformers, generators, star- department, the Schaeffer Electric his record of having actual costs on 
ters, compensators, controllers, and Company is operating a continuous jobs come out within one per cent ¥ € 
many Other industrial equipment training program, assigning new men of his estimated cost. 
items, likewise backed up with re- 
placement units. High speed service 
with manufacturing plants, mills, etc., 
has led to setting up contract main- 
tenance with many of these, which 
are valuable “bread and butter” ac- 
counts which have a lot to do with 
keeping the Schaeffer payroll -active. 
The motor department co-operates 
closely with Schaeffer’s third division, 
electrical contracting, which incor- 
porates wiring, power installations, 
lighting, safety systems, etc. Many 
large-scale installation contracts have 
been landed by taking the prospective 
client “on tour” of the handsome 
Schaeffer building, where he sees the 


huge parts department, driveway 
ramps which permit trucks to be driv- 
en directly into the second floor mo- 
tor shop, dispatch office, etc. 
Incidentally, on the second floor 
near the motor and commeicial repair 
shops is a completely equipped paint 
shop, in which the Schaeffer organiza 
tion paints all of its own fleet with a 
brilliant red coat on a regular sched- 
ule. With gold lettering and new 
paint jobs at least once per year, the 
truck fleet makes up valuable “‘roll- 
ing billboards” for advertising value. 
Fully cognizant of the value of 
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An unusual feature at Schaeffer’s is a paint spray room maintained princi- 

pally for periodic painting of the company’s large fleet of service cars and 

trucks. Every unit of the fleet is repainted once a year, keeping the cars 

in good appearance. The bright red color with gold lettering attracts 

considerable attention and proves to be good advertising of the firm’s 
service facilities. 
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Adequate Wiring Promotion 


- - two presentations on how to use 
home shows and fairs advantageously 


by R. P. Hill 
Sales Promotion Manager 
Ark. Power & Light Coa. 


EVALUATING THE WoRTH of dis- 
plays and exhibits at fairs and home 
shows has long been a problem that 
so far has escaped our solution. We 
are sure that this form of promotion 
is a very necessary part of any com- 
prehensive rural promotion, but we 
cannot say definitely that we have 
made our shows pay off. We will tell 
vou what we have done and what we 
think we have accomplished. Did 
the payoff equal or exceed the paid- 
outs? That is the question we haven’t 
answered. 

The Arkansas Power & Light Com- 
pany has extended electric service to 
45,000 new rural customers in the 
last three years. Past experience has 
shown that these customers, if left 
to their own devices, would install 
sub-standard house wiring and would 
use, on an average, about $36.00 
worth of electricity per year for the 
first two or three years. Since this 
condition is not desirable from either 
the customer’s or the company’s view- 
point—because small usage of service 
is uneconomic—it was decided to at- 
tempt to reach these customers by 
using a traveling show and mass sell- 
ing techniques, because individual 
contacts were out of the question due 
to limited trained manpower. The 
show was to demonstrate most of the 
applications of electricity on the farm 
and in the farm home. It was to be 
a Farm Profitmaker Show. 

The show was produced and direct- 
ed by our Rural Development Dire-- 
tor, Mr. Ross Mauney, a rare combi- 
nation of a graduate agriculturist, an 
experienced county agent, and an ac- 
tual practicing farmer. His qualifica- 
tions are set out so that it will be un- 
derstood that the show was a down- 
to-earth practical attempt to demon 


These presentations were part of 
the conference-discussion on adequate 
wiring held in Chicago, recently, spon- 
sored by the National Adequate Wir- 
ing Bureau. 
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strate the advantages and benefits to 
the farmer from the application of 
electricity on his farm. Equipment 
was home-made, if possible, and prac- 
tical. No deluxe, impractical exhibits 
were included. 

A 40 x 70 foot tent was purchased 
to house the show so that it would be 
independent of limitations of. exhibit 
space in fair buildings and also would 
permit the showing of the exhibits 
in any rural community. 

Most of the farm productive equip- 
ment shown in the tent was owned 
by the company, because little of this 
equipment was stocked by the local 
appliance dealers who furnished and 
displayed all of the domestic appli- 
ances. 

More thought was given to the wir- 
ing exhibit than to any other because 
it was realized that inadequate wir- 
ing would have to be replaced if elec- 
trical consumption was to be mater- 
ially increased. It was decided to 
try to accomplish two things with the 
adequate wiring displays: (1) dem- 
onstrate the effect of inadequate wit 
ing, and (2) teach the spectators to 
recognize a good wiring job. 

The effect of inadequate wiring 
was demonstrated by using the toaster 
and coffeemaker as developed by the 
Bureau in previous years. This dem- 
onstration was effective, if the one 
putting it on was aggressive. It was 
ineffective if the operator was lazy 
or hesitant to make enough noise to 
attract a crowd. 

Good wiring was shown by using 
cut-a-ways of wall sections, entrance 
and switch installations, fuse panels, 
wire sizes, and the number of circuits 
required. Wiring diagrams and blow- 
ups of pictures of farmstead layouts 
were used to promote the use of load 
center meter poles. The effective- 
ness of these displays also depended 
to a great extent on the person ex- 
plaining them. 

The show was put on 40 times 
with an average attendance of about 
3500 persons per showing. Since peo- 
ple are much the same, most of them 

(Continued on page 80) 


by R. W. Wilson 
Manager of Commercial Service 
Kentucky Utilities Co. 


THERE Is NO cut-and-dried formula 
for making fair and home show dis- 
plays pay off, but I do believe that 
there are certain basic principles that 
have to be followed, if you are to ob- 
tain any appreciable return on your 
investment, and such displays shou!d 
be considered an investment, not a 
contribution. 

Of course, a well-designed, attrac- 
tive display is a contribution to the 
success of a fair or home show, but it 
can and will be a paying investment 
if you make it so. 

First, a display must be designed 
to depict impressively some benefit 
or service to the ultimate buyer. Peo- 
ple are moved to action by impulses 
and motives, so if a buying action is 
to be obtained, then the desire for 
ownership, the convenience, and eco- 
nomy motives must be stimulated. 

Second, displays should have “eye 
appeal.” ‘They must be attractive in 
order to obtain attention, and then 
must be sufficiently interesting to 
hold attention long enough for the 
viewer to get the story you are depict 
ing with the display. 

Motion on the display is very desir 
able, as it attracts attention quickly. 
Questions or other means of exciting 
curiosity are almost a sure-fire way of 
obtaining interest. 

Displays should not be too com- 
plicated. They should be detailed 
enough to put over your idea and yet 
be simple enough so as not to be 
confusing. Where it is possible, the 
use of models, miniatures, layouts, 
etc., are very helpful. 

Any posters used in a display 
should be clearly printed with letters 
which can be easily read at 15 to 20 
feet, and should have a minimum 
amount of copy. The “three second 
selling” principle is highly applicable 
here. Try to sell one thought with 
each poster quickly. Remember, it 
only takes three seconds to walk past 

(Continued on page 78) 
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school House Lighting 


--but NOT the little red school house type! 


WHEN it is realized that over 80 
per cent of our impressions come 
through the eve, it would seem that 
this fact in itself would be a sufficient 
stimulus for any of us in authority, 
particularly those in schools, to see to 
it that the eyes function under as 
good a condition as reasonably pos 
sible to achieve. It was on this pre 
mise that the Head Master at Calvert 
School, Baltimore, Md., feeling the 
responsibility of many young cyes, 
decided to do something about visual 
conditions at his school. He _ pro 
foundly believes in the solid founda- 
tion of the three R’s handed down 
to us by the tradition of the ‘Little 
Red School House’—but he wants 
no more of the seeing conditions that 
have been associated with it! 

The Calvert School is an elemen 
tary school and devotes all its atten- 
tion to this most important phase of 
a child’s life—from kindergarten to 
the 9th grade. The school was found 
ed in 1897. There are 14 classrooms 
with an average of 28 desks per class- 
room. ‘The student body consists of 
over 300 boys and girls from + to 12 
vears of age for day instruction. The 


Mr. White is associated with the 
lighting service department of the 
Consolidated Gas, Electric Light and 
Power Co. of Baltimore. 
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by H. M. White 


Home Instruction Courses serve over 
5,000 students in this country and 
many parts of the world. 

The original lighting system con- 
sisted of four 150-watt opal enclosing 
globes suspended in each classroom 
of 20 feet x 23 feet with 11 feet 8 
inch ceiling, delivering between 5 and 

foot-candles. Not only was this 
poor artificial illumination but the 
atmosphere of the classroom itself was 
gloomy in that the floors and desk 
tops were dark, the walls and ceilings 
had depreciated in light reflecting 
value, and the chalkboards were dark 
green. Such conditions are not un- 
usual in many Classrooms today—vis- 


















The relighting of this Baltimere school 
was more than just the applying of 
new fixtures. It included the complete 
refinishing of walls, desks, ceilings 


ual conditions which date back to the 
“Little Red School House.” 

It was realized that anything done 
to improve visual conditions would 
improve scholarship as well as. safe- 
guard the eyes. ‘Therefore, it was 
decided to plan a new lighting in- 
stallation not based on foot-candles 
alone, but on proper brightness pro 
portions throughout the classrooms. 
Within the last few years it has be 
come evident that for better seeing 
comfort, consideration must be given 
to the amount of light being reflected 
to the eve from objects and their sur 
roundings in a room. 

The approach to the revamping of 
the lighting system at Calvert School, 
therefore, was not just applying new 
lighting fixtures. A definite plan was 





floors. The typical relighted 


school room shown here has ten 2-light 
40 watt 
units, delivering an average of 33 
foot-candles. Illumination values and 
brightness ratios are shown in the 


louver bottom fluorescent 


diagrams. 
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Fig. 1—Illumination in foot-candles. Readings taken on 4- 
foot centers, 30 inches above the floor. The ceiling height 
is 11 feet, 8 inches. Luminaires are suspended 28 inches 


over-all. 


followed. First, a new acoustical tile 
ceiling was installed having a good re- 
flection factor for light as well as 
good acoustical properties to reduce 
the noise level. Second, the walls 
were painted light green having a tre- 
flection factor of 55 per cent. Third, 
the old dark green chalkhoards were 
replaced with a light green chalkboard 
having a reflection factor of 10 per 
cent. Fourth, the desk tops were re- 
finished bringing them up from a 
reflection factor of 10 per cent to 35 
per cent. Fifth, the floors were re- 
finished bringing them from 10 per 
cent to 31 per cent reflection factor. 

Finally, a fluorescent lighting fix- 
ture was selected having a_ louver 
bottom with 40 degree cutoff cross- 
wise shielding and 30 degree cutoff 
lengthwise shielding. It was a two- 
lamp 40 watt unit having 25 per cent 
of the light output directed to the 
ceiling. Two continuous rows, five 
units in each row, were installed in 
each of 10 classrooms. They were 
suspended 28 inches from the ceiling. 
Each fixture was lamped with two, 
4500 degree white 40 watt lamps, 
with no-blink starter switches. Each 
row of fixtures is controlled by a wall 
switch at the door, so that on bright 
days the row nearest the windows 
may be turned off. 

After two months’ operation, illu- 
mination values in foot-candles were 
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taken at + feet intervals, with the re- 
sults shown in Figure 1. The aver- 
age was 33 foot-candles. Shown on 
Figure 2 are the foot-lambert bright- 
ness values of a typical classroom tak- 
en with a Luckiesh-Moss_ brightness 
meter. The values in foot-lamberts 
are shown so as to correlate the re- 
sults of the complete lighting and re- 
finishing of the classroom. Foot-lam- 
berts are the product of foot-candles 
and reflection factors of objects and 
surfaces observed, and since they are 
a measure of the light being emitted 
or reflected to the eve from these ob- 
jects or surfaces in the room, they be- 
come a better criterion for appraising 
seeing conditions. 

Any visual environment is compos- 
ed of visual fields. These fields vary 
in size centering along the optial axis. 
The central field is that small 1 de- 
gree field lying on the center of the 
optical axis. This could be represent- 
ed by the page of the book where 
high brightness contrast is desirable 
such as black print on white paper. 
The surrounding field is that which 
is approximately 30 degrees either 
side of the optical axis and these 
areas would be represented by the 
desk top where brightness ratios 
should be low with respect to the cen- 
tral field and generally not more than 
one-third the brightness of the task 
or central field. 





Fig. 2—Showing brightness values of foot-lamberts on vari- 
ous surfaces in classroom. Table shows brightness ratios. Re- 
flection factors were: 

10%; and walls 55%. 


desk 35%; floor 31%; chalkboard 


Ihe peripheral field lies outside of 
the surrounding field and includes aa 
area of approximately 70 degrees either 
side of the optical axis. These areas 
are represented by the walls and ceil- 
ings where higher brightness ratios 
can be tolerated. Generally it is con 
sidered good practice if the brightness 
of the walls and ceilings are less than 
100 per cent and greater than 10 pe: 
cent of the brightness of the central 
field or the task. It is apparent, there- 
fore, that it is necessary to have some 
light on the ceiling to keep within 
these limits. 

The Illuminating Engineering So- 
ciety has established limits of bright- 
ness ratios in school classrooms. For 
instance, one ratio would be between 
the foot-lamberts brightness of the 
paper which a pupil is reading on the 
desk to the foot-lamberts brightness 
of the desk top on which the paper is 
resting. On the desk at the center 
of the room, Figure 2, the intensity 
in foot-lamberts brightness of the 
page would be the product of 37 and 
.8, or 29.6 foot-lamberts. The meas- 
ured foot-lamberts on the desk top 
was 14 so the ratio of brightness of 
the page over the brightness of the 
desk is 29.6 divided by 14 or a 2.1 
ratio, which is within the limit of 3 
established by the I.E.S. Suppose 
the desk top had not been refinished 

(Continued on page 80) 
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Suriace Raceways 





Ja tsiBiles tain 





How to rap the great, untouched 
market for modernized wiring in 
existing homes and buildings is a sub- 
ject worthy of attention as_ business 
becomes more competitive. Up until 
now, this market has received little 
organized attention, but a number 
of electrical wiring materials have 
been developed which should help to 
overcome the obstacle of high cost 
that so frequently characterizes the 
rewiring of old structures. 

Typical of these new materials are 
the surface raceways that greatly sim- 
plify rewiring, and an outstanding ex 
ample of their use is to be found in 
the rewiring of Hurst Hall, a recita- 
tion building of the American Univer 
sity in Washington, D. C., recently 
completed by Walter G. Kolb, elec 
trical contractor. 

his installation of a surface race 
way system has provided ample wir- 
ing capacity for present lighting and 
power needs, assured sufficient con 
venient adaptability for future require- 
ments, and climinated 50-vear-old 
wiring in Hurst Hall. 


Rewiring Old Building 


The original Hurst Hall building 
was wired before the nation’s capital 
issued electrical permits or had an in- 
spection system. During the inter- 
vening vears the original wiring that 
had been pulled through copper tub- 
ing was augmented by rigid and flex- 
ible conduit, non-metallic sheathed 
cable and other wire until such a jum- 
ble existed that a complete rewiring 
was advocated for the building mod- 
ernization program. 

Mr. Kolb designed an installation 
that should give complete adequacy 
for present needs, yet have flexibility 
to provide ample capacity for the fu- 
ture. The recitation building, having 
assembly and reading rooms, class- 
rooms and laboratories, is used for a 
variety of graduate and undergraduate 
study. It is difficult to anticipate 
what each room might be used for in 
future years. 

A surface raceway installation was 
made to serve ceiling lighting fixtures 
and wall switches, plus runs around 
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the walls of rooms to distribute pow- 
er for present and future needs. A 
separate conduit has been run to each 
room as a feeder. 

Within the raceway was placed a 3- 
phase, 4-wire system that allows the 
connection of any one phase, or three- 
phase, 110 or 220 volt, without addi- 
tional wiring being installed, and 
without breaking into walls to install 
new outlets or switches. 

The same type of raceway system 
has also been installed in the Univer- 
sitv’s Physics Laboratory. 

Hurst Hall, named for Bishop John 
Fletch Hurst, founder and first chan- 
cellor of the University, is a three- 
story marble structure located on a 
75-acre campus at the intersection of 
Massachusetts and Nebraska Avenues 
in the northwest section of Wash- 
ington. ‘The University was chartered 
by Congress in 1893 and is an endow 
ed co-educational institution. 


Industrial Applications 


Another outstanding example of 
surface racewav installation is to be 
found in the new finishing plant of 
the Holeproof Hosiery Co., in Mari- 
etta, Georgia. In this installation, a 
network of surface raceways is sus- 
pended from roof trusses. 

When the hosiery people were de- 
signing this plant to have 40,000 sq. 
fi. of floor space, they desired a light- 
ing system where fluorescent lighting 
fixture locations could be occasionalls 
changed without extensive cost or 
construction work. 

Part of this desire was based on the 
planned use of movable tables needed 
in the matching and inspecting of 
men’s socks after manufacture. It 
was thought wise to be able to move 
tables—and lighting fixtures—to meet 
radical changes in production sched- 
ules. 

Therefore they installed nearly 5,- 
000 ft. of surface raceway. On this 
steel raceway special hangers were 
mounted to receive the chain hooks 
from the lighting fixtures. Through 
and in the raceway were placed the 
necessary wiring and duplex outlet 
receptacles. Thus one raceway not 


only protects and distributes electrical 
conductors, but also serves as a fixture 
hanger. 

The steel raceway, consisting of 
channel and snap-on cover, has an 
ingenious bridge which securely locks 
the capping and serves as a method of 
installing a variety of electrical de 
vices. ‘The over-all dimensions of the 
duct are 1% inches by 24% inches. 

Lengths of the raceway were install 
ed in parallel runs down the large 
room. Other lengths were suspended 
across the room. Where runs of race- 
way intersect, junction boxes form 
rigid and unobtrusive connections. 

New receptacles can be easily in 
stalled in the raceway and mounting 
hangers in new locations for the light 
ing fixtures takes only a few minutes. 

An aggressive electrical contractor 
could uncover countless opportunities 
in local business houses and industrial 
plants for surface raceway installations 
that will represent profitable business 
for him and bless his customer with 
a more efficient electrical distribu 
tion system. There is a special op 
portunity for the promotion of thi 
type of wiring in shops dealing wita 
small parts requiring soldering opera 
tions and other small hand tools 

A typical application is one com 
pleted recently for a manufacturer of 
hearing aids. These devices requizc 
innumerable electrical connections 
and a wide scope of testing equip- 
ment. 

An efficient assembly and_ testing 
set-up has been devised for the C. L. 
Hofmann Corp., Pittsburgh, maker of 
the “Duratron” wearable vacuum 
tube hearing aid. 

This company believed that max- 
imum worker efficiency would be 
achieved if electrical outlets for the 
plug-in of tools and testing instru- 
ments were more conveniently avail- 
able to assemblers and testers. Ex- 
perience indicated that a maximum 
number of electrical receptacles were 
needed in the smallest amount of 
space—as close to the work benches 
as possible. 

The problem was solved by mount- 
ing Plug-In Strip along the edge of 
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the assembly and _ testing counters. 
[his provided a spread of electrical 
outlets at 6-inch intervals, close to the 
hearing aid assembly. Extension 
cords from testing instruments, placed 
on a shelf above the counter, were 
dropped down along the wall. They 
were then brought under the work 
surface and plugged into the six avail- 
able electrical outlets in every yard 
along the edge of the work bench. 

[he solid copper connection 
throughout the Plug-In Strip “‘factory- 
wired” electrical circuit eliminated 
soldered and screwed connections and 
assured high accuracy in the testing 
instruments. 


(Top) the modern lighting load in 
Hurst Hall classrooms, of Washington’s 
American University, is adequately 
served by surface raceways. This 
method of wiring was selected for its 
flexibility and quick accessibility and 
proved especially adaptable for the 
rewiring of this 50-year-old structure. 
The same type of wiring is used to 
supply power requirements to physics 
laboratory tables. 


° 


(Center) This industrial installation 
of surface raceways is in the finishing 
plant of the Holeproof Hosiery Co., 
Marietta, Ga. Approximately 5,000 
feet of steel surface raceways was in- 
stalled and served the dual purpose 
of providing flexibility in wiring as 
well as a support for the fluorescent 
fixtures. This type of installation was 
selected because it permits a_ re- 
arrangement of production line tables 
together with their corresponding 
lighting fixtures. 


(Bottom) The factory-wired type of 
surface wiring has numerous appli- 
cations in industrial plants and re- 
pair shops where many small plug-in 
type tools, testing equipment, and 
devices are required. This photograph 
shows such an installation along the 
edge of the workbench in a plant 
which manufactures hearing aids. The 
initial installation proved so efficient 
and practical that it has been dupli- 
cated in various other areas of the 
plant in its laboratory and production 
areas. 
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Electrical Maintenance Guide ° 


EFFECTIVE maintenance of electri 
cal equipment begins with proper ap 
plications and correct installation 
Manufacturers’ bulletins describing 
specific items of equipment are usual- 
ly the best guides to proper applica- 
tion. The National Electrical Code 
is the accepted standard for safe in 
stallation. 

The purpose of maintenance is to 
prevent the occurrence of trouble in 
electrical equipment. ‘This is best 
accomplished by preparing a regular 
maintenance schedule, covering all 
equipment, and following it closely. 

The following paragraphs provide 
a general guide for the maintenance 
of electrical equipment. More fre 
quent inspections may be required fo: 
equipment in dirty or damp locations, 
or for equipment subjected to severe 
loading conditions. Wherever pos 
sible, obtain the specific maintenance 
instruction sheets accompanying each 
piece of, equipment and follow thei: 
recommendations. 





SUBSTATION EQUIPMENT 





Transformers 


Test temperatures of transformers 
operating at full load at least once a 
month. Oil temperature of oil-im- 
mersed self-cooled transformers 
should never exceed 90 Centigrade 
and such transformers should not be 
permitted to operate for long periods 
of time above 80 Centigrade. 

Check oil level in transformers 
every three months and replace leak- 
age and evaporation loss. Inspect for 
oil leaks in transformer tanks. Check 
ground lug and ground circuit. 

Condition of transformer oil should 
be tested at least once each year. If 
the dielectric strength is less than 18 
kv, oil should be reconditioned. New 
oil should be tested before being plac- 
ed in transformer and should have a 
dielectric strength of at least 18 kv. 


Lightning Arresters 


Inspect all lightning arrester con- 
nections in early spring just befoze 


lightning season and every other 
month during summer. Measure 


Reprinted from an earlier 
issue of Electrical South as 
an introduction to a special 
series of articles on the 
maintenance of industrial 
electrical equipment. 








ground resistance just before lightning 
season begins; if it exceeds five ohms, 
make necessary improvements to low- 
er it to five ohms or less. Never run 
ground wire through iron or steel pipe 
for protection against mechanical in 
jury unless wire and pipe ate bonded 
together. 





WIRING 





Wires and Cables 


Wiring svstems subjected to vibra 
tion should be inspected monthly. 
All mechanical connections such as 
locknuts, bushings, etc., should be 
tightened. Bond wires and ground 
connections should be checked. 
Check system to make certain that 
no hazards have developed since last 
inspection such as oil or water leaks 
near raceways, steam pipes installed 
near cables or raceways, high tempera- 
ture conditions developed in vaults or 
special rooms, etc. Examine all wir- 
ing in switch boxes, motor connec 
tions, etc., for possible mechanical in 
jury. Where vibration is not pres 
ent, this inspection should be made 
annually, 

Examine drop cords and portable 
cables every three months when in 
regular use. Repair any damage or 
severe wear such as found at point 
where wire enters lamp sockets, plugs, 
and portable appliances. Keep ex- 
tension cords away from _ radiators, 
steam pipes, nails, hooks, and other 
metal objects. Keep rubber cords 
out of sunshine as much as possible 
and free from oil, grease and chemi- 
cals. Keep lamp guards in place. 


Switch Boxes, Panel Boxes, Ete. 


Inspect all metal boxes of the wir- 
ing system monthly. (In locations 


that are particularly dusty, boxes 
should be cleaned out weekly.) Make 
certain that all covers fit tightly and 
are in place; keep all unused “knock- 
out” holes plugged tightly. Bond 
wires and ground connections should 
be checked. 


Fuses and Switches 


Inspect all fuses twice each year 
to ascertain that circuits are not over- 
fused. Keep fuse clips clean and 
tight and check all connections to 
prevent overheating. Inspect closely 
for any evidence of overheating as a 
result of high resistance contacts or 
overloads. Examine refillable fuses, 
replacing charred cases, making cer- 
tain that cases are refilled with links 
of proper rating, and that fuses are as- 
sembled tightly. 

Inspect switches at same time fuses 
are checked. Inspect closely for evi- 
dence of overheating as a result of high 
resistance contacts or overloads. 
Check operation of “‘quick-break’’ fea- 
tures, etc. 





CONTROL EQUIPMENT 





Keep Equipment Clean 


In dusty locations clean and blow 
out all starting switches, compensa- 
tors, controllers, and air circuit break- 
ers at least weekly. Do not allow 
dust or dirt to accumulate on high 
voltage bushings or terminals. Do 
not permit an accumulation of dirt, 
oil, grease or water on the operating 
parts of control equipment. In damp 
or corrosive atmospheres, paint con- 
trol parts quarterly or semiannually. 
In clean locations quarterly or semi- 
annual cleanings will suffice. 


Check Mechanical Condition 


The mechanical condition of all 
control equipment should be checked 
weekly if subject to vibration or mon 
thly otherwise. Tighten all nuts and 
screws; examine electrical and me- 
chanical connections on both panels 
and resistors. Check condition of 
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“pigtail” connections closely—especi- 
ally in corrosive atmosphere. Replace 
any damaged or worn parts, and in- 
spect condition of magnet contact 
surfaces. See that control mechanism 
operates freely and oil or grease if 
necessary. Do not lubricate contact 
surfaces! Check operation of me- 
chanical or electrical interlock devices. 


Maintain Contacts 


Control equipment subject to sc 
vere operating conditions should have 
contacts inspected weekly. A month- 
ly check is sufficient for average op- 
erating conditions. Adjust, file clean, 
or renew contactor tips if badly worn 
or burned. (Ordinary roughening of 
contact tips due to arcing need not 
be serviced but large projections 
should be removed with a file. If 
there is evidence of overheating, oxide 
surface should be removed by a few 
strokes with a file.) Examine close- 
ly for any high resistance joints in 
contactor circuit. (A new combina 
tion a-c/d-c millivoltmeter is available 
for checking resistance of bolt 
joints and contact surfaces.) Do not 
lubricate surfaces. 


Check Oil Condition 


Make semiannual inspection of oi! 
level, and condition in starting com 
pensators, oil switches and_ circuit 
breakers. Replace leakage and evapo 
ration loss; replace oil if dirty or gum 
my. (In dirty or damp locations, in 
spect oil level and condition quar 
terly or monthly according to severity 
of conditions. ) 


Test Overload Devices 


Circuit breaker tripping — points 
should be checked monthly. Replace 
dashpot oil if thick and gummy. Keep 
orifices in plunger clear. Keep leath- 
er bellows soft and pliable with neat’s 
foot oil. Be sure that heater coils for 
thermal overload relays are the cor- 
rect size. Check overload relay set- 
tings every six months. 





LIGHTING EQUIPMENT 





Need for Regular Maintenance 


Lack of maintenance of lighting 
equipment may reduce available light 
by as much as 50 per cent or more. 
This loss represents a loss in in- 
vestment, increased operating ex- 
pense, and may cause accidents and 
production loss. Type of mainten- 
ance schedule needed will vary widely 
with type of plant and size installa- 
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tion but it should include the follow- 
ing five-point program: 

1. Provide easy access to all lumi- 
naires. 
Clean luminaires regularly with 
soap and water. 
3. Replace lamp outages. 
Paint walls and ceiling light col- 
ors and xcep them light. 
Maintain rated voltage at lumi- 
naires. 


Nm 


v1 





MOTORS 





Follow Specific Instructions 


Wherever specific maintenance in- 
structions for a particular motor are 
available, they should be followed 
closely. In the absence of such speci 
fic instructions, the following periodic 
checks should be made. ‘These are 
based on average conditions with re- 
gard to severity of duty and dirtiness 
of location. The frequency of the 
inspections can be varied to suit ac- 
tual plant conditions. 


Weekly Inspections and Operations 


l. Examine commutator and 
brushes. 

2. Check oil level in bearings but 
do not over-lubricate. 

3. See that oil rings tum with 
shaft, and note any excessive end play 
in shaft. 

4+. See that shaft is free of oil and 
grease from bearings. 

5. Examine starter, switch, fuses. 
and other controls, as well as ground 
connection and motor leads. 

6. Open-type motors in dusty loca- 
tions should be blown out thorough- 
ly. 

7. Check air gap between rotor and 
stator. ‘The difference in width of 
gap around circumference will indi- 
cate extent of wear on bearings. This 
check should be made weekly on mo- 
tors operating with excessive belt ten- 
sion; otherwise check air gap semian- 
nually. 

8. Start motor and see that it is 
brought up to speed in normal time. 

9. Check motor and bearing temp- 
erature under actual load conditions 
by feeling with hand. 


Semiannual Inspections and 
Operations 


1. Clean motor thoroughly, blow- 
ing out dirt from windings and wipe 
commutator and brushes. 

2. Inspect commutator clamping 
ring. 


3. Check brushes and renew any 
that are more than half worn. 

4. Examine brush holders and 
clean them if dirty. Make sure that 
brushes ride free in holders. 

5. Check brush pressure. 

6. Check brush position. 

7. Drain, wash out, and renew oil 
in sleeve bearings. 

8. Check operating speed or 
speeds. 

10. See that end play of shaft is 
normal. 

11. Inspect and tighten connec- 
tions on motor and control. 

12. Check current input and com- 
pare with normal. 

13. Run motor and examine drive 
critically for smooth running, absence 
of vibration, worn gears, chains, or 
belts. 

14. Check motor foot bolts, end 
shield bolts, pulleys, coupling, geai 
and journal setscrews, and keys. 

15. See that all motor covers, belt 
and gear guards are in good order, in 
place, and securely fastened. 


Annual Inspections and Operations 


1. Clean out and renew grease 
in ball or roller bearing housings. 

2. Test insulation by megger. 

3. Clean out magnetic dirt that 
mav be hanging on poles. 

+. Check clearance between shaft 
and journal boxes of sleeve-bearinz 
motors, to prevent operation with 
worn bearings. 

5. Clean out undercut slots in com 
mutator. 

6. Examine connections of com 
mutator and armature coils. 

Inspect armature bands. 


Complete Overhauls 


Motors should generally be given 
an overhauling at intervals of five 
vears or so, normally, or, if the serv- 
ice is more severe, more frequentlv. 
Such a practice is beneficial in avoid- 
ing breakdowns and in extending the 
useful life of the equipment. 





ARC WELDING SETS 





Special Considerations 


The general maintenance schedule 
relating to motors and motor controls 
will apply generally to arc welding 
sets. Ground connections should be 
checked periodically. Condition of 
cable leads should be inspected fre 
quently to prevent flow of short cir- 
cuit current which may load generator 
over a long period of time. Proper 
ventilation should be provided, and 
machines operated outdoors should 
not be covered with tarpaulins in such 
a way as to impede ventilation. 
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ROEBLING 


10 to 40 TIMES 


BEST WIRE FOR HIGH-SPEED WINDING 


COMPARATIVE TESTS prove a fact 
that’s highly important to magnet wire 
users ... the insulation of Roevar 
Magnet Wire is 10 to 40 times tougher 
—more resistant to abrasion—than other 
types of insulation! This means that 
Roevaris farand away your safest choice 


for all high-speed winding operations. 

On top of that, the insulation of 
Roevar Magnet Wire bends and 
stretches remarkably without cracking 
or loosening from the conductor. It has 
high resistance to the solvents in coil- 
treating varnishes and to baking tem- 


————-W RITE OR CALL THE ROEBLING FIELD MAN AT YOUR NEAREST —— 


ROEBLING OFFICE AND WAREHOUSE 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd. * Cleveland, 701 
St. Clair Ave., N. E. ®* Denver, 1635 17th St. * Houston, 6216 Navigation Blvd. * Los Angeles, 216 
S. Alameda St. * New York, 19 Rector St. * Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North 
Ave. * Portland, Ore., 1032 N. W. 14th Ave. * San Francisco, 1740 17th St. * Seattle, 900 First Ave. So. 
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Roevar 
Magnet 


peratures . . . its stamina and reliability 
are unsurpassed in service. 

Roevar Magnet Wire is smaller in 
diameter than magnet wire with 
enamel, silk, cotton or paper insulation 
and it costs less! It comes in sizes No. 
14 to 40 A.W.G. Roevar might be a big 
help to you. Write for full data and 
samples of wire. John A. Roebling’s 
Sons Company, Trenton 2, New Jersey. 


ROEBLING 





Wiring 


Adequacy 


A contractor's 
point of view 


“WIN AN ARGUMENT and lose the 
sale!” Every good salesman is wary 
of this pitfall—and rightly so. But 
too many electrical contractors have 
paraphrased it “Promote wiring ade- 
quacy and lose the job!” 

The activities of the Raleigh Elec- 
tric Co., Raleigh, N. C., indicate that 
the paraphrased version of this old 
saving doesn’t always hold, and the 
growing business volume of _ this 
voung, aggressive company shows that 
a one-company program on adequate 
wiring promotion will pav handsome 
dividends. 

In their three years of operation as 
the Raleigh company, I. K. Poole and 
his two associates have expanded their 
operations from a point where they 
did all the work to where they now 
use four trucks and work 26 men. 

“We simply do not meet low-price 
competition in any job where it re- 
quires lessening the qualitv of the 
job,” Poole states. 

And not only does he think that 
this is one of the best wavs for the 
independent contractor to build a last 
ing business, but he thinks it is prac- 
tically the only effective wav for in- 
dustry-wide promotion of adequate 
wiring, aside from group promotions. 

What does this company consider 
as adequate wiring? 

Well, in the residential field, Poole, 
states, “We are sure to install service 
of adequate size for any future loads 
that might be placed in this house. 
If builders want short cuts, inade 
quate service for loads we think are 
likely to be placed on the electrical 
system in the near iuture, we usually 
refuse the job rather than make that 
kind of an installation.” 

Every effort should be made to scll 
the builder on more than adequate 
service for present needs, for when 
future costs run high on the addition 
of extra service, that builder is likely 
to say that the contractor didn’t give 
him a complete job—or full informa- 
tion. So speak up, or better still, do 
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as this company does—refuse to make 
incomplete installations. 

A graphic example of the complete- 
ness of the Raleigh Electric Com- 
pany’s house wiring jobs is shown by 
the fact that this company will never 
wire a house or a room light so that 
ceiling lights and wall receptacles are 
on the same circuit. If one circuit 
is out, a room can still be served— 
this is the type of wiring that the cus- 
tomer usually depends on the contrac 
tor to provide and explain, and as 
Poole says, “It costs slightly more, 
but very little more as compared to 
the service that is rendered.” 

General contractors expect an ade 
quate job as specified, no more and 
no less, and that is what this company 
gives them—with of course, most 
store lighting jobs laid out by archi- 
tects. The quickest way to build a 
sound company reputation, however, 
Poole has found, is by quality jobs. 
This company did a third more busi- 
ness in 1948 than in 1947—and most 
of these jobs were on a time and ma- 
terials basis, or on a percentage basis 
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(cost plus percentage for overhead 
and profit). 

An informal employee relations 
policy followed at this firm also in- 
sures that good workmen will want to 
remain with the company, and that 
these workmen fully realize that the 
quality of their work reflects on the 
company itself. 

“We tell them that they have to 
produce,” Poole states, “but no one 
here ever raises his voice to say 60. 
All men are given a chance to produce 
in the field. And we emphasize the 
fact that no men should hesitate to 
talk to us or bring complaints and 
troubles to us. We pay each man 
a bonus which is one per cent of his 
gross income at the end of each year. 
And we also hold a barbecue once a 
year.” 

Complete tools are furnished all 
workmen. 

One man spends full time on re- 
pairs at this firm, and his department 
has shown a regular profit on main- 
tenance and service work. 

Other officers of the firm besides 
Poole are M. L. Garrick, Jr., vice- 
president, and T. S. Tart, secretary- 
treasurer. 

These men list the steps the indi- 
vidual contractor can take to promote 
adequate wiring as: 

1. Explain the advantages of fully 
adequate wiring to potential custom- 
ers in detail. 

2. Refuse to take jobs where wir- 
ing is barely adequate for service that 
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(Continued on page 77 






I. K. Poole, left, president of Raleigh Electric Co., of Raleigh, N. C., talks 

over a problem with P. M. Daughtry, workman for the company. A policy 

of promoting wiring adequacy for all jobs handled and maintaining a con- 

siderate attitude toward employees has resulted in substantial growth for 
this organization. 
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What “GLAZON” is: 


“Glazon” is a tougher, more flexible, longer-lasting braid that combines the ¢ro™ 
desirable properties of an inorganic sybstance derived from glass with those 
of special saturants to achieve a new high in safety and durability under the 
most adverse conditions. This new protective covering gives: 








LONGER LIFE. Conductors and insulation are doubly protected by a stronger, tougher, wake » " gaint 
more impervious and more durable covering than heretofore possible. 


oO ave ot sis 
SM ine wou"? vat wal 
SMALLER DIAMETER. Braid, although stronger, is considerably thinner. Strands lie re , on? ove 


a C es 
flatter, clasp insulation tighter, absorb less saturant—reducing diameter. <OU™ 4 govt 00") eno 
ae Y 
GREATER FLEXIBILITY. Less bulk and greater elasticity of the braid increase flexibility. Vv vom entl an we po*- 
G ya Sh ‘ 
SMOOTHER SURFACE. Uniformity of fiber and tighter lays eliminate the uneven surface v game git a yet seve’ job 
common to many braided coverings. po* a wore — ‘ 
sts ot in THO 
GREATER RESISTANCE to the destructive elements of man and nature: water, heat, oil, eer sreP sare’ gudt 
acid, corrosive fumes, fungus, rodents, sunlight, freezing, rotting. . . a ge? re 
ret ne 8 aw 
IMPROVED FISHABILITY. “Glazon” covered wire can be snaked through longer con- oiorle one ° M: gi: 
duits, around sharper bends, easier, quicker, than any other type. we wit we? 


If It’s ‘““GLAZON” It’s Made by TRIANGLE... 
If It’s Made by TRIANGLE It MUST Be Right! 


For fall details, contact your nearest Triangle jobber, or write 
OND R CAR ‘ 
1906 Jersey Avenue, New Brunswick, N. J. 
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2 BUILDING WIRE © BARE WIRE © ARMORED CABLE @ "'GLAZON’’ TRIEX NON- 
SLISISS LUD I SSIESSISILISIOINDS METALLIC SHEATHED CABLE © SERVICE ENTRANCE, SERVICE DROP, VARNISHED 


IT MUST BE RIGHT 7 CAMBRIC BRAIDED OR LEADED, TRIOPRENE TRENCH, POWER AND PARKWAY CABLES 


RIGID CONDUIT © ELECTRIC METALLIC THIN WALL CONDUIT © FLEXIBLE STEEL CONDUIT 
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Officers and directors, Oklahoma Utilities Association: left 
McElhoes, Chickasha, 
B. Day, 
Oklahoma City; J. Y. Wheeler, former president, Ardmore: A. 


to right—S. I. 
Reeves, Ist vice-president, Tulsa; C. 


director; D. W. 
director, 
Robertson, 





Malcom Morrisson, president, Oklahoma City; A. F. Potter, 
director, Bartlesville; Frank B. Long, former president, 
Tulsa; Kate A. Niblack, secretary, Oklahoma City; Lewis 


Alva; and W. L. Woodward, director. 


Power Men Confer 


Eiecrric and gas public. service 
companies meeting together in the 
thirty-first annual convention of the 
Oklahoma Utilities Association, at 
Tulsa, Okla., recently, placed some 
leaders outside their industry on the 
program to tell them how they ap 
pear in the eyes of the general public. 

One of these was R. V. Peterson, 
associate publisher of the Norman 
Transcript, Norman, Okla. He enu- 
merated to them 18 ways to lose a 
franchise. These included: ‘‘(1) en- 
ter politics; (2) always be at the 
coffee shop; (3) never be at the cof- 
fee shop but be a little high-hat; (4) 
don’t think about your public utility 
franchise until a few davs before it 
comes up for renewal; (5) when 
town leaders in a drive for a worthy 
cause come to you for a contribution, 
put them off with ‘I'll have to refer 
this to the boss in Oklahoma City 
or Tulsa’; (6) never buy supplies lo- 
cally; (7) put up signs all over your 
office, ‘Keep out, this means you!’ 
(8) give your local editor no news— 
never tell him anything about your 
utility business or, just the opposite— 
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(9) make a nuisance of vourself about 
his newspaper office, bring him a 
story you want printed and lay it on 
his desk along with an ad, as much 
as to say ‘take them both or none’; 
(10) when a customer insists that 
he has paid a bill but his wife has 
lost the receipt, don’t believe him 
but threaten to cut off his service; 
(11) don’t vote in local elections; 
(12) be careless about the appearance 
of vour office and equipment; (13) 
be loose about your morals and in- 
different about the conduct of your 
family.” 

The speaker ended with this ad- 
vice: “If you will plan your business 
and serve your customers as though 
vour franchise election were to be 
held next Tuesday, you would not 
need to fear the results.” 

The association president, Malcom 
Morrisson, assistant to the president, 
Oklahoma Gas and Electric Co., Okla- 
homa City, in his opening remarks ad- 
vised, ‘““Talk about your business to 
vour employees and your customers. 
Keep the people informed about your 
problems. Help them to see that 


thev have a vital interest in spend 
ing by the government, as: its re- 
venues come out of their own pocket 
books.” 

Steve Stahl, executive. vice-presi 
dent, Oklahoma Public Expenditures 
Council, Oklahoma City, laid his 
finger on staggering figures showing 
extravagant spending in local, state. 
and national governments. Cost of 
Oklahoma state government has in- 
creased $106,000,000 since 1939, he 
reported. He cited an increase in 
the number of federal bureaus with- 
in the past 20 years from 521 to 
1800. 

“There are 34% typewriters for 
every stenographer in the federal 
government,” declared Mr. Stahl. “I 
do not fear that communists will be 
able to take over 48 healthy states, 
but I do fear their taking over the 
government in Washington if pres- 
ent socialization trends continue. 
We should not wait to fight socialized 
moves until they tramp on our toes, 
but should down them as fast as 
they rear their heads. We should 

(Continued on page 46) 
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GrE REMOTE CONTROL WIRING SYSTEM 


Compact Relays Simplify Wiring 





Key to the General Electric remote con- 
trol wiring system is the small relay that 
fits into a knockout in a standard outlet 
box. A twenty-five-volt circuit is used to 
energize the relay from a step-down trans- 
former. 

With the relay in place, leads can be 
run from it to many convenient switch 
locations. Small, neat-looking remote con- 
trol switches can be placed practically 
anywhere, and can be easily connected to 
these leads. 

Principal components of the General 
Electric remote control system are the 
transformer, lightweight Number 18 wire, 
remote control switches, and the relay. 
These units are all designed to fit in with 
standard wiring practices. In fact, the re- 
mote control system requires no change in 
power circuits. 


Contractor, Architect 
Have Unlimited Scope 


Working as a team, the electrical con 
tractor and the architect can devise un- 
limited applications of the General Elec- 
tric remote control wiring system. 

Limited -budgets as well as high-priced 
jobs, can well afford this practical, new 
system. Even for low-cost dwellings, the 
architect and contractor can use a few 
remote-control circuits which add another 
selling feature. 

It will pay you to talk to your General 
Electric Construction Materials distribu 
tor about this new system right away. 


~ MAKES IMPORTANT CONSTRUCTION NEWS 








Step-saving system of switches 


modernizes industry, farm, home 


Cuts Wasted Time in Plants, Farms 


Industrial plants, commercial buildings, 
hospitals, and farms can do a man-sized 
job of cutting wasted time with the Gen- 
eral Electric remote control wiring system. 

The farmer can use this system to con- 
trol lights and light-duty motors in out- 
buildings, right from the farmhouse or the 
barn. In industrial plants and commercial 
buildings, entire floors of lights can be 
controlled both from switches near the 
light fixtures and at convenient master 
control points. 





Valuable working time can be saved by conveniently- 
located switches in the General Electric remote control 
wiring system. 


In hospitals, General Electric remote 
control switches can be placed at each bed 
and at room entrances. Master control can 
be located in an office or hallway. 

Because of the simplicity of this system 
(see story, Column 1)—because remote 
control switches and wire are small and 
trim the General Electric remote control 
wiring system makes neat surface-wiring 
installations in existing buildings. Surface 
installations of this kind can easily be 
relocated as the requirements change. 


Learn about 


this new advance 


in wiring now! “nan ” 
Mail Coupon ., Zone State 


Section D39-513 

Construction Materials Department 
General Electric Company 
Bridgeport 2, Connecticut 


Please send me your new bulletin about the General 
Electric remote control wiring system. 


a 
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A single General Electric remote contro! switch, or a bank 
of remote control switches, can be located anywhere 
to give convenient control of appliances and lights. 


Offers Home Owners New Benefits 


Dream-home lighting control—a practical, 
economical system that permits any num 
ber of switches to be placed practically 
anywhere in a home, for the ultimate in 
convenience! That’s the promise of the 
General Electric remote control wiring 
system. 

Now, switches for garage lights can be 
placed anywhere in a home— in the garage, 
in the front entrance hall, on the upstairs 
landing, and even in the master bedroom 
-—at a price the homeowner can afford to 
pay. In fact, remote control switches in 
the master bedroom and any other location 
can eliminate the homeowner’s nightly in- 
spection tour, simply by giving him full 
control of all lights from one or more con- 
venient spots. 

Yard lights, cellar lights, attic fan, and 
any number of lights and small appliances 
can now be controlled from many locations 
—can even be wired to give full control 
from a favorite easy chair, 


Permits “Pathway Lighting” 


Another valuable convenience, now made 
economical and easy to install, is planned 
“pathway lighting.” 

Under the pathway lighting plan, the 
remote control system follows the traffic 
pattern of a home, with switches in all 
hallways and entranceways. Wiring for 
this plan can be arranged so that the 
householder can walk into a darkened 
house, turning on lights ahead of him, 
turning out the lights in rooms he has just 
passed through—without retracing his 
steps. Outdoor lights can be wired to give 
pathway lighting to house and grounds. 
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Your Work 
Can Wait! 
















his w; 
Wife d. 
es Pamper him |” 











“When we promoted you to field manager, Jordan, 
this isn't exactly what we had in mind!” 
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“Well, since we can't be sure whether the 
handwriting is Smythe’s or Jorgenson’s, | suppose 
the only fair thing to do is fire both” 
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TURNING OUT CONDUCTOR AT CHATTANOOGA 


~ Hundreds of miles of aluminum and copper transmission and 
distribution conductors in sizes up to 2,000,000 C. M. are 
manufactured and shipped daily from this modern mill. 


NOW REACHING OUR GOAL- 
TO PRODUCE MORE CONDUCTOR — 
TO CARRY MORE POWER — 
TO BETTER SERVE OUR CUSTOMERS. 


— ( 0} ‘.. 
__--=>" IN THE HEART OF THE SOUTH 


SOUTHERN ELECTRICAL CORPORATION 


P. O. BOX 989 CHATTANOOGA, TENNESSEE 
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GEDNEY FITTINGS... FIT 
IN MORE WAYS THAN ONE | 


Made of me 
we 2! VG 
ALLEABLE tron 


GROUND 
FITTING 


TYPE G-571 


ENTRANCE 
FITTING 


GROUND 
FITTING 


TYPE G- 572 


GROUND 
FITTING = 


TYPE G-80 


ga «© CLAMP BACK 


PIPE STRAP hit 
A 
TYPE 14-50 EMT BACK 


TYPE 151 
Le Va 


TYPE 15-50 ths ee 


BONDING 
BUSHING 


TYPE 261 


ae 


i call 


GROUND) 
FITTING 


TYPE G-50 


A COMPLETE LINE OF FITTINGS FOR 
RIGID CONDUIT, EMT ARMORED CABLE AND NON-METALLIC CABLE 











Power Men 


Confer 
(Continued from page 42) 


tell our representatives and congress- 
men that all we want is good eco- 
nomical democratic government.” 

Unless you and I and 100,000,000 
more people in this country are more 
serious about our government affairs, 
we will find ourselves in the same 
position as France,” warned George 
A. Davis, president of Oklahoma Gas 
& Electric Co., Oklahoma City, Okla., 
in a talk on “Fundamental Issues.” 

“IT see nothing more important 
than to get out and see what our 
customers are thinking. While we 
may be getting along OK, things can 
change very fast. Electric people 
are inclined to forget that they are 
in the same boat with gas people. 
Both are subject to the same funda 
mental problems. A straight line is 
still the shortest distance between 
two points. Let’s not get too wor- 
tied about what is happening today. 
I believe we ought to take a more op 
timistic view of the future. If we 
keep going around afraid, we are go 
ing to invite people to pick on us,” 
Mr. David declared. 

The speaker added that although 
his company last year paid taxes -dou 
ble the amount that it was able to pay 
its stockholders, and also had some 
other troubles, there are no_ insur- 
mountable problems. 

“We can whip these troubles. Let’s 
not discourage people who want to 
put money down here,” the speaker 
added. “I believe that the South 
west has the greatest natural resources 
and the brightest prospects of any sec 
tion of the country.” 

J. A. Whitlow, Public Service Com 
pany of Oklahoma, Tulsa, presented 
a “Formula for Identifying Social 
ism,” which if understood, would re 
move much confusion as to what is, 
and what is not socialistic. 

“We've been socialized to death 
but often we set up the cry of social- 
ism when we are unable to define the 
term; but generally speaking, social- 
ists do not believe in private enter- 
prise and private property, but rather 
in government ownership of property 
and land. Free enterprise has given 
us the highest standard of living in 
the world. Wherever socialism has 
been tried it has failed unless it is 
maintained by force,” Mr. Whitlow 
concluded. 

“Our biggest problem is to know 
what the people are thinking about 
government and about our business.” 
declared Edwin Vennard, engincer 
consultant, Chicago, Ill. “Most coun- 

(Continued on page 77) 
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A SAFE 


AND STEADY SELLER 








“SECURITY” —THE FRICTION TAPE MADE BY 


TAPE DEPARTMENT 


U. S. RUBBER BLDG., ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Instinctively—electrical contractors reach out 
for things they know and trust. 

They trust “Security” because they kvow it 
stands up in service. It has high tensile strength. 
It is free of pin holes. It does not unravel when 
unwound from the roll. It tears straight. And 
it has a strong, rubbery adhesive that sticks 
and holds. 


Is your stock of Security adequate? 






UNITED STATES 
RUBBER COMPANY 
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(Additional items will be found on page 96.) 


290—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connectors for 30 amperes, 440 volts, a-c. ‘Typical uses 
are for heavy duty industrial purposes. 


297—Wire and Cable. An illustrated booklet containing de 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flamenol cords, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


300—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter & Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutters and dampers manufactured by them, and as used in 
connection with ventilating and air-conditioning installations. 


305—Electrical Materials. Three informative bulletins, No. 1] 
entitled Lightning Arresters Data; No. 2, Wire Stringing Tool 
Data; and No. 3, Hub Rak Data on Secondary Distribution, have 
been released by Hubbard and Co., Pittsburgh 1, Pa. 


308—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Ciucinnati 2, 
Ohio. A wealth of information, including specifications, descrip- 
tive material and illustrations are included. 


309—Busduct Data. Various applications of the FA busduct 
for industrial purposes are illustrated in this 31-page bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo. 
Also included are charts and diagrams which give voltage drop 
and all other pertinent information concerning this product. 


320—Wire Connectors. Ideal Industries, Inc., Sycamore, 
Iil., are offering a 12-page catalog fully illustrating and describ- 
ing Ideal solderless, tapeless wire connectors and their applica- 
tion by electrical contractors and manufacturers. 


_ 321—Recessed Troffers. 
illustrating all types of one, two, and three light 40-watt 
fluorescent, deep and shallow type troffers. Included are incan 
descent Highliters for accent lighting between runs with com 
= photometric data, dimensions, weights and their flexi- 
ility of application. Available from the Ender Mfg. Co., 260 
West St., New York, N. Y. 


322—Upright Scaffolds. A descriptive folder is available de- 
scribing the setting up of a 15-foot aluminum-alloy mobile 
unit by one man in three minutes and a 45-foot unit in 15 
minutes. May be obtained from Up-Right Scaffolds, 1013 
Pardee Street, Berkeley, California. 


323—Lighting Fixtures. Colorful illustrations, specifications, 
and a price list are all included in a 9-page catalog released by 
the Glatthar Lighting Company, 949 East 72nd St., Cleveland 
3, = A wide variety of Glatthar Twinline matching units 
is shown. 


325—Ballasts. Twenty-six pages are devoted to a discussion 
of good fluorescent lighting and its many components in a 
highly informative bulletin (GEA-4950) released by General 
Electric. Specifications for the use of all types of general lamp 
ballasts are listed, including Slimline instant-start ballasts and 
Circline ballasts. The brochure may be obtained from the 
Apparatus Department, General Electric Co., Schenectady, N. Y. 
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Catalog No. T-48 contains 36 pages 





326—Wiring Devices. Bulletin No. 17, released by the M. 
& W. Electric Mfg. Co., Inc., East Palestine, Ohio, contains 
descriptions and illustrations of M. & W. cable connectors, 
grounding devices, and newly developed cable racks. ‘Twenty- 
three pages in length, the booklet is designed for easy reference. 


327—Lighting Fixtures. A sixteen-page, two-color catalog 
illustrating adjustable lighting fixtures, as well as recessed fix- 
tures, has been made available by Swivelier Co., Inc., 28 Irving 
Place, New York 3, N. Y. When requesting the catalog, de 
signate Bulletin No. 122. 


328--Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushes. 


329—Lighting Fixtures. A colorful, well illustrated, 32-page 
catalog has been made available, featuring industrial, commercial 
and residential lighting with technical description and engineer- 
ing data. The catalog, No. 45, may be obtained from the 
Keystone Mfg. Co., 2228-36 E. Tioga St., Philadelphia 34, Pa. 


331—Cords and Cables. New illustrated catalog sheets and 
descriptive pamphlets showing advantages of Bronco 60 Neo 
prene cords and cables have been made available by Western 
Insulated Wire Co., 1001 East 62nd St.. Los Angeles 1, Cal 


332—Fluorescent Fixtures. The varied types of fixtures and 
their wide applications are described and illustrated in a color- 
ful catalog released by Southern Lighting Mfg. Co., Orlando, 
Fla. Lighting for stores, offices, industry, and schoolroom is 
discussed thoroughly with technical information and a_ price 
list included. 


333—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Corp., 
Pittsburgh, Pa. ‘This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job 


334—Magnetic Starters. This 8-page bulletin (No. 4110), 
published by the Ward Leonard Electric Co., 31 South St., 
Mount Vernon, N. Y., gives complete information concerning 
application, size classification, construction features, enclosure 
dimensions and other important data pertaining to the com- 
pany’s newly designed a-c motor starters. 


335—Louvered Ceilings. Included in this 8-page folder is full 
information, explaining and illustrating the special construction 
and design advantages of the Neo-Ray louvered ceilings, manu- 
factured by Neo-Ray Products, Inc., 313 East 22nd St., New 
York, N. Y. 


336—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered by the 
Kayline Co. Featured are troffers, glass and louver type, re- 
cessed incandescent units, and many others. The catalog is 
get from the Kayline Co., 2480 E. 22nd St., Cleveland 
15, Ohio. 


337—Lighting Products. Forty-one pages of description, speci- 
fications, and illustrations of Spero’s five lines of electrical 
products are included in a newly issued catalog. The five lines 
include fluorescent fixtures, reflectors, vapor proof units, flood 
lights, and materials for electrical construction. The booklet 
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| reliable starting 


( low operating costs 


\ full fluorescent lamp life 
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use CERTIFIED STARTERS | 


® Satisfactory fluorescent lighting perform- 








ance depends to a large degree on the starters you use. 


You are assured best results ...inm starter life... in lamp life... 


and in maintenance costs ... when you use Certified Starters. 


Certified Starters are made to precise specifications, then are tested 
and certified by Electrical Testing Laboratories, Inc., an impartial authority. 


That’s why you can always rely on Certified Starters. 


®@ You'll recognize Certified Starters by the Certified 


shield on the case and on each starter. 


Certified Fluorescent Starter Manufacturers 


2116 KEITH BUILDING ° CLEVELAND 15, OHIO 
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is available from the Spero Electric Corp., 18222 Lanken Ave., 
Cleveland 19, Ohio. 


342—Conductor Fittings. A comes catalog, illustrated and 
listing prices, has been issued by Penn-Union Electric Corp., 
Erie, Pa. Described is the company’s complete line, including 
a wide variety of service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


352—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
log containing detailed information on the Hunter Zephair 
Fans, for home and industry. 


353—Residential Fixtures. Brassner Products, Inc., Dept. ES, 
Port Chester, N. Y., announces the publication of a catalog 
featuring a line of residential indoor and outdoor fixtures. 
The catalog may be obtained by writing to the manufacturer. 


354—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof Wire 
and Cable” catalog, No. 22. By word and picture the story 
of Rome wire and cable including specifications and a tech 
nical section, is brought to the reader. 


356—Fluorescent Lamp Ballasts. General Electric’s Specialty 
Transformer and Ballast Divisions, Schenectady 5, N. Y., have 
announced as available a new 20-page illustrated bulletin. The 
bulletin gives complete information on the installation, opera 
tion and testing of ballasts for fluorescent lamps. Write Gen 
eral Electric for Bulletin GET-922-B. 


357—Church Lighting. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog 
on Artistic Ecclesiastical Lighting for Churches. ‘This new 
catalog illustrates church lighting equipment and lists com- 
plete details. Write the Guth Company for a free copy. 

6s lectric Connectors. General Electric Co., Schenectady 
5, N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il- 
lustrated and diagrammed. This booklet is available from the 
\pparatus Dept., General Electric, in Schenectady. 


359—Lighting Fixtures. Kayline Co., 2480 E. 22nd St., 
Cleveland 15, Ohio, has made available four new catalogs. 
“Gay and Colorful” gives the company’s residential lighting 
fixtures; ““Kayline Commercial Lighting,” Catalog 48, illus- 
trates fluorescent and incandescent fixtures; “Kayline Troffers’’ 
and “Kayline ‘Sunlite, ’’ Catalog Supplements Nos. 48A and 
48B, give important data about these series. 


360—Incandescent and Fluorescent Fixtures. Catalog No 
49, “No-Glare Incandescent and Fluorescent Lighting,” has 
been issued by Regent-Savoy Elec. Mfg. Corp., New Rochelle, 
N. Y. Both industrial and residential fixtures are shown. 


361—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 
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363—Bustribution Duct. This 23-page bulletin, No. 462, 


issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In 
Bustribution Duct for bus duct electrical distribution. The 
bulletin is profusely illustrated. The many drawings included 
show details of the duct, the various fittings, and the hangers, 
as well as diagrams of complete systems both of the centralized 
and decentralized system. 


364—Electrical Feedrail. A compilation of recent develop- 
ments in the application of the Electric Feedrail distribution 
system as applied to portable lights and tools, moving test 
lines, cranes, and nents, and other industrial applications is 
offered in the new 32-page Catalogue No. 20 now available 


from Feedrail Corp., 125 Barclay St., New York 7, N. Y 


365—Electrical Apparatus. ‘This 54-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati 27, Ohic. 


367—Wiring Devices. A 6+4-page catalogue, No. 49, Wiring 
Devices, and wiring device index and list price sheet describing 
the line of wiring devices manufactured by Pass & Seymour, 
Inc., Syracuse 9, N.Y. All copy is closely associated with il 
lustrations, and the different types of devices, switches, con 
venience outlets, sockets, etc., have been grouped to mak< 
them easy to locate. 


368—Fluorescent Fixtures. A catalog containing full infoi 
mation, engineering data, and light output charts for the com 
plete line of commercial and industrial fluorescent lighting fix 
tures = spots is avi illable from the R. & W. Wiley Co., Buf 
falo, ; 


371—“CSP” Transformers._ Forty pages of facts and figures, 
dates and places on “CSP” transformers in actual use compris¢ 
the booklet B-4248, “30 Case Histories of “CSP” Perform 
ance,” issued by Westinghouse Electric Corp., P. O. Box 868, 
Pittsburgh 30, Pa. The booklet covers three basic types of case 
histories—lightning protection, thermal protection, and lower 
costs. 


372—Engine Driven Plant. A new catalogue sheet, Form 
1349, “Katolight Gas Engine Driven Plants,” is available from 
the Kato Engineering Co., Mankato, Minn., describing the 
500-watt and 600-watt a.c. plants and illustrating each. 


373—Fluorescent Fixtures. An_ illustrated folder. describing 
Rite-Lite Circline Fixtures is now available from the Standard 
Rite-Lite Co., New Brighton, Pa. Nine Rite-Lite models are 
described. 


375—Code Call Systems. <A 6-page bulletin describes means 
of speeding up inter-communication throughout inside or out 
side of premises. Calls are made by a numerical code sounded 
on bells, chimes, horns, or other signaling devices. Bulletin 
No. 8 is available from the 1? Engineering & Mfg. Co., 
154 W. 14th St., New York 11, N. Y. 


376—Lighting Fixtures. An 8-page bulletin, No. 123, on 
Swivelier Lighting Fixtures, has been announced by Swivelier 
Co., Inc., 30 Irving Pl., New York 3, N. Y. ‘The bulletin is 
well illustrated and describes features of each lamp in detail. 


377—Plugs and Receptacles. Additional loose-leaf sheets for 
insertion in the Pylet Catalogue 1100 are available from the 
Pyle-National Co., Chicago 51, Ill. These pages describe a 
wide range of plugs and receptacles for special purposes. 


378—Lightning Protection. Complete with graphs, diagrams, 
and illustrations, “Modern Concepts of Lightning Protection for 
Transmission and Distribution Systems,” by H. M. Towne, is 
available from the Apparatus Dept., General Electric Co.., 
Schenectady, N. Y. 


379—Switchgear Equipment. A 24-page revised bulletin, 
GET-1293A, “The Purpose and Use of Electrical Diagrams 
Supplied with G. E. Switchgear Equipment,” is available from 
the Apparatus News Bureau, General Electric, Schenectady 5, 
N. Y. The bulletin constitutes a practical guide for those who 
install, operate or maintain switchgear. 


385—Electric Control Devices. Ward Leonard Electric Co., 
Mount Vernon, N. Y., has available an indexed loose-leaf note- 
book containing general information, price sheets, and descrip- 
tions of electric control devices. Convenient tabbed separator 
sheets make it an easy matter to locate data in the various sec- 
tions of the book covering resistors, rheostats, relays, d-c con- 
trol, a-c control and accessories. 
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Okonite’s basic formula 
for insulation 
forms basis for 


LONG CABLE LIFE 


{ 


\ 





Wiens high installation and replacement costs tend to 
underscore the long term value of long-lived cable. And 
today, as always, no cable can be longer-lived than its 
insulation. 

For 70 years, Okonite engineers have realized this. From 
the beginning they have adhered to the basic time-proved 
formula for Okonite rubber insulation. As a result, Okonite 
insulation remains the first choice of value-wise electrical 
engineers in the industrial, utility and transportation fields 
alike. 

From the selection of the ingredients for the basic formula, 
through the processing and application of the finished in- 
sulation, the Okonite laboratories maintain close control at 
every step. For example, only natural rubber from the sturdy 
wild trees of the upper Amazon is permitted in the Okonite 
insulation. This is but one of the reasons for the long service 
records compiled by Okonite cables. 

Note these typical examples of how Okonite insulation 
keeps its toughness and elasticity after long years in service: 








Installation Years In Tensile Elongation 
Conditions Service Strength 2" — 
Honolulu, T. H. 32 1450 10.7” 
Communication Cable 

New Haven, Conn. 30 1644 9.8" 
Substation Feeder Cable 


New York, N. Y. 24 1051 10.5” 
Railroad Jumper Cable 


If it’s long-lived cable you want, specify Okonite time-tested 
rubber insulation as the basic component. And when you 
order an Okonite insulated cable, remember every length 
has been uniformly vulcanized in a continuous metal mold. 
For further technical data, write for Research Publication 
ES-10)., The Okonite Company, Passaic, New Jersey. 








COTATI 9B E'S TIC FAB LE et IS V/O1URUWBIE (ST AWP 10 HAIG 0 


ELECTRICAL SOUTH for MAY, 1949 








INDUSTRY NEWS 





New Orleans 
Honors Contractors 


ONE HUNDRED and fifty-three mem 
bers and guests of the Electrical As- 
sociation of New Orleans enjoyed a 
highly entertaining ‘Contractors’ 
Night” dinner-meeting recently at 
Arnaud’s Restaurant in New Orleans. 

Honored guests for the evening 
were the “Pioneers of the Electrical 


Industry,” a group of men who have 
been identified with the industry for 
50 years or more. 

Presiding as chairman was C. C. 
Walther, president of the association. 
Ben Z. Segall, vice-president of the 
Contractors’ Division, and his com- 
mittee, received a warm round of ap- 
plause for planning and arranging the 
dinner. Guest speaker was Edwin 
Vennard, a native New Orleanian, 





Six new “Electrical Pioneers” 


received Golden Anniversary Certificates at 


a special meeting of the Electrical Association of New Orleans, honoring a 
group of men who have been identified with the electrical industry for 
fifty years or more. In the picture, left to right, are R. C. Pflueger, E. P. 
Phillips, C. H. Rathloff, Troxler Caire, E. M. Kursheedt, and C. C. Walther, 


president of the Association. 





President C. C. Walther, right, of the Electrical Association of New Orleans, 

congratulates Edwin Vennard, guest speaker at the Association’s “Con- 

tractors’ Night Dinner.” Looking on is Ben Z. Segall, vice-president of the 
Contractors’ Division, who was in charge of arrangements. 
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now vice-president of the Middle 
West Service Company, of Chicago, 
who spoke on “Common Interests of 
Labor and Management.” 

Six new pioneers were inducted 
into the ‘Pioneers of the Electric In- 
dustry.” Each pioneer was escorted 
to the head table by W. E. Clement, 
chairman of the Pioneer Committee, 
and presented with a Fifty-Year Gold- 
en Anniversary Certificate by Presi 
dent Walther. The six new pioncers 
are Troxler Caire, Edwin O. Cook, 
E. M. Kursheedt, R. C. Pflueger, Sr., 
E. P. Phillips, and C. H. Rathhoff. 

Twenty-five other pioneers were 
seated at a special guests-of-honor ta- 
ble. These men, who have received 
certificates in previous years, were 
W. J. Allen, E. W. Burgis, C. L. 
Case, J. J. Engert, G. M. Goodspeed, 
G. B. Haygood, E. H. Hamann, Jacob 
Hussey, H. J. Jones, P. H. Kearns, 
A. B. Kuehne, Arthur A. Levy, H. 
J. Malochee, M. M. Marr, J. H. Per- 
kins, Fred E. Perrin, George L. Pur- 
ves, L. C. Reed, Henry F. Rocker, 
Henry S. Schill, George W. Small, 
S. J. Stewart, Samuel Wilson, and J. 
J. Ziegler. 


New Service Shop 
For General Electric 


THE FIRST DIRT was turned for the 
General Electric Company’s new 
Southeastern Service Shop recently 
by G. J. VandeNoord, Service Shop 
superintendent, and T. A. Buck, dis- 
trict manager of engineering, who 
handled the pick and shovel. 

Official ground breaking ceremon- 
ies were held at the site of this new 
construction project at the intersec- 
tion of Peachtree Industrial Boulevard 
and Johnson-Ferry Road near Cham- 
blee, Ga. A modern, single story, 
brick and glass block building will be 
erected here to serve as the Service 
Shop for the Apparatus Department. 
This expansion of facilities will cost 
over $500,000 and will more than 
double the present capacity for ser- 
vice and repair of motors, generators, 
transformers, control devices, and the 
assembly of switchgear for G. E. cus- 
tomers in seven Southeastern states, 
reports C. L. Redd, district manager. 

The new facilities will replace the 
present Service Shop located at 496 
Glenn St., S. W., which Mr. Redd 
termed overcrowded and inadequate 
to meet the growing industrial de- 
velopments of the Southeast. ‘The 
new. building is being constructed by 
the McDonough Construction Co., 
and should be completed within six 
to nine months. 
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ADJUSTABLE WINDOW FANS— 
From a lovely powerful 10” sur- 
prisingly low priced, through 12”- 
16”-20” sizes, single and three 
speed—many refinements and 
distinctive features. 












PORTABLE FANS —12”, 16”, 
20” —attractive—quiet—large 
delivery—three speed —adijust- 
able for any angle. Useful type, 
suggestive of a lot of gift busi- 
ness. 











EXHAUST FANS—Direct driven 
12”-16”-20” 3 speeds — 24” 
belt driven—capocity range 450 
to 4200 cfm. 
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Builders of Fine Gans 40r 30 Years 


Many useful types in a generous assortment of sizes make the Fresh- 


Air Maker a profitable and satisfactory line for you to sell. Your 


trade will like their fine performance— good looks—and reasonable 


price. All are built to deliver lots of air, quietly, and for long years 


of service. It will certainly pay you to look into the Fresh-Air Maker. 





CEILING “PACKAGE UNITS” — 
5 models 24”, 30”, 36”, espe- 
cially designed for the popular 
small home market. Every Fresh- 
Air Maker can be ceiling installed, 
all ball bearing equipped. 








24” WINDOW FAN — locates 
outside in window frame for a 
big job in a small home, saving all 
installation cost—arranged also 
for attic, ceiling or transom use— 
distinctive, nothing else like it. 
4200 to 4500 cfm. 








Contact with good reli- 


able dealers is desired 


HY-DUTY CENTRIFUGAL 
BLOWERS — 812” to 25” 
inc. with all needed inter- 
mediate diameters—single 
and double inlet—all out- 
let positions and practi- 
cable motor sizes—mod- 
erately priced, but built to 
be the quietest, best per- 
forming, longest lasting 
blower on the market — 
especially well finished. 


as we have some valu- 
able locations open for 
distributors or dealers 
who want a reliable, 
salable fan line. 














SCHWITZER-CUMMINS COMPANY 


VENTILATING DIVISION 
1145 EAST 22nd STREET 
INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS 






ATTIC FANS—9 models—24”, 
30”, 36”, 42”, 48”—ruggedly 
built, a quality look, big volume, 
belt driven—4200 to 20,500 
cfm vertical or horizontal, wide 
deep blades, extra deep venturi, 
all ball bearing. 








In discussing the new Service Shop, 
C. J. Herndon, commercial vice-presi- 
dent of G. E.’s departments and af- 
filiates in the Southeast, stated that 
“This new development is further in- 
dication of the General Electric Com- 
pany’s firm faith in the South’s grow- 
ing industrial future. This marks an- 
other addition to G. F.’s sales, plant, 
and service facilities in the Southeast. 
We shall continue to increase our fa- 
cilities wherever the expanding busi- 
ness needs of the South justify it.” 

The new Shop area will consist of 
40,000 square feet, or twice as much 
production space as the present ser- 
vice shop including offices now com- 
prises. ‘The new shop area will be 
divided into 5 bays; one center bay, 
40 feet wide, equipped with a 20 ton 
crane with a 20 feet lift from the 
floor to the hook, which has been 
designed to handle any piece of equip 
ment which can be brought in by 
railroad flat car; 2 low bays, each 
25 feet wide, will be located on each 
side of the main bay, two to be equip- 
ped with 5-ton cranes, and two to 
be equipped with 2-ton cranes. In 
addition, 3 jib cranes plus 3 monorail 
lifts will be used in various areas of 
the shop to save lifting and expedite 
operations. 

Mr. VandeNoord will continue as 
superintendent of the service shop 
with W. J. Seibert as consultant. 


Laredo Electrical 
Contractors Organize 


To BETTER COPE with trade prob 
lems in a town that has seen a 50 
per cent increase in population in 
the last nine years, the majority of 
contractors in Laredo, Texas, have 
formed an association. 

Spark plugging this move was Adan 
Hernandez, owner of The Electrical 
Supply Co., who organized the first 
meeting and gave a dinner for those 
attending. A constitution has been 
adopted which provides a basic set 
of by-laws for the association. 

Officers of the association are: 
president, Ed Rollman; vice-president, 
Alonzo Guerra;  secretary-treasurer, 
Adan Hernandez; executive commit- 
tee, Carlos Mangus, Jose Santos, C. 
E. Koenig, Arturo Medina and Jesus 
Huerta. 

While the basic power of the as- 
sociation remains in the hands of the 
contractors, provision has been made 
for employee-members and _associate- 
members, the latter being appliance 
dealers, wholesalers, architects, city 
and utility company officials, and 
general contractors. _The aims of the 
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organization are to promote a better 
quality of work, apprentice training, 
and better working conditions in gen- 
eral. 

At a recent meeting, arrangements 
were made with the Laredo Junior 
College fo: a class in Code and trade 
mathematics to be given twice a week. 
Meetings are to be held the second 
Monday of each month, and any visi- 
tor in Laredo is heartily invited to 
attend. 


Annual Course on 
Electric Meters 


ArT A RECENT meeting of the Ex- 
ecutive Board of the Southeastern 
Metermen’s Association, held in the 
Hotel Floridan, Tampa, Fla., plans 
were made and a program set up for 
the 24th annual Short Course and 
Conference on Electric Meters, to be 
held May 16-20. 

This year, by popular demand, au 
elementary course is to be given, 
which will assist the younger men 
coming into the metering field, a 
basic short course in fundamentals of 
testing, and a complete study of com 
ponent parts of the watt-hour meter 
This group is to have actual test and 
repair practices with individual in- 
structions in small groups led by a 
manufacturers’ representative and an 
instructor from the Association. 

The Short Course this year has 
been well planned, and C. L. Drum- 
mond as program chairman for the 
advanced section of the course has 
selected a complete coverage in the 





Shown above are officers, committeemen, and manufacturers’ represen- 
tatives who are working up the program for the 24th annual Short Course 
and Conference on Electric Meters, to be held May 16-20. 


Front Row, left to right, E. E. Doudna, 


Vice-Pres., C. G. 


metering field, every phase and prob- 
lem of metering having a part in 
the conference. ‘The advanced sec- 
tion discussions will be presented in 
paper form, followed by discussions. 
The papers are to be presented by 
some of the leading men in the field 
of metering in the United States, 
along with those from the Southeast. 

For those interested in attending or 
sending a representative from your 
organization to the Short Course, full 
details may be obtained by writing 
to Prof. E. F. Smith, c/o University 
of Florida, Gainesville, Fla 


Georgia Power 
Signs Up Reddy 


Reppy Kirowart—the little man 
who’s always there—is going to work 
for the Georgia Power Company. it 
was announced recently by C. B. Mc 
Manus, president. 

Already known to millions of 
Americans, Reddy Kilowatt is the 
copyright svmbol of electric service 
created by Ashton B. Collins, forme: 
Alabaman, and used in advertising bs 
more than 240 electric companies 
throughout the nation. Georgia Pow- 
er has just contracted with the Red 
dy Kilowatt Service to use the symbol 
in its advertising, display and other 
promotion activities. 

A friendly animated cartoon figure, 
Reddy has a body made of lightning 
flashes, a light bulb for a nose and 
electric outlets for ears. Wearing 
rubber shoes and gloves, he moves 
silently at 186,000 miles a second. 


Power Board of Chattanooga, W. B. Newell, Tampa 
Electric Co., S. B. Mansell, City of Jacksonville, Poul Ditmore, Florida Power Corp., L. B. 
Boaz, Nashville Public Service, Sgt. at Arms, C. 
Mann, City of Albany, Ist Vice-Pres., Thurmon Daub, Florida Power & Lt. 


N. Neimeyer, New Orleans Public Service, 2nd 


Co., President, Grant Fonda, Florida Power & Lt. Co., See-Treas., C. L. Drummond, Georgia 

Power Co,, Prof. E. F. Smith, University of Florida. Back Row: left to right, R. H. Flem- 

ing, Sangamo Electric Co., Carl Owens, Walker Electric Co., H. A. LaMaster, Rural Electrifi- 

cation Authority, Tom Pendray, T. V. A., Joe Perry, Anchor Mfg. Co., W. A. Keller, 

Westinghouse, S. B. Vaughn, Florida Power Corp., Clif Randolph, Florida Power & Lt. Co., 

R. D. Hilley, General Electric Co., Jeff Horney, Sangamo Electric Co., S. H. Stiles, Florida 
Power Corp., Walter V. Gearhart, Walter V. Gearhart Co. 
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COMING 
THROUGH! 


Simplex Paper-Insulated Cables are “petiverinc tHe Goops” 
WHERE LARGE AMOUNTS OF POWER MUST BE TRANSMITTED AT HIGH 
VOLTAGES 

And little wonder. For only the finest in design, materials, and work- 
manship goes into the manufacture of Simplex Paper Cables... 


... Paper insulation that features high dielectric strength, low dielec- 
tric losses and low power factor, and which can be used at copper 
temperatures up to 85°C., depending on the operating voltage. 
...Impregnating oil that is free of gas, moisture, and impurities. 

. Metallic shielding or belting to best meet the conditions under 
which the cables must operate. 
... Lead sheaths which, through sound foundry practice and careful 
extrusion, are unimpaired by oxides, poor welds and eccentricity. 
All add up to performance that’s trouble free; performance you can 
depend on. 


Simplex Paper Cables are made in single or multi-conductor types, 
protected by a lead sheath alone, or by a lead sheath with wire armor 
or a reinforced rubber jacket. They are suited for use in under- 
ground, aerial, and submarine installations. Write us at the below 
address for full details. 


* SUMPLEN wes & caves 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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The Georgia Power Company will 
use a newspaper advertising campaign 
to introduce Reddy to its customers. 
He will appear in all of the com- 
pany’s stores as a figure in window 
displays and on posters and banners 
inside the stores. Reddy Kilowatt 
pins will be distributed to all em- 
ployees. 


New Officers for 
Duke Power Company 


AT A MEETING of the Board of Di- 
rectors of Duke Power Company, held 
in New York City, recently, George 
G. Allen, New York, was elected to 
the newly created office of chairman 
of the board; E. C. Marshall, of Char- 
lotte, was elected president of the 
company; and O. J. Miller, also of 
Charlotte, was elected, vice-president 
and general manager. 

Mr. Allen, the new chairman of 
the board, has heretofore been presi- 
dent of the company, since the death 
of James B. Duke, in 1925. Mr. 
Allen has been especially active in 
the unification and expansion of the 
properties and facilities of the Duke 
Power system in the Piedmont sec 
tion of the Carolinas in which the 
system operates; and as chairman of 
the board, he will continue his active 
connection with the company. 

Mr. Marshall, the new president 
of the company, has been connected 


with the Duke Power interests since 
1907, when he became auditor of the 
old Southern Power Company. He 
was treasurer of the Southern Public 
Utilities Company from its organiza- 
tion in 1913 until 1921, when he 
became president of that company, 
and continued as its president until 
1935, when the company was con- 
solidated with the Duke Power Com- 


-pany. He has been a director of the 


Duke Power Company since 1925, 
and a vice-president since 1934. 

Mr. Miller, the newly elected vice- 
president and general manager, has 
been connected with the company 
since December 1, 1943, and he has 
been a director of the company since 
October, 1946, and general manager 
since March, 1948. Before coming 
to the Duke system, he had acquired 
a wide experience and had dem- 
onstrated outstanding ability in the 
operating field of the electric powet 
industry. 


Nantahala Power to 
Increase Capacity 


Prans have been made by the 
Nantahala Power and Light Co., of 
Franklin, N. C., to construct eight 
dams and power projects in Jackson, 
Swain, and Macon Counties, in 
North Carolina. J. E. S. Thorpe, 
president of the company, announced 
that the expansion project will dou 





LITECONTROL FIXTURE DISPLAY—Shown above is part of the Lite- 
control fixture display in the new office of E. I. Jones Company, 1301 
Liberty Bank Bldg., Dallas. The company cordially invites contractors to 
make full use of the display whenever they have prospects interested in 
seeing the fixtures in place and lighted. E. I. Jones Company represents 
Litecontrol Corporation in Texas, Louisiana, Mississippi and Alabama. The 
company’s representatives are Walter W. Jachens, 5107 Brae Burn Dr., 
Bellaire, Tex. (Houston), and H. R. Alker, 1303 State St., New Orleans, La. 
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DATES AHEAD 


National 


National Electrical Wholesalers Assn., Nether- 
land Plaza Hotel, Cincinnati, Ohio. May 1-6. 


Annual Meeting, Edison Electric Institute, 
Atlantic City, N. J. June 1-3. 


16th Annual Convention, National Industrial 
Service Association, Hotel Jefferson, St. Louis, 
Mo. June 9-11, 1949. 


Summer General Meeting, American Institute 
ef Electrical Engineers, New Ocean House, 
Swampscott, Mass., June 20-24, 1949. 


National Technical Conference, HUluminating 
Engineering Society, French Lick, Indiana, 
September 19-23, 1949. 


Midwest General Meeting, American Institute 


of Electrical Engineers, Cincinnati, Ohio, Octo- 
ber 17-21, 1949 


Southern 
Virginia Chapter, IAEI, Hotel Roanoke, Roa- 
noke, Va. June 9-10. 
Seuthern Section, International Association 


of Electrical Inspectors, Hotel Shamrock, Hous- 
ton, Texas, Oct. 17-19, 1949. 








ble the company’s capacity and plant 
investment. 

Work already has been started on 
the construction of one of the pro- 
jects near Glenville in Jackson Coun- 
ty, and work on the other will be 
begun as soon as engineering and legal 
details have been attended to. The 
Glenville project consists of a con- 
crete arch dam, 85 feet high and 
450 feet crest length; a 13-foot diame- 
ter tunnel 2,200 feet long; and a pow- 
er house to contain a 3,600-horsepow- 
er unit to operate under a head of 
120 feet. 

The other projects planned include 
five dams and developments on the 
East Fork of the Tuckaseigee River 
in Jackson County; a dam, tunnel, 
and power house on the Nantahala 
River between Wesser and the Nanta- 
hala power house in Swain County; 
and a project on the Little Tenne: 
see River near Needmore in Jackson 
and Macon Counties. 

Completion of the projects will 
give the company 12 developments 
in operation which have a combined 
capacity of 136,460 kilowatts with an 
annual output of 666,000,000 kilo 
watt hours, compared with an output 
of 298,208,752 kilowatt hours last 
year. 


Allis-Chalmers Names 
Southern Dealers 
Race Wholesale Company, Inc., 


210 East Charlemont St., Kingsport, 
Tenn., has been named dealer for 
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this is the sensational NEW Smithenaft- 


TURRETER “Sexes 5” 


THIS IS SMITH- “FASLOC"RELEASES THE EN- 
CRAFT'S EXCLUSIVE TIRE REFLECTOR — DOES 
"EFASLOC" CAPTIVE AWAY WITH SNAPS AND 
FASTENER. SCREWS — AND IT'S LARGE 

— ENOUGH TO GRASP 

— EASILY. 

. WHEN “FASLOC* IS 
CLOSED, THE INTE- 
RIOR IS SEALED OFF 
AND PROTECTED 
FROM EXTERNAL 






























THERE ARE NO CORNERS i ‘ 
ON REFLECTORS TO a 2 
CATCH DIRT OR MOIS- 














AND EFFECTIVELY RESIST CORRO- 
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TURRETER "SERIES 5” IS ih ScIRERaE CONDITIONS. oe 4 :_—— 
AVAILABLE WITH OPEN ” ‘eee 
END REFLECTORS, TOO, 
THE HOUSING IS 
FINISHED IN EITHER REALLY RIGID, FORMED 
‘WHITE SUPERCOAT OF ELECTROLYTIC ZINC- THERE ARE PLENTY OF 
BA ED OR PORCELAIN 2 COATED BONDERIZED KNOCKOUTS — THAT 
-ENAMEL._| Stee FOR LONG ae INSTALLA- 
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THIS UNIT IS AVAILABLE 
FOR 2 OR 3 = 40-WATT 
LAMPS. 











AVAILABLE IN 4 OR 8 FOOT 
SECTIONS — THAT CUTS 
INSTALLATION COSTS. 















































AND — WITH ALL THESE__ 
ADVANTAGES — IT COSTS 
US NO MORE TO SPECIFY 
SMITHCRAFT TURRETER 
“SERIES 5”. 
























HAS THE NEW 

TURRET LAMPHOLDER 
— HOLDS THE LAMPS 
SECURELY AND SIM- 
PLIFIES CHANGING O 
LAMP. 4 


TURRETER "SERIES 5" IS 
EQUIPPED FOR ANY TYPE OF 
MOUNTING — ANOTHER IN- 
STALLATION COST-SAVER! 


\ 
A\Y 
Turreter “Series 5"’ by Smithcraft is a heavy-duty industrial fixture, 
designed specifically to meet the most exacting industrial require- 
ments. Low initial cost, simplified maintenance and installation, 
comfortable cut-off from lamp glare, high construction standards 
... these and many other exclusive Smithcraft fixtures are im- 
portant reasons for specifying the Turreter “Series 5’° — by LIGHTING DIVISION 
Smithcraft, manufacturer of America's finest fluorescent fixtures. CHELSEA 50, MASSACHUSETTS 
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Allis-Chalmers motors, controls, Tex- 
rope drive equipment and centrifugal 
pumps in Sullivan, Washington, Car- 
ter, Greene, Hamblen, Hawkins, 
Knox, and Anderson counties. Or- 
ganized in January, 1949, the com- 
pany is headed by James P. Threlkeld. 

The Southern Corp., of Charleston, 
S. C., has been named dealer for the 
same products in North Carolina, 
South Carolina, Georgia, and Florida 
east of the Apalachicola River. Or- 
ganized in 1948, the company is 
headed by Matthew B. Barkley, with 
William McIntosh, Jr., in charge of 
product sales. 


Square D Holds 
Sales Conference 


A trop attention-getter at the Square 
D Company’s general sa'es conference 
held recently in the Statler Hotel, 
Detroit, was the 


company’s own 
“trade show.” More than 175 re- 
gional managers, district managers, 


field engineers, and headquarters men 
attended the conference, including 
representatives from Canada and 
Mexico. 

A “Products Parade” set up in an 
exhibit hall adjacent to the main con- 
ference room included items _repre- 
sentative of Square D’s complete line 
of electrical distribution and control 


equipment, circuit breakers, safety 
switches, service entrance devices, 
Square Duct, Feed-in and Plug-in 


Duct, panelboards, switchboards, con- 
trol centers, welder control, machine 
tool control, mill control, pump con 
trol, motor control, electronic control, 
and many other allied products. 

Square D men could operate many 
animated displays. One raised and 
lowered a miniature steel forging with 
Square D’s ‘hoist control. Another 
demonstrated control of a complex 
machine tool sequence. Still another 
permitted flipping switches on a scal- 
ed down house floor plan to see how 
Square D’s new low voltage contro! 
system enables the home owner to 
“light the path ahead.” 

Over 25,000 pounds of Square D 
product exhibits were on display 
marking the first attempt to assemble 
examples of all Square D_ products 
in one room. 

In the initial meeting, General 
Sales Manager Frank Roby outlined 
a four-fold objective for the confer- 
ence. This was (1) to consider a 
sales problem; (2) to become famil- 
iar with the organization and _facili- 
ties available for dealing with it; (3) 
to know the products and the manner 
in which they are best applied; and 
(4) to increase sales effectiveness 
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MACHINE TOOK 


Square D field engineers look over a few of the exhibits at their own 

“trade show” set up for their general sales conference, held in Detroit 

recently. Many of the displays featured operating and animated models 
and controls, 


through closer co-ordination, Dettci 
understanding, and the development 
of a keen competitive spirit. 

Regulat morning, afternoon, and 
evening sessions which followed were 
conducted by product section heads 
from both Detroit and Milwaukee 
headquarters, and dealt with new 
products or new uses for existing ones. 
The need for getting more informa- 
tion to the various trade elements 
purchasing or specifying Square D 
products was emphasized. 


The five-day Conference closed 
with a banquet at which service 
awards were made. L. W. Mercer, 


vice-president in charge of sales, pre- 
sented handsome gold pins with vari- 
ous types of jeweled settings to men 
with 5, 10, 15, and 20 years of ser- 
vice. Six men with 25 years of ser- 
vice received gold Elgin wrist watches 
suitably engraved. Especially honor- 
ed was Harry Gardiner of Detroit 
who retired under the company’s pen- 
sion plan after more than 30 years 
of service. 


North Carolina 


Passes Rule Bill 


A siti has been enacted into law 
by the North Carolina Legislature 
which requires all state boards and 
commissions to file with the Legis 
lature and with the clerks of court 
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in each county a list of all their 
rules and regulations, the violation 
of which constitutes a criminal of 
fense. 

The measure affects all boards, in- 
cluding the State Board of Examiners 
for Electrical Contractors. 


A. B. Chance Opens 
New Atlanta Office 


Location of the Atlanta office of 
the A. B. Chance Company has been 
changed to 311 Candler Bldg., At- 
lanta 3, Ga., and the new telephone 
number is Alpine 9822. This office 
is headquarters for the company’s 
Southeast Division Manager, W. A. 
Moss. 


Lighting Exposition 
Award Announced 


Ine Starr Electric Co., Greens 
boro, N. C., headed by Raymond 
Starr as president, has been declared 
second-place winner in the Third In- 
ternational Lighting Exposition at 
Chicago. 

The Starr Company’s prize-winning 
design was made for Wright’s Cloth- 
ing Store in Greensbo-o and involved 
installation of a complete lighting 
system at the store. Joseph Guill was 
electrical engineer on the project. 














vilified Callaite | 


As a contractor, I hear the complaints when fixtures prove unsatisfactory. 
I can’t afford repeated customer gripes, so I handle only fixtures 


that are equipped with Certified Ballasts. 


They assure me— 
Full lamp life Quiet operation 
Rated light output Reliable performance 


Certified Ballasts are made to rigid specifications—then tested 
and checked by impartial Electrical Testing Laboratories, Inc. That's 
why they’re really reliable. 
By insisting on Certified Ballasts I keep service worries 


ww to a minimum and keep my customers happy. 


oe, 
(-panrue BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 












2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Gulf Coast NECA 
Chapter Formed 


ORGANIZATION of the Gulf Coast 
Chapter of the National Electrical 
Contractors Association, with jurisdic- 
tion over 20 counties in Southwest 


Alabama, Northwest Florida, 


South Mississippi, was.completed re- 


cently. 


The seven charter members of the 
chapter are the Gulf Electric Co., 
Union Electric Co., Victory Electric 
Co., O'Donnell Electric Co., Alvarez 


& Wilson Electric Co., White Elec- 
tric Co., and F. E. Smith Electric 
Co. 

Officers of the chapter are R. E. 
Clement, president; J. T. Lott, vice- 
president; and F’. J. Shipp, secretary- 
treasurer. 

In Alabama, the Gulf Coast Chap- 
ter has jurisdiction over Mobile, Bald- 
win, Escambia, Covington, Monroe, 
Clarke, Washington, and Conecuh 
Counties. 

Florida counties in the chapter’s 
territory are Escambia, Santa Rosa, 





Rolled easily from position to 
position. Bridges 
with ease. A 7 foot, single sec- 
tion unit requires one man only 
a minute to erect; a 45 foot 
multiple unit only 15 minutes. 
Stronger than structural steel 
yet one-third the weight. 
Safety-tread stairway complete- 
ly within the structure. No 
wrenches, wing nuts, bolts, 
loose parts. 


obstacles 


Each Section Folds Flat . . 


Write for Descriptive Circular 


Up-Right Scaffolds 


ROOM 117 ® 


Electrical work by Interstate 
Electrwai Co., in Trinity 
Church, Springfield, Mass. 


1013 PARDEE ST. 
BERKELEY, CALIFORNIA 


~ Offices in All Principal Cities 





Okaloosa, Walton, Holmes, and 
Washington. 

Its Mississippi jurisdiction includes 
George, Jackson, 
Pearl River, and Hancock Counties. 


Stone, Harrison, 


Kansas City Holds 


Electrical Exposition 


THE ELECTRICAL industry was 
brought to life for people in the Kan- 
sas City trade area in the Exposition 
of Electrical Progress held in the 
Municipal Auditorium recently. 

The show, an all-industry activity 
presented in co-operation with the 
Electric Association of Kansas City, 
attracted 83,563 visitors and 75 exhi- 
bitors. 

Three years of planning went into 
the project which was planned by the 
Association to show today’s products, 
to forecast tomorrow’s developments, 
and to review the growth of the in 
dustry in the home appliance, heavy 
industrial, and educational and scien- 
tific fields. 

An outstanding feature of the show 
was a down-to-earth demonstration of 
how television programs are received 
and presented. On the mezzanine 
floor of the exposition hall a TV stu- 
dio with seats for 800 spectators was 
set up to show television performan- 
ces step by step. Throughout the ex- 
position, which was open to the pub 
lic from 2 o’clock in the afternoon to 
11 at night, video broadcasts were 
carried on sets in the exhibitors’ 
booths. Some of these were presenta 
tions of the regular programs of local 
radio stations and some were pick-ups 
of demonstrations in the booths. 

Other wonders of the electronic 
age were presented in demonstrations 
and displays presented by the Mid 
west Research Institute of Kansas 
City, state universities, and the Navy. 
These educational exhibits included 
working models of radio stations, 
generating plants, and small items 
such as electronic burglar alarms: 
demonstrations of the transmission of 
voices over light waves, and of elec 
tro-servo mechanisms used to con- 
trol heavy machinery and _ miscel- 
laneous projects, including methods 
of dehydrating potatoes and _ alfalfa. 

In a series of lectures presented 
twice daily in conjunction with the 
show, experts discussed technical 
developments in various electrical 
fields, such as X-ray applications in 
industry and progress in research on 
atomic energy. A display of radio- 
active materials was shown by the 
University of Arkansas, which sent 
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lecturers to explain the effects of the 
materials on Geiger counters. 

The entire show was planned to be 
primarily an educational feature and 
exhibitors were urged to present their 
products as “what we have for you,” 
rather than as “what we hope to sell 
you.” 

Exhibitions were presented by 
manufacturers from all parts of the 
country, but the exposition was en- 
tirely a Kansas City project. The Ex- 
position of Electrical Progress was a 
non-profit corporation headed by Yale 
Witschner, Westinghouse Corp., as 
president. Joe Vancil, who recently 
managed the National Television and 
Electrical Living Show in Chicago, 
staged the Kansas City exposition. J. 
M. Stafford, Jr., Kansas City Power 
and Light Co., was in charge of pub- 
licity and advertising. 


Graybar Reorganizes 
Sales Department 


SALES ACTIVITIES On all Graybar j 
lines are now headed by George F. 
Hessler, vice-president, according to VA 
an announcement made recently by 
A. H. Nicoll, president of Graybar SLIMLINE LAMPS 
Electric. 

The two key sales executives under and vA 
Mr. Hessler’s direction are C. S. 


Powell, vice-president, who heads ap ; 
pliance and communication lines, and TH L| M L| N ia R LITE 
H. P. Litchfield, general supply sales 


manager, who is in charge of all sup- 
ply lines. The Advertising and Sales the winning team 
Promotion Department, of which K. 


B. Hopkins is in charge, now reports va : 7 ‘ 
“* + ee ae ae Prespdent The only Slimline fixture with downlight reflectors for maximum benefit from the 


Nicoll. new lamps. Greatest light-producer —sleek appearance. Easy to handle. One man 
This move was made to consolidate can install it. Simplified wiring. Immediate delivery. 
all Graybar sales and promotion ac- 
tivities under one head to effectively Versatile! For 2 or 4 lamps — open, with eggcrate louvres, or glass diffusers — 
serve the needs for a completely co- mounted flush or suspended, in units or rows. For 200, 300 and 425 m.a. lamp 
ordinated sales set-up to meet current intensities. 
business problems. Plans are being 
prepared, under Mr. Hessler’s direc- 
tion, to effectively meet the highly 
competitive market problems now 
prevalent. 


Cash in on the profit-packed Slimline advertising — send for 
Bulletin 852-D from 


A 50-year charter of incorporation 
has been granted Burton Brothers 
Electric Co., contractors, of Ft. & YOUR TEAMMATE 
Worth, Texas. Authorized capital IN precision planucd vienrine 
stock was listed at $30,000, and in- 
corporators are Rena Burton, Jack E. 
Burton, and Robe:t L. Burton, Jr. 


IGHTING 
Announcement of the opening of 


Rawlins Electric Co., electrical con- THE EDWIN F. GUTH COMPANY / ST. LOUIS 3, MISSOURI 


tractor, Baton Rouge, La., has been 


made recently. The firm is located *®—U. S. Patent Nos. Rs Pepa A ; 
c J ) ecaders wr freace 1902 
at 5041 Adams Ave., and is owned by 122586, 2331774 821 “9 a 


J. Bee Rawlins. 
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NEW PRODUCT NEWS 





Explosion-Proof Heater 


THE newly-developed Electromode 
All-Electric Explosion-Proof Heater i: 
said to be the first all-electric explo- 
sion-proof heater made to comply 


with Underwniters’ Laboratories Class 
1, Group D, Hazardous Locations. It 
vas recently listed by Underwriters’ 
Laboratories, Inc. 


The Electromode explosion-proof 











* Slender, appealing design that meets more 
lighting problems. 


* Economical operation, high power factors. 

* Easy installation. 

*% Quick, low-cost delivery in all Southern 
and Southwestern states. 


* Available for 1, 2, 3, 4, 5, or 6 tubes. 


A complete line of fluorescent fixtures. 


Write Dept. A. 47 for catalog 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 








heater is specially designed for use in 
atmospheres containing gasoline, pe- 
troleum, naphtha, acetone, benzol, 
lacquer, solvent vapors, and natural 
gas. In addition, it may be used in 
places where flammable gases, mix- 
tures, or other highly flammable sub 
stances are manufactured, used, hand 
led, or stored in other than their origi- 
nal containers. 








The heater incorporates a patented 
cast aluminum, natural convection, 
safety-grid. The heating element used 
in all Electromode explosion-proof 
heaters consists of a nickel chromium 
resistor wire, insulated -and sheathed 
in a seamless metal tubing, which is 
embedded in a one-piece finned alum- 
inum casting. This completely seals 
the element, eliminating fire, shock, 
and burn hazards. The aluminum 
grid remains at a low operating temp- 
erature, but has high thermal con- 
ductivity and is 100 per cent efficient, 
according to the manufacturer. 

The heaters are available in three 
models with ratings of 2000, 4000, 
and 6000 watts, designated as Models 
CX-2, CX-4, and CX-6, respectively. 

For detailed information, write the 
manufacturer, Electromode Corp., 45 
Crouch St., Rochester 3, N. Y. 


Tumbler Switches 


New Ftusu tumbler switches are 
currently in production by the Ar- 
row-Hart & Hegeman Electric Com- 
pany of Hartford, Conn. 

Available in 10- and 20-ampere rat- 
ings for all standard connections, the 
switches are offered in single and 
double pole, and three way, four way 
and single pole, quadruple break 
models. 

Designed for back- or top-wiring, 
these Hart & Hegeman switches fea- 
ture totally-enclosed mechanism, dou- 
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“AGED-IN-THE-OVEN’, 





-» another 


| PANTHER and DRAGON 
TEST 


to assure you of 
tapes that last 


@ One of the many tests PANTHER and DRAGON 
Friction Tapes undergo is “accelerated aging.” In the 
oven illustrated, test samples are baked to give the 
effect of many months aging under natural conditions. 

These “aged” tapes always compare favorably with 
their original high standards of adhesive qualities. 
That’s why PANTHER and DRAGON Tapes make 
good splices that last... that’s why more and more 
tape users ask for PANTHER and DRAGON. 

Sold only through recognized independent whole- 
salers. The Okonite Company, 
Passaic, New Jersey. 






6628 


3 


s , “ 
|] Panther ans 1D) ragon | 


| * friction and rubber tapes 
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Arrows indicate forced air-movement over ENTIRE 
EXTERIOR of BALDOR STREAMCOOLED Motor. 


BALDOR 


MOTORS 
ARE 100% TOTALLY ENCLOSED 


... yet they can’t become clogged 





Baldor Streamcooied Motors cannot inhale 
dust, dirt, lint or other foreign matter because 
they are totally enclosed ...non-clogging and 
cool operating. The outer-mounted fan forces 
air over the entire exterior of the motor; saves 
time and expense of dismantling and cleaning; 


promotes uninterrupted production. 


BALDOR MOTORS ARE SOLD AND SERVICED 
NATIONALLY in more than 200 Trade Centers 





(ASK FOR LATEST BULLETINS) 


BALDOR ELECTRIC COMPANY 


ST. LOUIS — and Other Principal Cities 





BETTER 
MOTORS 


FOR MORE THAN A QUARTER OF A CENTURY 
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ble switch blades of the positive, self- 
aligning type, protected by arc-snuff- 
ing barriers. The units are built into 
a shallow, 1%4-inch base. Washer- 
type plaster ears are standard on all 
models. 

Like the line of convenience outlets 
made by the company, the flush tum- 
bler switch back-wiring is designed to 
cut installation time. The terminal 
screws are loosened; the stripped end 
is inserted, from the back, into ter- 
minal holes and the screw tightened 
to grip the wire securely, leaving no 
bare wire exposed. Top wiring with 
the conventional binding screws is 
also possible. 

Catalog sheet 24-C, giving com- 
plete information on these new 
switches, is available by writing Serv- 
ice Department, Arrow-Hart & Hege- 
man Electric Company, Hartford 6, 
Conn. 


Lanterns and Brackets 


SIXTEEN new models, including a 
completely new series of post lanterns, 
brackets, and ceiling fixtures in early 
American design, are included in the 
latest catalogue of Artolier Corp., 
Lodi, N. J. 


The new “900” series is especially 
designed to supplement the com- 
pany’s group of lamp post and newel 
post types. Also being introduced is 
an aluminum outdoor lamp post of 
standard design made in answer to the 
demands of homeowners who previ- 
ously have had difficulty in obtaining 
proper posts on which to install their 
outdoor lanterns. 

A complete range of indoor and 
outdoor post lanterns, brackets, ceil- 
ing fixtures, and hanging lanterns is 
included in the catalogue. 


Motor Control Switch 


A new motor control switch for 
motors up to 2 hp has been develop- 
ed by The Hart Manufacturing Com- 
pany, Hartford, Conn. 

Rated 2 hp or 30 amps, 240-volts 
a-c, only, the switch in both single 
and double pole models has slow 
break action. This virtually elimi- 
nates mechanical impact strain and 
provides greater durability in service. 

Simple and rugged in design, the 
new switch uses no screws or rivets 
to carry current. Compact and end- 
connected for easy wiring, it has a big 
long toggle for easy operation. Con 








ss 


AUTOMATIC LOCKING j 


PLUGS, RECEPTACLES & CORD CONNECTORS 





FOR SAFE, DEPENDABLE PERFORMANCE 


1. Spring hinged, gos- 
keted covers close recep- 
tacle when not in use. 


DUPLEX RECEPTACLE — 
FITS SINGLE GANG BOX 














3. Adjustable Cord Grips 4. 
eliminate strain on con- 
nections. 


For commercial and industrial applica- 


2. Plated steel housings fully 
protect the contacts. 


Contacts are preci- 
sion- made, self-wiping, 
and self aligning. 


6. Heat-treated be- 
ryllium copper con- 
tacts and terminals 
+ + + an advanced 
EVER-LOK feature. 


5. Rigidly con- 
structed, all inte- 
riors of molded 
arc-resisting com- 
position, 


7. Compact design pro- 
vides ample capacity, yet 
allows for easy wiring. 





tions. 
\Gioniciere All units are steel clad, fully grounded and are com- 
125 or 250 V. plete with the R&S Ever-Lok automatic feature that mre 
fahren 6 positively eliminates strain on contacts or connections. a 
83 Sold Through Electric Wholesalers Full eae gi 
SALES OFFICES IN PRINCIPAL CITIES om are 








RUSSELL & STOLL COMPANY. INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 











tacts are pure silver. The switch is 
available with or without the stream- 
lined box and has UL listing. The 
box which measures 4 inches x 2% 
inches x 24% inches has knockouts on 
five sides. Toggle guard permits lock- 
ing in either off or on position. 


* 
Immersion Heaters 


A NEw series of Chromalox screw- 
in type electric water heater units 
with built-in thermostatic contro] has 
been announced by Edwin L. Wie- 
gand Company, 7600 Thomas Blvd., 
Pittsburgh 8, Pa. 

The new electric heaters were de- 
signed for conversion of standard fucl 
fired hot water tanks to electricity. 
They are especially applicable for the 
farm—in dairy and poultry buildings 


—and in summer cabins and _ for 
commercial and industrial purposes 
which require limited amounts of 


convenient hot water. 





The heating element is a Chroma- 
lox copper-sheathed, enclosed type 
tubular heater brazed into a one-inch 
red brass screw plug with a sealed 
brass well for the sensitive thermostat 
bulb. The thermostat, complete with 
removable housing, is mounted di- 
rectly on the screw plug, and may be 
set to control water temperature be- 
tween 100 degrees and 170 degrees 
F. The well is located so as to be in 
contact with the element for protec- 
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tion if water level should d-op below 
the element. ‘The new series, iden- 
tified as Type ARTM, is available for 


118 or 236-volt service and wattages 
of 750, 1000, 1250, and 1500. The 


units may be used singly or doubly in 
& tanks up to 80-gallon capacity. 


* 
Signal Light Fuse 
\ new 6-in-one fuse, called the 
‘Signalite,” has been announced by 
the Signalite Fuse Co., 266 Glen- 
wood Ave., Bloomfield, N. J. 





When a fuse blows, a red signal 
glows in the shock-proof Resinox fuse 
cap, and even in the dark, a plug 
with a blown fuse is readily recog 
nized. A quick turn of the heat-re 
sistant Resinox indicator and the 


blown fuse is replaced. Wit hout re 


): e newing or removing the plug, blown 


4 


x 

5 
é 
| 
q 
1 
3 
4 
4 





fuses mav be renewed six times. 


Fluorescent Luminaires 


THREE NEW luminaires, “Th 
Monroe” A-5000 Series, have been 
idded to the Pittsburgh Permaflecto: 
Presidential line of fluorescent light 
ing equipment. [hese units are 


Pittsburgh Re 
Bldg., Pitts 


manufactured bv the 
flector Co., 405 Olive 
burgh 22, Pa. 
For maximum 
minimum brightness 
ith economical 
stallation, 


and 
combined 
easy in 
these units were especially 
designed for lighting offices 
ind similar applications. 


lumen 
ratios, 


output 
cost and 


schools, 





“The 
two 40-watt T-12 fluorescent lamps, 


Monroe” luminaires, using 
12% inches wide 


are 48 inches long, 6 
in ap 


and 5 inches deep. Flexible 
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HIGH DIELECTRIC 
STRENGTH 


HIGH MECHANICAL 
STRENGTH 


COMPLETE UNIFORMITY AND 
EXACT DIMENSIONS 


These are the plus qualities you get with 
every piece of Equipment Porcelain made 
by Illinois! The whole process of manufacturing electrical 
porcelain is characterized by extreme care, not only in 
controlling the chemical composition of ingredients, but 
the particle size, moisture content, and the drying and 
firing temperature. 


® 
TAA ...... 
ELECTRIC PORCELAIN CO. ILLINOIS 
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Yew POSITIVE LOCK 
Construction, of 


Manarch Kenewabe 





Monarch Fuses (see illustration at right 
above) fit into equally spaced slots in 
the brass casing inserts. This new and 
improved Monarch construction assures 
true alignment of the copper holding 
terminals . . . and establishes a positive 
lock on both ends of the fuse. 









MONARCH’S Compressed Tension Lock 
Washer construction (illustrated at left) compen- 
sates for contraction and expansion of the fibre bar 
| by exerting constant tension on the bar... and 
/ assures no loose parts. The washer also separates 
the fibre bar from the copper terminals .. . 
to provide better cooling. 


a@ spacer 







Monarch Fuses are fully ap- 
proved and are available through 
recognized wholesalers. 


See a A hone 
MONARCH FUSE CO., 


116 E. FIRST ST., JAMESTOWN, 











plication, they may be ceiling or pen- 
dant mounted, individually or in 
continuous rows. Individual units in- 
clude the A-5240-PL with translu- 
cent plastic side-panels, the aluminum 
side-panel A-5240-AL and the all- 
steel A-5240-ST. All three units have 
one-piece, removable  louver-assem- 
blies that allow easy access to wiring 
channels for installing. Medallion 
silhouettes of President Monroe, sup- 
erimposed over crossed-quills, add a 
decorative note and conceal the end 
knockouts used for continuous runs. 
“The Monroe” Luminaires give 
both downward and upward light dis- 
tribution and have 35 degree cross- 
wise and 25 degree lengthwise shield- 
ing. “Quick release” fittings allow 
hinging of baffle-bottom from either 
side or complete assembly removal. 


e 
PAR-Type Lampholder 
A new PAR-type lampholder has 
been placed on the market by the 
S & M Lamp Company, Terminal 
Annex Box 2315, Los Angeles 54, 


Cal. 





Its universal adjustment construc 
tion projects the light in any direc 
tion. This is accomplished by a slot 
in the curved section of the bracket 
that tightens to position with a sim- 
ple twist of the wing nut. 

This holder bears the S & M No. 
500. Specifications include a cad 
mium-plated bracket and base, 6-foot 
cord using a PAR-38 or R-40 150 
watt lamp (lamp not included). 

Versatile, thrifty lighting is attain 
ed where interior flood lighting is de 
sired. Examples of such use are sales 
rooms, merchandise counter or win- 
dow displays; shop benches or ma- 
chines, and interior decoration light- 
ing. 


& 
Cable 


A NEw long-wearing service en 
trance cable for carrying electricity 
from main power lines to homes, of- 
fices and industrial buildings, has 


Service Entrance 
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been developed by United States 
= Rubber Co., Rockefeller Center, New 

B York 20, N. Y. 
P The new cable, because of a na 
| tural rubber insulation around its 
® conductors and an_ outside jacket 
) q 1ade of neoprene, will wear four to 
five times longer than the conven 





F tional braided types, the company 
5 said. 
‘ The neoprene jacket will eliminate 
“festooning,” the separation of the 
outside braid from the cable. The 
neoprene jacket also gives the cable 
unusually high resistance to rain, icc 
and sleet, deterioration by sunlight, 
and it is fire retardant. 
The cable is approximately one 
quarter inch smaller in over-all dia- 
meter than braided types which will 
mean a smaller ice and wind load. 
It weighs the same, however. Its cost 
is slightly higher than braided cable 
but its long-wearing quality mor 
than offsets the price difference, the 
company said. 4 li hti li 
[he cable is being produced in t e one source ig ing ine 
the following sizes: three No. 6 con 
ductors, two No. 6 conductors and 
one No. 8 conductor; three No. 8 For over 55 years Kayline has maintained an outstand- 
conductors. Deliveries are on a 60 ing reputation for its complete line of modern lighting 
to 90 dav basis. It is listed by Un fixtures. The new Slimline fixtures bring you the latest 
derwriters Laboratories as type “SE.” advances in fluorescent lighting. These modern up-to-the- 
minute units come in three styles and are designed to 
s fulfill every Siimline lighting need. They may be used for 
individual or continuous installations, and are engineered 
) \ @Automatic Locking Units to give easier, lower cost maintenance. 
; 


A NEW LINE of Midget Ever-Lok 
automatic locking plugs, receptacles, 
and cord connectors is announced by 
Russell & Stoll Company, Inc., 125 
Barclay Street, New York 7, N. Y. 

Featuring the automatic locking 
} Ever-Lok construction, the new units 
are smaller in size to meet a large de 
mand for industrial style units to oc 
cupy less space. 

Typical locations for these units 
ire in offices, institutional buildings, 
ind industrial plants. ‘They are readi 
ly adaptable for use as a component 
for all types of portable clectrical 
equipment, such as recorders, com 
munication and sound equipment, 
electric machine tools, X-ray and 
medical apparatus, and many othe 


In addition to the units pictured, Kayline Slimline is 
available in Channelite. For details on Slimline lighting. 
send for a Kayline Catalog Supplement. 


Kayline Catalogs cover our three fields — commercial. 
residential, industrial. They are designed to help you sell 
more and better light. Send for one or all of them today: 








types of equipment. BY For over 55 years 
Among the features of this unit pat 
| are: the receptacle has a fully protec- sh 
; tive hinged cover and gasket; a strong "es 
& spring keeps the door closed and Fr ; 


dust-tight; solderless terminals with 

metal shield for protecting terminals, 

and compact design combined with 
M® large capacity. 

Contacts are precision formed and 
are self-wiping and self-aligning for 
assuring good connections. Plugs 
automatically lock in receptacles or 

™ connectors insuring against accidental 


THE KAYLINE COMPANY 
2480 EAST 22nd STREET 
CLEVELAND 15, OHIO 
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Spring Insert — 


manufactured 
to close toler- 
ances. Inspect- 
ed and tested 
with laboratory 
care. 


(Patent No. 1,933,555) 
The Solderless Tapeless Wire Connector 


Springs, like twins, may look alike, but scientifically 
there is a difference. In Connector springs the differ- 
ence is in the shape of the cone, size of wire, length 
of the coil, and the accuracy to which these design 
specifications are held in manufacture. All four are 
combined in “Wire-Nuts” in just the right combination 
to give you a wire joint that is permanent, one 
that can’t pull out or shake out. 

The superiority of the IDEAL “Wire-Nut” spring 
is the result of 20 years’ experience in the design, man- 
ufacture and application of wire connectors. Continued 
superiority is assured by close manufacturing control 
and rigid inspection. 

For example the IDEAL spring insert is tested for 
wire diameter, dynamometer-tested for tensile strength. 
It is precision wound into the proper conical shape, 
and sample-checked for accuracy on a 40-to-1 compar- 
ator to .001” tolerance. 

This is only one of the nine different inspections 
that assure you that you always have the best when 
you use IDEAL “Wire-Nuts”. Add the fact that there 
is no easier way to make approved wire joints and 
you have the reason why ‘“‘Wire- 
Nuts” are preferred over all 
others for cutting wiring costs 
— millions in use! 

Listed by Underwriters’ Laboratories, 
Inc., and approved by other leading 
electrical authorities. 


For all Circuit and Fixture Wiring using wire 
combinations from 2 No. 10 up to 3 No. 18, 
solid and /or stranded. 





SCREWS ON— 
like a nut on a bolt 





No solder, tape 
or tools 





Distributed Through America's Leading Wholesalers 





a 
a IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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interruption of connections and have 
provision for positive equipment 
grounding. Adjustable cord grips 
eliminate strain on connections. 

Write the manufacturer for a new, 
12-page catalog, EL49-15, describing 
the Ever-Lok unit 


Box Connectors 


Tur New Buchanan Box Connec 
tors manufactured by Buchanan Elec 
trical Products Corp., 1290 Central 
Ave., Hillside, N. J., provide a sim 
ple, fast, positive and economical 
methed for connecting metallic or 
non-metallic sheathed cable to de 
vice or outlet boxes. 

The outstanding feature of thei 
design is the provision for simultane- 
ous clamping of connector onto cable 
and into box by the mere tightening 
of two screws. Installation is accom 
plished by simply hooking bottom 
tab into knockout, swinging connec 
tor to engage rocking clamp, and 
then tightening. 

These connectors require no lock 
nuts and feature accommodation of 
an unusually broad range of cable 
sizes. They are sturdily built of 
heavy gauge steel to withstand abuse 
are heavily cadmium plated to resist 
corrosion, and are designed to with 
stand severe vibration without loosen 
ing. Smooth, well rounded wire en 
trvways furnish maximum protection 
against cable abrasion. Large open 
ings provide for quick, easy visual in 
spection. 

Both the No. B267 for armored 
cable and the No. R267 for loom 
wire or non-metallic sheathed cablc 
are listed by Underwriters’ Labora 
tories, Inc., and Canadian Standards 
Association for use on cable sizes 


14/2, 14/3, 14/4, 12/2, 12/3, and 


10/2. 
i) 


Adjustable Spotlight 


A SMALL, compact adjustable spot 
light has been announced by the 
Litecraft Mfg. Co., 135 Rome St., 
Newark, N. J. 

This versatile spotlight rotates 360 
degrees in any direction, tilts to 27 
degrees on the vertical, and self-locks 
in any position. 

Designed for quick, easy installa- 
tion, Adjust-O-Spot is completely 
wired and supplied with plaster frame. 
It takes either an R-40 or PAR-38 
lamp, and comes in brushed satin 
chrome finish, or colors. Louver and 
heat-resisting glass color filters are 
available. The unit is listed by Un- 
derwriters’ Laboratories. 
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Surface Troffer 


FEATURING an_ easy-to-use hinged 
enclosing glass, the Edwin F. Guth 
Co., 2615 Washington Ave., St. Louis 
3, Mo., have announced thei: new 

@ ruth G-S-T, Glass Surface Troffer. 

There are no screws, springs or 
tricky latches to lose or get out of 
order. The GS-T’s have side-of- 

| channel starters that are easily reach 
§ ed and changed. The glass is a cur- 
ved panel of ribbed albalite, and the 
fixture is finished 300 degree white 
Fermalux with ornamental Silvan end 
rnaments 





vada 


oe 
Trolley Busway 


[HE RELEASE to the market of new 
L'T'G-A-Power plug-in or trolley bus 
way has been announced by _ the 
Trumbull Electric Manufacturing 
Company, Plainville, Conn. 

Designed to provide both trolley 
power take-off and a continuous out 
et for fluozescent lights and. small 
ower tools, the new busway is avail 
ible in 2, 3 or 4 pole construction 
vith one compact housing. 

\n engineering report from the 
manufacturer states that new simpli 
fied hanging and joining methods 
§ speed up installation 30 per cent and 


) ie. LTG one of the easiest busways 


o install. Rated 50 amps—250 volts, 
-c or d-c—LTG has two or more 
} circuits that can be run in one hous 
ng and still be controlled separatel 
‘his advantage was intended to save 
pace and make a generally more com 
pact arrangement. Another new and 
unusual feature of LTG is the fact 
that it permits balanced loads. Plugs 
or trolleys are polarized so that loads 


may be balanced conveniently on 
both sides of the buswav 
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| AAR-COOLED 
DISTRIBUTION TRANSFORMERS 


MOUNTED , — ALL-PURPOSE _ 
Qo 


WALL 
MOUNTED 


MARCUS SCORES AGAIN IN THE 
FIELD OF AIR COOLED TRANSFORMERS 


From a Pioneer in the field comes a new distribution trans- 
former—AIR COOLED, DRY TYPE. 
toxic liquids to fuss or bother with. The use of superior 


No hazardous oil or 


class B and C heatproof insulation such as fibre-glass, 
mica, porcelain, new Johns-Manville Quinterra and similar 
inorganic material results in a transformer that can with- 
stand the overloads that normally would damage an 
ordinary class A (cotton and paper) insulated oil filled 
unit. The entire transformer element is seal protected 





against oil, acids, moisture, etc., and is housed in a sturdy, 


AIR-COOLED TRANSFORMERS 


scientifically ventilated, weatherproof case which conforms 
with all applicable EEI-NEMA construction standards. This 
extremely versatile transformer can be used outdoors, 


1 to 2,000 KVA up to 
15,000 Volts to meet 
Individual Requirements 
® DISTRIBUTION 

® GENERAL PURPOSE 

® PHASE CHANGING 

© ELECTRIC FURNACE 
© RECTIFIER 

* WELDING 

MOTOR STARTING 


pole or platform mounted or indoors at the load certer, 

mounted wherever convenient with no expensive fireproof 

vault required. 

Currently available in sizes to 100 KVA, voltages to 5000 V. 
COMPETITIVE PRICES * GOOD DELIVERIES 


WRITE FOR BULLETIN #49-ACO 


MARCUS 


TRANSFORMER CO. 
INC. 

38 MONTGOMERY STREET 

HILLSIDE 5, NEW JERSEY 


PIONEERS IN THE FIELD OF AIR-COOLED TRANSFORMERS 











W. E. HOLIMAN COMPANY 
Houston |, Texa 
. 
L. MORRIS LANDERS 
Atlanta 3, Georgi« 
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proudly presents the new 900 Series 


a profit-making addition to the best-selling 


Artolier Line. The graceful solid aluminum 

Lamp Post complements the beauty of all our 
Post Lanterns. Tested and proven, our authentic 
designs and expert workmanship assure customer 
enthusiasm. And learn why dealers sing our 












‘@ee@eeeees6n20tf66682 70 © COCO CeCe Owe 2 = 22 2 ee 










praises — see our new catalog! Dozens of 
sales leaders make it:your quide to big profits! 
: No. 201 (right) 
NEW POST LANTERN ADJUSTABLE 
Width 13” Height 21“ LAMP POST 
. Collar 3%” Diameter 4” 
° Glass Globe 7” x 9” (3, 34%” or 342” at top) 
ss Height 87’ 
; For quality and beauty —install ARTOLIER 
- For customer satisfaction—suggest ARTOLIER 
: For quick turnover—stock ARTOLIER 
“ No. 532 oe copy of _ 1949 i 
° Diameter 64" catalog is ready to mail. 
a Height 1612” For bigger profits tomorrow —- write us today! 
. Extension 7” 
. ARTOLIER CORP. toni, New Jersey 
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FRIGID 

VENTILATING 
EQUIPMENT 

IS UNCONDITIONALLY 
GUARANTEED 












ATTIC FANS 
Force the heat out of the 
house . . . replaces it with 
fresh, cool outside air. 
Penetrates entire house. 








CAST BLOWERS 
Used for exhausting foul 
air and blowing fresh air 
through ducts—for dryers 
and gas ovens — removing 
vapor ond steam —coal 
blawing —or any other air- 
moving application. 














PEDESTAL FANS | 


One of the most efficient 
pedestal fans available .. . 
G.E. Heavy Duty, Quiet 
Motor... patented “QUIET” 
Aluminum Propeller . . . 
triple plated, chrome finish, 


















NEW BULLETINS 





A new 44-page catalog on Bare and 
Weatherproof Wires and Cables has 
just been published by the Rome 
Cable Corporation, Rome, N. Y. 

Liberally illustrated with manufac 
turing and inspection photographs, it 
contains tabular data on bare and tin- 
ned, as well as weatherproof wires and 
cables manufactured by Rome Cable. 
It also includes American Standards 
Specifications for Weatherproof Wire 
Type URC. Technical data includes 
copper carrying capacity and formu- 
las for determining physical charac- 
teristics of copper. Copies may be 
obtained by requesting Catalog No. 
22 from the manufacturer. 

& 

‘THE PUBLICATION of a catalog fea 
turing a line of residential indoor and 
outdoor fixtures has been announced 
by Brassner Products, Inc., Dept. ES, 
Port Chester, N. Y. 

This lighting line incorporates wide 
use of color in combination with brass 
and copper. ‘There are terrace pieces, 
garden lights and hanging hall fix 
tures to conform to various periods 
and architectural trends. Specific de 
signs include lighting fixtures for Nor 
mandy French houses, ranch anc 
modern houses and period 
Colonial houses. 

The catalog may be obtained by 
writing to the manufacturer. 

e 

A BOOKLET entitled “Hunter Zeph 
air Fans For Home and Industry” has 
been prepared by the Hunter Fan and 
Ventilating Co., Inc., 400 So. Front 
St., Memphis, Tenn. 

Included in the booklet are a 
wealth of illustrations, diagrams, and 
drawings describing installations for 
any type home, basic design data for 
homes, suction box installations, ver 
tical discharge installations, commer- 
cial and industrial ventilation and 
spot cooling, and complete dimen- 
sions and performance data, all on the 
Hunter Zephair Fans. 

Copy of the booklet is available 
from the manufacturer. 


various 
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EXHAUST FANS be aul, on A BOOKLET entitled “It Happened 
Deo thorough job of column. Complete with In Denver’s Schools—It Can Happen 

removing smake, steam, swivel to direct air stream varat : 
foul air and strong odors and many other exclusive In Yours,” is now available through 
ey, — Day-Brite Lighting, Inc., 5411 Bul- 











wer Ave., St. Louis 7, Mo. 8) 

This booklet is a 16-page report of 
why every one of Denver’s 80 Public 
School Buildings was relighted, how 
the project was planned, who helped 
with the lighting layouts, how the 
classrooms were redecorated. 








CIRCULATORS & DEVICES MFG. CORP 


N NY 


) Rose Street « New York 
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ELECTRICAL BOOKS 





Luminous Tube Lighting, by Henry 


A. Miller. Chemical Publishing Co, 
Inc., 26 Court St., Brooklyn, N. Y. 
143 pages, $3.50. 


Tuts Book presents the fundament 
al theory of gaseous ionization and 
light production, and lists materials 
and their required properties for use 
in luminous tubes. 

Considerable attention has been 
given to the low-pressure neon tube. 
which will probably play a large 
part in the decorative lighting of the 
future, and also to neon signs. 

Many useful circuit diagrams, tables 
of lighting data, and numerous illus 
trations add to the value of this uni 
que volume which will be welcomed 
by electrical engineers and contrac 
tors. 

Chapter headings are titled “Intro 
duction,” “Theoretical Considera 
tions,” “Materials,” ‘‘Manufacturing 
Equipment,” “Low Pressure Tubes,” 
“Higher Pressure Tubes,” “The New 
Fluorescent Lamp,” “Data and 
Tests,” “Neon Signs,” and “Miscel 
laneous.”’ 


Basic Electrical Engineering, by 
George F. Corcoran. John Wiley & 
Sons, Inc., 440 4th Ave., New York 
16, N. Y. 449 pages, $4.50. 


THE FEATURE most outstanding in 
this book is the simple and direct 
method by which magnetic field con- 
cepts are handled. The author has 
maintained throughout the book a 
level suitable even for beginners. 

For example, each electric or mag- 
netic concept is exactly defined at 
the place of its introduction. There, 
also, its relationship to previousl; 
considered quantities is discussed. 
Throughout the theoretical develop 
ment of the subject, the rationalized 
mks system of units-is employed. 
This permits use of the ampere-turn 
as the principal unit of magnetomo- 
tive force. 

Arrangement of subject matter is 
likewise planned to suit the beginner. 
First d-c theory is considered, with 
d-c circuit analysis by the mesh and 
nodal methods. This is followed by 
electric field theory, magnetic field 
theory, inductance, capacitance, and 
non-linear circuit elements. 

Magnetically generated voltages 
and magnetically developed forces are 
reduced to simple mathematical coro! 
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speeds forward 


NEW EXCLUSIVE PROFIT FEATURE 


Mr. Contractor: Here is a new feature that will help you sell more 
Model 210 Blo-Fan electric ceiling ventilators. The new nine 
position control switch enables the housewife to choose the desired 
rate of ventilation as easily as she controls the thermostat on her 
kitchen stove. Write for detailed information. 


ene INSTALLS OVER THE RANGE WHERE A FAN 
BELONGS—IN THE CEILING OR INSIDE WALL 


PRYNE & CO., INC. San rrancisco = chicaco + NeW YORK 








THE MORE YOU TELL 
THE MORE YOU SELL! 


Your customers are “from Missouri’’—(they 
want to know) .. . they seek information . . . | 






au 2 






yours is the chore of imparting it. Your 
REVERE catalog gives you loads of informa- 
tion your customers will appreciate. It's a 
handbook of lighting knowledge that will put 
you “on the beam” because the information 
in it can be translated into SALES. Get better 
acquainted with this cataog. 


ii 
calls: 
IT PAYS TO KNOW 


YOUR LINE \ 









































The Only Complete Line 


of SERVICE STATION, AIRPORT 

SPORTS, MARINE & INDUSTRIAL 

LIGHTING EQUIPMENT ... 
CLUSTER 
LIGHTS 


available in 1 
















TRIANGULAR 
FLOOD 
Cenfines light to 
property lines. 
Casts a 90° beam. 
No light spills over 
on adjacent areas. se S Meht oo 
semblies — all 
aluminum or 
colored porce- 
lain to match 
Gas Station 
color scheme. 
New 20 inch 
19° to 50 5 
Flood for wiring. 

long range ap- 


plications. All GET OUR 
—— = Come 
CATALOG 


No exposed 








BevERE ELECTRIC RPGs &. 


6005 Broadway Chicago 40, Hlinois 
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ENTRANCE CAPS 
AND FITTINGS 


of Rustproof Cast 
Aluminum 


oy 
by ASW 


No. 1572 Entrance Head. 
Key-hole mounting brack- 
et for easy attachment to 
building. 

No. 275 One Hole Strap 


for oval-shaped coble. 


Po 


No. 2275 Two Hole Strap 
for oval-shaped cable. 


¢* 
oe 





No. $0-36 Watertight Connector. 
Cutaway view illustrates how 3-point com- 
pression forces rubber gland oround entire 
circumference of cable. 


No. GR-1 Grounding Ring. 

For bonding meter box to artificial ground. 
Tight connection and positive bond without 
soldering 


No. 6009 
Non-watertight 
Connector. Takes 
a wide range of 
sizes and types of 
coble, round or 
oval, without the 
use of shims or in- 
serts. 





No. L-63 

Sill Plate. Provides 
metallic protec- 
tion to service en 
trancecable atthe 
most hazardous 
point— where it 
enters the build- 
<esitih ing. 





3166 


SOLD THROUGH ELECTRICAL WHOLESALERS 


The TU. G. Austin Company 


NORTHBROOK, ILLINOIS 
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laries of basic definitions. There is 
a wide range of problems with each 
chapter, and the entire text is well- 
illustrated. 


Partners in Production: A Basis 
Kor Labor-Management Understand- 
ing, by the Labor Committee of the 
Twentieth Century Fund, assisted by 
Osgood Nichols. The Twentieth 
Century Fund, Inc., 330 W. 42nd 
St., New York 18, N. Y. 149 pages, 
$1.50. 


THis REPORT may well serve as a 
guidepost to mark the opening of a 
new era in industrial relations in the 
United States. 

The significance of this report is 
that it is the first public formulation 
by a multi-partisan group of a new 
way of looking at industrial relations. 
As such, it would seem to be news; 
to offer opportunity for a fundament- 
al re-appraisal of where we now stand 
n labor-management relations. 

The Fund’s Labor Committee, 
which includes employers, representa- 
tives of organized labor, economists, 
and members experienced in public 
affairs, has explored the roads to mu 
tual understanding by a study of the 
major goals of labor and management. 

The Committee has faced these 
issues one by one, and shows the 
great extent to which they can be re 
conciled in the interests of both par- 
ties and the nation as a whole. 


Industrial Electricity, Volume 11, 
Alternating Currents, by William H. 
Timbie and Frank G. Willson. John 
Wiley & Sons, Inc., 440 4th Ave., 
New York 16, N. Y. 78] 


pages, 
$5.96. 
HE puRPOSE the authors of this 


book had in mind throughout its 
writing was to give the reader a thor- 
ough knowledge of the fundamentals 
of alternating current in practice and 
theory. 

Application of a_ particular prin- 
ciple is presented, and in turn the 
principle itself is explained along with 
illustrations which further simplify 
understanding of the principles. 

After theory come examples which 
take up other applications, and next 
problems, which require a simple 
algebraic and arithmetic knowledge 
only. Trigonometric equations used 
are explained in three pages of one 
of the appendixes so that the reader 
will not lose sight of the original pur- 
pose of the book through having to 
master higher mathematics. 


The book is so arranged that it is 
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“MATCHING 


Fine lighting fixtures backed by 


seventeen years experience in light- 
ing fixture design and manufacture. 


MAX LENNY 


Southeastern Representative 


L. V. MAXSON 


Southwestern Representative 


Send for this FREE catalog . 


The GLATTHAR 
LIGHTING CO. 


949 EAST 72nd STREET « CLEVELAND 3, OHIO 
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equally suited to technical school and 
institutes, engineering schools, and in 
dividuals who wish to learn by them 
selves the fundamentals of alternating- 
current in industrial electricity. 

* 

Photofact Television Course. Pub- 
lished by Howard W. Sams and Co., 
2924 East Washington St., Indiana 
polis 7, Indiana. 215 pages, illus- 
trated, 8% by 11 inches. Price $3.00. 

PRESENTED originally in serial form 
in the Howard W. Sams Photofact 
Radio and Television Service Folders, 
this famous study course has been is 
sued in book form as a result of popu 
lar demand. It includes a thorough 
exposition of practical television re 
ceiver cizcuit principles, together with 
an extensive coverage of the actual 
television circuits applied to present 
day production line models of tele 
vision receivers. 

Adding greatly to the value of the 
book as a basic service text are the 
several hundred illustrations which 
include basic circuit diagrams, graph 
ic functional charts, illustrations of 
television parts, components and 
sub-assemblies used curently in telc 
vision TeCcelvers. 

o 

The Electron Microscope, by Dr. 
D. Gabor. Chemical Publishing Co.., 
Inc., 26 Court St., Brooklyn, N. Y 
135 pages, $4.75, illustrated. 

(his book is essentially the story 
of the development, present perform- 
ance, and future possibilities of the 
electron microscope. Dr. Gabor has 
attempted to give a fair and up-to 
date report on the basic progress of 
this instrument. 

a 


Patent Law, by Chester H. Biester- 
field. John Wilev & Sons, Inc., 440 
4th Ave., New York 16, N. Y. 267 
pages, $4.00. 

The author, Mr. Biesterfield, has 
endeavored to fulfill three purposes 
in the preparation of this volume: 
first, a volume of modest size; sec- 
ond, a text that presents the basic 
principles of the substantive patent 
law in such a way that the general 
reader will be able to understand it; 
and third, a careful selection from the 
leading decisions in support of these 
principles. 

[his work is not encyclopedic, but 
rather affords the general reader a 
ready entrance to the various subjects 
of the substantive law with an ac- 
companying quotation of the authori- 
ties as extensively as possible. 

Researchers, chemists, engineers, 
patent attorneys, and inventors should 
all find this book valuable reference 
and fascinating reading matter. 
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@ MOTORS 


@ CONTROLLERS 


All Major Manufacturers’ Genuine Replacement Parts, 
Tools & Supplies 
Required By The Electric Motor Shop 


ORDERS FILLED SAME DAY RECEIVED 


FREE! Write on your company’s letterhead, for our new 
illustrated catalogue. It will simplify the identification and 
ordering of parts. 


READING ELECTRIC COMPANY, Inc. 
Dept.A - 102 Park Row, New York 8, N. Y. 








CUTOUT BOXES hy 


METAL 
FABRICATING 
SPECIALISTS 









Phil, Depa te}, ia -tep ¢ +) 
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TELEPHONE CABINETS 


WEATHER-PROOF CABINETS 
WEATHER-PROOF SEAM 


WELDED JUNCTION BOXES 
& FLOOR BOXES 


a +e ee me hele) Ble ¢2) 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 
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THEY FIT 





Smoother, 
Installations 


quegtny, Ge 
W 


That's the big test of any Fitting, 
isn’t it? A smooth, easy installation! 
And, to be sure of Fittings that do 
fit smoothly you must have a uni- 
formity and exactness of product 
that can be depended upon AL- 
WAYS. You're sure of this kind of 
Fitting when you specify Wagner 
Malleable. 

Every step from 
molten metal to final 
inspection is carried 

under the skill 


¢ he out 
~ &%P and watchfulness of 





Wagner workmen. 
Hourly tests are made 
in the modern metal- 
lurgical laboratory. 
From these reports, 
the proper production 
controls are deter- 
mined in order to pro- 
duce the uniform, 
high quality mallea- 
j ble iron bearing the 
| WAGNER mark. Na- 
tionally Distributed 
Oh) Through Leading 
Wholesalers. 

WAGNER MALLEABLE PROD- 
UCTS CO., 222 W. Adams Street, 
Chicago 6, Illinois. Foundry and 
Plant, Decatur 60, Illinois. 

New illustrated Catalog 483 is 


yours on request. Write today 
for your file copy. 


WAGNER 


Malleable Fittings 


SOUTHERN REPRESENTATIVES 
George E. Anderson Company 
1903 Griffin St., Dallas 2, Texas 
Edgar E. Dawes & Co. 
401-402 Rhodes Bidg., Atlanta 3, Ga. 
Paul Lumpkin, 
226 Builders Bidg., Charlotte, N. C. 





The election of William W. Scott 
as vice-president in charge of sales 
of Federal Enterprises, Inc., has been 
announced by L. A. Miller, corpora- 
tion president. 

Mr. Scott, who has served as sales 
manager for the past year, is a vet 





William W. Scott 


eran of the Federal organization, hay 
ing directed the Signals Division for 
many years. 

As a_ vice-president he succeeds 
Robert L. Kester, Jr., who resigned 
recently. 

7 


Harold Litchfield has been made 
general supply sales manager and elec- 
tric director of the Graybar Electric 
Co., Inc., it was announced by G. F. 
Hessler, sales vice-president. 

In his 34 years of service, Mr. Litch- 
field has been a credit man, credit 
manager at Boston and New York, as- 
sistant sales manager at New York, 
manager at Newark, general commer- 
cial sales manager at executive head- 
quarters, assistant general sales man- 
ager, and now general supply sales 
manager. 

Mr. Litchfield has been very ac- 
tive in industry organization and has 
served on Chamber of Commerce 
committees, and as founder and presi- 
dent of the New Jersey Council of 
Electric Leagues. 

t) 


The appointment of J. C, Roesel 
as apparatus and supply sales promo- 
tion manager of the Southeastern Dis- 
trict of Westinghouse Electric Supply 
Co., Atlanta, was announced recently 
by W. A. Emerson, district manager. 

Mr. Roesel succeeds M. E. Crago, 
who has been named to a new posi- 
tion by the sales department. 














M& Wi 


NEW 
NON-INDUCTIVE TYPE 


CABLE RACKS 





@ AC or DC current. 
®@ One-piece construction. 
® Certified malleable iron. 


® Need not be dismantled to 


place cables. 


®@ Type D-F (illustrated) may 
be adapted to four-wire 3- 


phase. 
a 


Send for Copy of 
BULLETIN CS-51 


illustrating our line 


of racks and hangers. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 
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Horace R. Rowe, Fayetteville, Ark., 
has been named distribution engineer 
for the Arkansas Division, Southwest- 
ern Gas and Electric Co., it has been 
announced by C. L. Leighton, divi- 
sion manager. 

Mr. Rowe is a recent graduate of 
the University of Arkansas where he 
received his degree in electrical engi- 
neering. He will fill the position left 
vacant by R. K. Wilson, who was 
named asistant manager of the Nash- 
cille office several months ago. 

Mr. Rowe was formerly associated 
with Southwestern’s engineering office 
at Fayetteville. 

a 


Tomic Sales and Engineering Co., 
Detroit, manufacturers of ‘Thinwall 
Connectors and Couplings, has an- 
nounced the appointment of the fol- 
lowing representatives and the terri- 
tories they will cover: Glenn H. Ar- 
nold, Atlanta, Ga., Alabama and Geor- 
gia; Chilton and Chilton, Jackson, 
Miss., Arkansas, Louisiana, Mississippi, 
and Western Tennessee; Joseph N. 
Crevasse, Jacksonville, Fla., Florida; 
James W. Carroll, Charlotte, N. C.., 
North Carolina, South Carolina, and 
Eastern Tennessee. 

a 


THE APPOINTMENT Of Lester Geis, 
architect and designer, to the New 
York office staff of Garden City Plat- 
ing & Manufacturing Co., of Chicago, 
was announced by George B. Kurtzon, 
president of the company. This firm 
is one of the largest producers of 
lighting fixtures, reflectors, metal 
equipment and store fixture hardware. 

A graduate of Carnegie Institute 
of Technology, Mr. Geis has been as- 
sociated with Norman Bel Geddes 
and Van Doren, Nowland & Schla- 
dermundt. He has directed the in- 
terior design of Macy’s Flatbush 
store, the Ellis Stone store in Greens- 
boro, N. C., and other department 
and chain store units. 


Two manufacturers representative 
appointments have been announced 
by Johnson Fan & Blower Corp., of 
1319-25 W. Lake St., Chicago 7, II1., 
manufacturers of Healthaire products, 
which includes ventilating equipment 
of all types, ranging from attic fans 
to heavy duty centrifugal fans for in- 
dustrial and commercial installations. 

S. C. Stockdale Co., of 688 N. 
Highland Ave., NE, Atlanta, has 
been named representative for the 
Southeastern area. 

J. V. Folsom Co., 301 N. Market 
St., Dallas, Texas, will represent the 
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ARMOR ROD CLAMPS 


Clamp bodies are a special silicon aluminum alloy having excep- 
tionally high tensile strength and corrosion resistance. No. R-101 
has pure copper liner bonded by special process in small groove. 
Large groove for #6 to 1/0 ACSR over armor rods. Write for 
Bulletin No. 25 giving full data. 


. = — H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICHIGAN 








For 3%-inch Boxes 





A compact, 10 Ampere switch in one-piece bake- 
lite housing which serves as box cover — No 
mechanism in box. Handle in protected position to 
avoid accidental knocks which can harm switch 
mechanism. Large terminal screws, ample for No. 12 
wire. Pre-loaded contacts for long life, smooth opera- 
tion. Available in single pole and three-way, T-Rated 
and Non-T-Rated types, also for oil burner. 








Consult your P&S Catalog for complete information. 
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Cord and cable grips for portable 
wiring offer a complete line of 
substantially built fittings for 
heavy duty service. The standard 
types shown have aluminum 
body, aluminum compression 
nut, and single hole rubber 
grommet. Two and three hole 
grommets can also be furnished. 

Angle types are available; also 
female bodies with or without 
chase nipples; also with serrated 
body for mounting in sheet metal 
panels or cabinets. 

Compression nuts with split 
clamp, with hose attachment, 
with extended handle, or with 
cord protecting spring are avyail- 
able. Couplings for flexible con- 
duit can be supplied. 


Consult your Pylet Catalog 
1100 for complete listings, 





x THE 
PYLE-NATIONAL 
as COMPANY 








Johnson corporation in the states of 
Texas, Oklahoma, Arkansas and 
Louisiana. 

& 


Appointment of Frederick P. Com- 
bier as sales manager and Robert C. 
Cassidy as chief engineer for Uskon 
electrical heating panels was announc- 
ed by C. W. Higbee, manager 
of the wire and cable department, 
United States Rubber Company. 

Both men will make their head 
quarters in the company’s New York 
offices at 1230 Avenue of the Ameri 
Cas. 

. © 


At a recent mecting of the board 
of directors of ‘he Miller Company, 
Meriden, Conn., Albert T. Bergeron 
was clected a vice-president of the 
company. 

M:. Bergeron’s association with 
The Miller Company covers a period 
of twenty-four vears. He began with 
the company in a sales capacity in 
the Northwest territory. He was 
made district sales manager of the 


A. T. Bergeron 


West Coast territory in 1937, op 


erating out of San Francisco. In 
1946 he was made sales manager of 
the company’s Illuminating Division 
with headquarters in Meriden. In 
1947 he was appointed to the post 
of manager of the entire I|uminat- 
ing Division of the company. He 


will continue the direction of sales 
and over-all operation of this impor- 
tant company division. 


& 

Two appointments in the sales de- 
partment of the Westinghouse Meter 
Division, Newark, N. J., were an- 
nounced recently by L. C. Blevins, 
sales manager. | 

John M. Nelson, who was formerly 
in charge of relay sales, became man- 
ager of meter sales and J. F. Chapman 





NON-METALLIC — BX. 
& GROUND WIRE 


Sold Thru 


Your Local Wholesaler 








ATLANTIC CONDUIT 
FITTINGS CO, 


BOSTON, MASS. 






















MANY TYPES AND SIZES 
WRITE for 54-page illustrated catalog 


Southern Representatives: 
Verlyn H. Branham 
180 Interlocken Drive 
N. W. Atlanta, Ga 


P. Lumpkin 
248 Tranquil Ave. 
Charlotte 3, N. C. 
COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHIO 
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1354 N. Kostner Ave., Chicago 51, Ill. 
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DOWN SOUTH—Harold Hey, right, manager of wiring device sales for the 
Bryant Electric Co., of Bridgeport, Conn., was a recent visitor in the South. 
getting first-hand information on the wiring materials market. With him. 
at left above, is Cullen F. Adams, who represents Bryant in the Southeast. 


Wiring 
Adequacy 
(Continued from page 40) 


will be immediately demanded 

3. Recommend that wiring be put 
in that will handle future load. 

+. Do a job of which vou can be 
proud. 

By doing this, Poole reports “we 
have found ourselves busy when .a 
lot of contractors have been loafing.” 
Power Men 
Confer 


(Continued from page 46) 


tries which have adopted collectivism 
or socialism first have taken over thei: 
biggest industrics. When the forces 
which believe in these ‘isms’ get in 
power, they stay there.” 

The speaker declared that, “We in 
America can stay free as long as we 


succeeded him as manager of relay 


sales. 


Mr. Nelson joined the company 
in 1926, and a year 
22 vears of service in the meter di- 
vision’s sales department. He was 

} n°? 
appointed relay manager in 1936. 


Mr. Chapman has been with West 
inghouse since 1930. After three 
vears in the company’s railway test 
department, he was assigned to the 
meter engineering depart 
ment where he has served in various 


later began his 
division 


capacities. 


have the will to remain free, but we 
must be alert and not sell ourselves 
to the forces which lead to collectiv 
ism or socialism.” 

He advocated the continuation of 
polls and surveys by public utilities 
and other emplovers to find out what 
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NO KINK ‘ 


FISH TAPE ' 





For Aluminum and : 
Steel Conduit , 


Pushes and pulls around »6 





four 90 bends in alumi- 





num conduit and six in @ 
steel with case. Rust proof 
aircraft control type cable. @ 


coil spring covered, will not 
kink, break or gouge. Slips e 
past boxes and conduit 
ends—no curling—requires © 
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SHUTTER 
WITH ALL THE 





fewer boxes and fittings. 
Lengths 25—50—100 feet. @ 


FEATURES 











CLAMP-IN BOX SUPPORTS ° 


Quickly installed in any kind of — e 


wall — sheet-rock — _ beaver 
board — lath and plaster — : 
wood — metal lath, etc. Holds . Aluminum 


switch boxes firmly without 
screws or nails. A great time ¢ 





: IT TAKES THE LOAD OFF THE FAN! 


louvers 
operation. New heavy reinforcement strip adds strength and 
long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shroud protects shutter 


FRONT VIEW—CLOSED 





open fully, permitting capacity fan 


saver. ° " . ° .- 
nes e from high winds. Tie-rod, brackets and bearings inside frame, 
Polyvoltester Super Expansion - Anchors not exposed to weather. Special finish resists corrosion. Many 
Snap-in-Blanks Hole Cutters e other feature 

wine-up Washers Solder Dippers  resvures. 
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2340 W. LAFAYETTE BLVD. - 


WRITE FOR NEW AIR-FLO CATALOG 43-B 


Illustrations and details of the complete Air-Flo line. 


Air Conpitioninc Propucts Co. 





DETROIT 16, MICH. 














WRITE FOR 
ATALOG 5LC 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRD-ES * CINCINNATI 2, OHIO 








CORDS AND CABLE 


With The Dupont 
eo poenet 










Flexible ... Tough... 
Long Lasting .. . De- 
pendable. Coils easily, 
does not kink or tangle; 
withstands hard usage, 
resistant against heat, 
grease, oil, chemicals 
and abrasions. These 
features mean lower 
maintenance cost and 
safer operation. 
















Write today for 
name of nearest 
distributor. 


Warehouse Stocks 
in principal cities — 





shea INSULATED WIRE CO. 


SIxT SECONI T*los 


ANGELES 1, CALIF 
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a majority of the people are thinking. 
The national polls failed to indicate 
how the national elections were go- 
ing by only a margin of 5 per cent, 
but “such a margin of error would 
not be important in a survey of public 
opinion indicating what our custom 
ers think about collectivism, socialism. 
or Communism,” Mr. Vennard de- 
clared. 

Mr. Vennard then emphasized the 
importance of keeping employees in- 
formed on the fundamental principles 
of Americanism and public utility 
problems. 

J. Y. Wheeler, of Ardmore, Okla , 
a recently retired public utility execu 
tive, declared that “it is sometimes 
possible when we are getting along 
well to forget that the people we serve 
are as smart as we are. When a com 
pany’s public relations are bad you 
can go into the manager’s office and 
sec the reason why, if he is sitting on 
his haunches or out on the golf course 
half of the time. When you have 
nothing but ‘bull’ to give out, you 
may have to take it back and you may 
have to eat it.” 

Mr. Whecler said that all em 
plovees should know something about 
what they are doing and why they arc 
doing it. “You should find out if 
they are in the right positions, and if 
not, put them there. You cannot win 
a franchise election with Main Street 
votes alone, so don’t try to be at 
the head of every: civic organization 
in town. True, you should co-operate 
with them, but let others run them. 
The Main Street crowd does not con- 
stitute a majority of vour customers. 
You need to meet your customers and 
know what they are thinking and let 
them know about your problems and 
vour business.” 

Other speakers included: Joseph 
Bowes, Tulsa, president, Oklahoma 
Natural Gas Co., who talked about 
the spending sprees of governments 
which “if we do not check will de 
stroy our liberties”; Flaine D. Barnes, 
attorney, Tulsa, who talked about a 








SALES MANAGER WANTED 
Large distributor of electrical supplies has 
opening for energetic young man who has 
ambition to become part of management. 
Applicant should have thorough knowledge 
of electrical supplies and contractor selling 
and experience in Electrical Jobbing busi- 
ness. Must have successful sales record and 
be capable of developing sales promotior 
plans and of managing and directing a young 
aggressive sales force. Our own organization 
has been informed of this ad. All replies will 
be kept strictly confidential. This is a rare 
opportunity for the right man. Address reply 
to; Box 632, Electrical South, 806 Peachtree 
Street, N. E., Atlanta 5, Georgia. 











recent trip she took to Europe; and 
David L. MacFarlane, president, Kan- 
sas State Teachers College, Emporia, 
Kan., who was the principal speaker 
at the annual banquet and talked on 
“The American Heritage.” 

The Gas and Electric Divisions of 
the Association elected chairmen for 
the coming 12 months. They were: 
Electric Division, T. P. Tuepker, di- 
rector of public affairs, Public Service 
Company of Oklahoma, Tulsa; Gas 
Division, Richard W. Camp, vice- 
president and chief geologist, Conso- 
lidated Gas Utilities Corp., Okla- 
homa City. Other 1949 officers of 
the association were elected at a meet- 
ing earlier in the year. 


Adequate Wiring 
—by R. W. Wilson 


(Continued from page 31) 


the average display, and unless you 
can excite some interest in three sec 
onds, your opportunity is gone. 
Where the floor arrangement is by 
booths, width is more desirable than 
depth. Color is also an attribute to 
a good display. Generally, color 
should be in keeping with the season, 
warm colors being used in cold weath- 
er, and cool, soft tones in warm 
weather for backgrounds and trim. 
There are exceptions to this rule, but 
the exceptions prove the rule. 
Pamphlets and folders are valuable, 
if used with discretion. ‘To make 
the most effective use of such pieces, 
they should be handed out to people 
who indicate interest. Pieces that 
are laid out so that they may be 
promiscuously picked up, are general- 
ly speaking, a loss. Furthermore, 
handing folders to people gives you 
an opportunity to introduce yourself, 
learn their names, and thereby pick 
up a prospect list. Good prospect 
lists can be obtained from such con- 
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Cibo 


Anti-Corrosive Paint 
for 
Galvanized Structures. 


Including Fences, 
Applied in a single coat 


Sabo inc. 
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CARBONIZED 


PAYROLL 


TIP-ON-VELOPES 


TIONS 
ome ¥ om 


@ Timesavers 


@ Less Work! 





@ More Protection! 


@ Free Samples! 





Cut your payroll in half with car- 
bonized Tip-On-Velopes. They provide a permanent rec- 
ord of tax deductions, wages, etc. A signed receipt for 
extra protection. Write for free samples. 


ATLANTA ENVELOPE CO. 


Post Office Box 1267 
ATLANTA 1, GEORGIA 

















Quick-Operating 
Automatic Shutter 





A shutter that opens the instant 
the air current starts, and closes 
tight when the air current stops. 
No flapping or fluttering in be- 
tween-times. Weather-stripped so 
that louvres fit snugly. Sizes 8” to 
72” square—also rectangular. 


PROMPT SHIPMENT 
OF STANDARD SIZES 














“Echo” Automatic Ceiling Shutters 
Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvres being operated by the suction of the fan. 


ELGO SHUTTER & MFG. CO. 


2738 W. WARREN DETROIT 8, MICH. 
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This die-cast resilient 
mount, with precision- 
iimatlclel-laiiti- eee tmelal— 


reason Hoover Motors 


run so smooth, so quiet. 















Yes—even under the toughest condi- 
tions of continuous operation, Hoover 
Motors run smooth, quiet and cool. 


Into each one goes the same engi- 
neered efficiency that has made the 
Hoover Cleaner world famous for 
forty years. 


National advertising and word-of- 
mouth praise is spreading the news: 
Hoover quality is now available in 
electric motors for home workshops, 
garages and farms. And your custom- 
ers will be asking for them. 


When they do, you'll want to be 
able to serve them. So if you don’t 
already carry Hoover Motors, write 
us today for full details. 





HOOVER 
1 OM WO) t 


% to 1¥2 H. P. 
Divis on 
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Product of 


‘ The Hoover Company 
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tacts, but diplomacy should be used 
so that you do not scare people awa\ 
from vour display. 

Last, but not least, have someone 
in attendance at the display who is 
familiar with the subject matter of 
the displav and who can answer ques 
tions intelligently. 

If thev are worth doing, thev are 
worth doing well, and displavs well 
done “pay off.” 


Adequate Wiring 
—by R. P. Hill 


(Continued from page 31) 


came to sce the show at the samc 
time, thereby creating a peak condi 
tion that made it difficult for the ex 
hibitors to give individual attention 
and to answer questions. ‘This con 
dition, coupled with other distractions 
always found at a fair, made it ex 
tremely difficult to do anything more 
than show the exhibits. 

Exceptions to the foregoing were 
the classes of GI’s taking on- the-job 
farm training and FFA _— groups 
brought to the tent in groups at slack 
periods. Complete lectures were giv 
en these groups. 


Ve have concluded that if an ex- 
hibit at a fair is to pay off it must: 

1. Be animated—a traffic stopper. 

2. Get a message over in a hurry— 
show window fashion. 

3. Have an aggressive attendant, if 
an attendant is required. 

4. Include a method of securing 
the name and address of an interested 
person so that personal follow-up calls 
can be made. 

5. Stick to one subject. 

We plan to observe the above rules 
in planning future displavs of any 
magnitude; but we are also conside: 
ing using inexpensive self-serving dis 
plays at all fairs because we believe 
that fairs, with their large attendance, 
afford us an opportunity, that we can 
not afford to overlook, to keep ou 
name and our service before the pub 
lic. 


School House 
Lighting 


22) 


(Continued from page 33 


and had a reflection factor of 10 pei 
cent instead of 35 per cent, then the 
foot-lamberts brightness of the desk 
would have been + instead of 14. The 


ratio of the page to the unfinished 
desk would then be 29.6 divided by 
4+, or 7.4, which is more than twice 
the I.E.S. limit fo- comfortable see 
ing. 

In the table, Figure 2, other bright- 
ness ratios are given for a typical class 
room at Calvert School after relight 
ing. In each case the ratios compare 
favorably with the standards set by 
the American Standard Practice for 
School Lighting sponsored by I.E.S. 
and A.A 

These points are emphasized in 
order to show that just lighting fix 
tures and foot-candles alone cannot 
and will not produce the best visual! 
environment unless all the other furn 
ishing and finishes in the room are 
treated as a composite part of the in 
stallation. While science has not vet 
produced conclusive proof data as to 
the numerical values of lighting and 
seeing characteristics, much general 
evidence has been provided, and w« 
have come a long way to better con 
ditions by applving the brightness 
ratio concept of illuminating engi 
neering. ‘These principles were ap 
plied in planning the Calvert School 
installation, and the satisfaction achiev 
ed justified the standards indicated. 





5/8'x 8' GALVANIZED 


GROUND RODS 


Steel ground rods, with one end pointed for easy driving, 
and hot-dip galvanized for extra protection. %”x8' carried 
in stock ready for immediate shipment. Can furnish other 
sizes and lengths if quantities sufficient for production. 


ATLANTIC oa eel, Ua hy 
P.0.B8OX 1714 ATLANTA 1.GEORGIA 


nomore FIELD VARIATION 


FORYOUR MOTOR BRUSHES 


WITH HELWIG CUSTOM-MADE BRUSHES — 

® You get brushes precision-shaped at the factory. 

® You pay no more. 

® You save shutdown time required to cut down so-called 
““standard"’ brushes. 

Call the Helwig office near you for complete information. 








FEATURE 
THE FAVORITE . 
NALCO "e5° LAMPS 


Popular demand means repeat 
business! For initial installation 
or replacement, fill your orders 
Promptly by maintaining a full 
stock of Nalco Infra-Red Lamps. 
Especially designed for mainten- 
ance, and production drying 
lines, Nalco Infra-Red Lamps have 
long- lasting carbon filament and 
sealed reinforced base—give con- 
sistent, dependable satisfaction. 
Nationally advertised. 


NORTH AMERICAN 
Electric Lamp Co 


For INDUSTRIAL PLANTS, 
AUTOBODY SHOPS, SIGN 
SHOPS, WOOD WORK- 
ING PLANTS—and pro- 
cess and production fin- 


e IMPROVED COMMUTATION 
e MORE UNIFORM WEAR 
e LOWER OPERATING COSTS 


You get all three, thanks to 
MULTIFLEX Brushes’ uninterrupted, 
better contact, reduced circulat- J 
ing current, even wear. y 





ishing in many industries. 
Nalco Infra-Red Lamps 


are available in a Atlanta : 316 Walton Bidg.; La. 7202 
variety of styles, in Okichoma City _ 323 NW 2nd St.; Tel.: 2-6881 


either inside -alumi- 
numed or clear glass Houston 


1101 Chenevert; Ch. 4-6549 


type. St. Louis 1913 Washington Ave.; Ch. 6510 


CARL HENRY 
170 Ellis Street, N. E. 


El Paso 708 N. Piedras St.; Main 7845 


Attenta, Gs. HELWIG CO., Carbon Products 








1041 Tyler St. Makers of Multiflex and Transert Brushes 


St. Louis 6, Mo. 
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Household and Commercial Appliances 





FORGOTTEN ART (?)—Dealers can sell appliances by 

showing and demonstrating them in the store, but nothing 

takes the place of a thorough demonstration in the pros- 
- 

pect’s home. Only a few veteran salesmen have had this 

experience—the new ones will require careful training. 


Martha Jane’s Melody Lane 


ALSO IN THIS ISSUE: How to Check Your Service Costs 

















the market. Everyone is a profit maker for you and means 
a satisfied customer for your business. The AH New LAU 


fan line combines efficiency with economy... handsome 


e’s the finest selection of quality, low cost fans on 


appearance with quiet, trouble-free service . . . outstand- 


ing performance backed up by Certified Ratings. It's the 
combination that dollar for dollar . . . feature for feature 
offers you the best buy in the field. Get your order in now! 


A Complete New Line of Yhtledte FANS 
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New style construction makes the Panel Unit strong 
and sturdy . . . quick, easy and inexpensive to install in 
homes, stores, apartment buildings, factories, etc. There 
are four sizes, 30”, 36”, 42” and 48”, with discharge 
capacities to meet any requirement. For long service and 
quiet, efficient operation they can’t be beaten. 
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An outstanding new addition 








PARRA 








Here’s the easiest Window 
Fan to install that can be 
bought! Just a matter of 
minutes to have soothing, 
cool relief from summer 
heat. Fits any window simply . . . easily. Will cool an 
entire small home or apartment. Thousands of people 
WANT a LAU Window Fan this year! Available in two 


sizes, 24” and 30”. 


PORTABLE 


New and improved design 
puts the Portable in front 
of the field. The P-18 is 
equipped with plastic ad- 
| justable side expanders that 





to the famous LAU Fan line. Hild kg enable it to be used in any 
The Rancher is especially de- u window quickly and effi- 
signed for homes of low- a ciently. The P-18, without 
pitched roof construction. It’s — i side expanders, becomes an 
tops in efficient... lowcost |— | absolute all-around marvel. 
cooling. Quick ...easy... | Stand it up... lay it down. 
economical to install and op- | Put it on the table, floor, 
erate. Mounted horizontally to | ledges or anywhere. Per- 
Available in two sizes, | discharge upward and out- | forms in any position, 
30” and 36” ward. A complete Package © Quiet, vibration-free, light 
Unit with superior features. i and compact. 
Write Today—Dept. “E”—for Complete Information. 
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x/TWO BIG PROCTOR GIFT OFFERS 


to increase your iron and toaster sales! 






BEAUTIFUL 3-PIECE 
PROCTOR-MAID TRAY SET 


Combines both gift and personal appeal! 
Big 16-inch, heavy-gauge aluminum tray 
with “flame” design rim; center insert of 
cork is colorfully decorated in peasant 
pattern. The two pastel-colored covered 
dishes are made of underglaze pottery, 
marked for jam and butter. All tray sets 
shipped beautifully gift-wrapped. 





SAVES YOUR S 
CUSTOMERS GP— 


with the purchase of a 
Proctor #1468 Toaster 


SAVES YouR $90 


CUSTOMERS -_ 


with the purchase of a 
Proctor DeLuxe Toaster 





*Proctor #1481 Toaster..... $22.00 Proctor #1468 Toaster... .. $15.95 
*Proctor-Maid Tray Set... . . 9.95 *Proctor-Maid Tray Set... . . 9.95 
Total Retail Value ..... $31.95 Total Retail Value. .... $25.90 





BOTH FOR ONLY $19.95 
*Beautifully gift-wrapped 


BOTH FOR ONLY $25.95 
*Beautifully gift-wrapped 








PROCTOR | 
CASIER IRONING KIT 


$2.95 worth of merchandise! You offer 
it to your customers free of charge! 


Jiffy elastic slip-on ironing board cover. 
Handy press mit for shoulders, etc. Col- 
orful plastic sprinkling bottle. Plastic 
sheet for dampened clothes. Tailor’s 
press cloth. 52-page illustrated “Ironing 
Can Be Easy” book. All six items (value 
$2.95) free to Proctor Iron buyers. 


YOU OFFER KIT FREE 


WITH THE PURCHASE OF A 


PROCTOR 


Champion IRON 
P L€ 


at retail price of $12.95 —<€ 





YOU OFFER KIT FREE 


WITH THE PURCHASE OFA _. 


PROCTOR : 
Never-Lift IRON 
at retail price of $14.95 


| 4 FR 0 CT 0 R Foctical Appliances 


PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PA. 
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UsE EVERY MEANS to pull traffic to 
and through the store. Then see 
that each selling fixture, each display, 
and every part of the store conttri- 
butes toward closing a sale while the 
customer is there—and inviting the 
customer to come back. 

That’s the design for selling em- 
ployed by Martha Jane’s Melody 
Lane, a new radio, television and rec- 
ord store opened February 1, 1949, in 
New Orleans. Nick Gunther, man- 
ager of Martha Jane’s Melody Lane, 
believes in getting the traffic through 
wise choice of location and by con- 
tinuing promotions to bring them in; 
then setting up a design for making 
the store itself sell the customer on 
entering, staying, buying, and return- 
ing again. 

Martha Jane’s Melody Lane is lo- 
cated where the traffic comes natural- 
ly. It is next to the biggest super 
market in the world (according to A 





& P officials), a mammoth affair 
whose very massiveness and whose 
low prices lure thousands of house- 
wives past the Melody Lane doors 
every day. 

Everything in and outside Martha 
Jane’s Melody Lane has been planned 
with one thing in mind: higher sales. 
Most of the displays and fixtures were 
custom made with this end in view. 

The store is owned by Reggie Bre- 
sette. It is named for his pretty 
daughter, Martha Jane Bresette, who 
greets customers from behind the 
counters every day. Nick Gunther, 
an experienced appliance man, man- 
ages the store. 

“The most important point of this 
store,” believes manager Nick Gun- 
ther, “is its design for selling. We 
have gone about designing the store 
for selling with two things in mind. 
They are: (1) getting the customer 
in and making it easier for him to buy 








Some of the features which actually invite the customer to visit the store 

are the self-service record racks, left, being shown by Martha Jane, and 

the big desk and leather chair, right, where stamps are sold and free 
writing material and telephone service provided. 
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by David Markstein 


than not to buy. And (2), making 
him like the store so that he will come 
back.” 

The first part of this two-point de- 
sign plan for selling is taken care of 
by an up-to-the-minute outside design 
and by specially planned display racks, 
cases, and layouts. They include: 

. . . Self service record racks that 
show a maximum number of records. 
Easily visible and easy to reach for, 
the displays have three tiers. The 
bottom tier is vertical. On it are dis- 
played record albums— it’s fully wide 
enough. Above this are two slanting 
rows, on which record albums are 
similarly displayed. Sometimes, Mr. 
Gunther uses these for single record 
displays. 

“These racks are planned to show 
every record and album easily— 
there’s no squinting, squatting or 
stooping to see them,” Mr. Gunther 
says. “They are easy to handle, too. 
That’s important in any self-service 
display. The customer can see and 
find the records and albums in sec- 
onds.” 

. . . Other self-service racks design- 
ed primarily for individual records. 
“The idea in these,”” Mr. Gunther re- 
ports, “is to show a maximum num- 
ber of records. This we’ve done by 
stacking them vertically, row after 
row. They are at eye-level, again so 
they will be easy to see and easy to 
reach.” 

. .. A radio “island” display that 
combined an_ ultra-streamlined mod- 
ern look with easy visibility for a 
model 


maximum number of _ table 
radios. 
“We believe that the customer 


wants to see and handle the radios,” 
Mr. Gunther says. “This island lets 
him do both. The shelves are far 
enough apart to allow each radio to 
be seen. The streamlined look at- 
tracts attention to the island. Like 
most of the other displays in Martha 
Jane’s Melody Lane, this was custom 
made to fit our ideas of design for 
selling.” 
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Martha Jane’s Melody Lane has 
concrete provision, too, for taking 
care of the second aim of the design 
for selling—making the customers 
want to come back. The store gim- 
micks that work toward this end in- 
clude: 

.. . A writing desk in the front of 
the store. “This may sound incon- 
sequential and maybe even silly,” 
explains Nick Gunther, “but we have 
found it an excellent good will build- 
er. We have a heavy traffic flow 
past the doors. It’s mostly women 
going to shop in the big food super 
market next door. While they’re out, 
they often need to write something. 
Well, they come here.” 

The writing desk is completely 
equipped. There is free stationery, 
free pens, free ink. And there is a 
stamp machine on the desk. “We 
make no profit on the machine,” Mr. 
Gunther says. “Our profit comes 
from the good will it builds. Most 
stamp machines sell four cents’ worth 
of stamps for a nickel, or nine cents’ 
worth for a dime. This one shells 
out a full five one cent stamps for 
a nickel. It isn’t meant to produce 
profit in itself.” 

. . . Comfortable easy chairs scat- 
tered through the store, and a loung- 
ing “nook” where more expensive 
radios and the television sets are dis- 
played. 

“When a man buys an expensive 
radio, he likes to look it over and lis- 

(Continued on page 111) 


Top, easy, eye-level visibility for a 
maximum number of albums consti- 
tute this custom-made design for sell- 
ing. Middle, higher priced radio and 
TV sets are displayed in this comfort- 
able, knotty pine-panelled “nook.” 
The man with the proud grin, sitting 
on the restful sofa, is Nick Gunther, 
manager ef Martha Jane’s Melody 


Lane. Below, this island display stand 

was also custom-designed to attract 

attention to the inexpensive traffic 
radios and phonographs. 

















Let Her 
Plan the 
Kitehen! 


by Albert-S. Keshen 


ELECTRICAL kitchen floor planning 
units set up in small scale models 
and drawn according to customer’s 
individualized specifications by the 
store’s draftsmen are helping the Kit 
chen & Bath Shop’ of 1332 G Street. 
N.W., Washington, D. C., to build 
up a steadily incté’sing trade with a 
discriminating clientele. The store’s 
merchandising philosophy is that if a 
prospective buyer tan actually see how 
her appliance units are arranged the 
way she wants them, sales resistance 
is diminished by this visual picture. 

“We have found that the custom 
built sales approach is a much mo 
dramatic presentation than the pack 
age umit idea,” said William S. Mir 
man, vice-president of the compam 
“Under this method, we incorporate 
the customer’s general objective on 








The Kitchen and Bath Shop have lowered sales résistance 
of prospective customers by preparing model set-ups of 
how their kitchens will actually look when completed. ‘Or, 
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the drawing board. ‘The custome: 
gets a plan and elevation blueprint o: 
she can see the model set up. _ If 
she prefers, we give her a photograph 
showing how her kitchen will look 
when completed. 

“We have gone to great pains to 
explain our procedure in all our pro 
motion, and on the first point of con 
tact by our salesmen,” added Mr: 
Mirman. “The customer has hei 
choice of brands and models. If she 
specifies a line we are only too happy 
to oblige and present the standardiz 
ed set-ups of this company. But if 
she wants a layout to conform to 
her furniture, room contour, or for 
any other reason, we are only too glad 
to offer our personal counsel and ser\ 
ice to keep her satisfied.” 

Under this arrangement, the sales 


Pees gree 





Above, William S. Mirman, vice- 
president of the Kitchen and 
Bath Shop, helps a customer 
plan her’ personalized model 


kitchen. 


man when calling at the home ob 
tains the preliminary information 
such as appliances desired, price range 
and quality, and the measurements of 
the kitchen or bath. Then he re 
turns to the store and files this data 
with the planner who is an experien 
ced draftsman. ‘This man studies the 
figures and breaks them down to scak 
on a plot map. From these specifica 
tions, he sects up his model with small 
replicas of the appliances arranged t 
the custome:’s choice 
Ihe prospective buyer 


+ 


come to the store to look over th 


is invited te 





if the customer prefers, photographs are made similar to 
the two above, which give a visual picture of the actual 
arrangement of the kitchen. 
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Left, Jack W. Golden, building -ep- 
resentative, works on a_ kitchen 
design based on information sup- 
plied by a customer, and Phillip 
Fox, an experienced § draftsman 
with the Kitchen and Bath Shop, 
studies specifications from which 
he will set up his model of small 
appliance replicas. Below is an ad 
run in a local newspaper featuring 
a particular type of equipment. 




















model and compare it with othe 
models similar to it, or to studs 
photographs of these models. If the 


prospect is unable to reach the store, On This Famous Make 42" All-Steel 


then a picture of the model is taken 


to her 
This mimiature set-up gives an im a S | N % 
0 ca mediate eye picture of a kitchen set A 
to individual dimensions and _ instal f <= , T N T 


led with ranges, refrigerators, deep 
‘List Price $112.50 
Now Only! 


$79 





freeze units, sink and wall cabinets, 
ind shows where the windows are, en 
trance, and other practical bits of in 
“formation. 

Few of these models are alike. In 
most cases thev are put up, inspected 
ind judged, and then torn down 
This feature of change is particularly 
ipplicable to a transient center at the 
Nation’s Capitol with its heavy in 
flux and outgo of population with | 

























most of the home dwellers preferring 

















to have the old fixtures displaced by NO DOWN 
those of their choice. PAYMENT 
Customer reaction to this type of ® FULL 42’'x25” SIZE i , 
retail salesmanship has been highly ® CHROME SPIGOTS.AND This famous make 
favorable thus far, Mr. Mirman re SPRAY sink. is designed espe- 
ports. He finds that most persons @ STAINLESS STEEL CUP cially to save space ; 
have their own ideas as to styles and STRAINER ond give. tie, emu 
ippearances of wall and base cabinets ° rea 
‘aa other fixtures, and that they ex CABINE pean a mum. @fficieneyi ire ae Sew romlatiane abe a 
; press their appreciation over thei: © LINOLEUM-LINED enome! finish over stainless ‘steel, Drower and 
q ability to see the entire unit at a DRAWER DIVIDED FOR generous cabinet ‘Space, divided for Shee 
glance rather than having to rely on CUTLERY venient storage: . Seppe enceotonds nial 
| word description. Furthermore, it 
; leaves them satisfied from the very be Pp FREE KITCHEN ==" 
y ginning, and there is no need for the PLANNING SERVICE 
fuss or bother of making exchanges I's easy to Irensfoem your kitchen 
F or refunds. eee ae 
a 6 ; : wt, end at ne cox? or obliga- 
he Kitchen & Bath Shop depends myer pear nent ed 
upon heavy interior and exterior dis 








plavs as well as a three-pronged solici 
(Continued on page 112) 
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HOW TO CHECK 


Your Service Costs 


by Arthur Roberts 


Many electrical merchandisers lose 
on service and repair jobs or do not 
earn enough profit on them because 
they fail to cost these sales separate- 
ly from merchandise or try to cost 
this business the same as merchan 
dise. 

Selling prices on service and repai 
jobs are costed in two ways: 

(1) Each sale is costed in advance 
for labor, materials, overhead expense 
and net profit; then the price is quot- 
ed to a customer and after the job is 
completed, the actual cost is checked 
against estimated costs to determine 
profit or loss. 

(2) Each sale is a flat-price quota- 
tion, no costing is required before- 
hand; but, here too, it is necessary to 
cost the work afterward to determine 
the profit or loss on the job. 

Repair Job Margin 

If the electrical merchandiser does 
not cost these sales separately, or if 
he uses the margin he figures on mer- 
chandise to arrive at a selling price, 
he may go far off the beam on anti- 
cipated profits because the margin 
earned ons merchandise is not a de- 
pendable ratio to use on service and 
repair jobs. 

We have devised a simple system 
for electrical merchandisers—a system 
that will enable them to cost theiz 
service and repair jobs and provide a 
permanent backlog of experience fig 
ures upon which to base estimates on 
subsequent work or fix flat prices. 

Forms 1 and 2 are recording gad 
gets that will help you earn maximum 
profits on service and repair jobs. 

Form 1 is the Service Record Sheet 
to be filled out on each job. Make 
two copies of this form, one for the 
serviceman, one for the office. Omit 
costs from the serviceman’s copy. 
Compute costs after the work is com- 
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pleted and the serviceman fills in all 
the particulars. 

Write in the customer’s explana 
tion or your diagnosis of the work to 
be done so that this form serves as 
an order sheet, cost record, work sheet 
for the serviceman, and billing copy 
on charge sales. C stands for charge, 
G for guaranteed service and NC for 
no charge. Check the terms of sale 
Dealers selling appliances with a serv 
ice guarantee should have a special 
account for NC calls to keep close 
check on this cost. These calls should 
be costed the same as others. 

Compute mileage to and from job. 
You pay your servicemen for the time 
spent in transit, so charge up the cost 
for this time on outside calls. Many 
electrical merchandisers figure only 
the hourage on the job, which is one 
loss-leak that short-circuits profits. 
Where work is brought back to the 
shop for service, the pick-up time 
should be figured in the cost of that 
job. 

Service record sheets are filed each 
month in a service record envelope 
(Form 2), on the face of which the 
month’s work enclosed is summarized 
for labor, materials, labor hours, mile 
age, and sales. The monthly sum 
mary also shows the margin of profit, 
overhead expense allotted to the serv 
ice department, and net profit. If the 
net profit is below expectations, check 
back. Here’s how. 


How to Check Results 


Start with the overhead percentage 
as shown on the face of the service 
envelope. Say it figures 30 per cent 
of sales. Check each service job 
against this percentage. Say you 
charged a flat price of $30 for a re- 
pair job on an electric refrigerator, us 
ing $11 in materials and 6 labor hours 
costing vou $9. You can determine 


what your profit was on this job with 
this simple calculation: 


30 per cent of $30 selling 
a ME Ee Lr $ 9.00 

Materials used 11.00 

Labor—6 hrs. at $1.50 9.00 


Total cost of job ..... $29.00 
Prof on feb ....... 1.00—3.3 % 


Selling price of job . .$30.00 


You earned only 3.3 per cent net 
profit on this repair job—not enough 
Operating costs vary for dealers. Some 
experience a higher ratio than 30 per 
cent. Others may do business on less. 
However, the dealer who figured his 
overhead expense at 30 per cent 
would more than likely net more than 
3.3 per cent profit on sales of electri 
cal merchandise if he took advantage 
of the margins prevalent in this field. 
He can’t be so sure of himself on 
service and repair sales because of the 
unstable labor factor, which he 
doesn’t have to worry about on 
straight merchandise Unless 
the dealer keeps a close check on job 
costs, he may lose considerable money 
on labor and not realize it. 

By analyzing all service and repair 
jobs by means of the foregoing cal 
culation at the end of each month, 
and using forms to cost each job 
separately, the dealer can trace profit 
or loss to source. If analysis shows 
that many jobs have been handled at 
too low a net profit or a loss, then the 
dealer should try to cut service de- 
partment overhead expense, get great- 
er efficiency out of the servicemen by 
better routing of service calls, or by 
the use of better equipment or in- 
crease prices. By checking the time 
spent on service work, the dealer can 
get a good idea of the average time 
required to do the work and _ gear 
his selling prices to a profitable level. 

If an unusual condition delayed the 


sales. 
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serviceman, he should write an ex- 
planation under “Remarks.” If cer- Gevdien Deseed Shue 
tain jobs are more susceptible than 
others to irregularities that delay the 








work, the dealer should know it so itis hie 
0) @ that he can make allowance for such 
hazards in his prices. Pr a Job No. 
The use of costing forms and their 
monthly analysis will help the dealer —_— oo on 
set up standard costs on the different 
types of service work so that he can Explanation of service needed 


get profitable results, not only on 
time and materials estimates but on 
flat price jobs. Without a backlog 
of these experience figures, one works 
in the mist on service and repairs. Cash C G 
If you pay straight salaries to serv 
icemen, the labor hours total will tell 
vou if they made each hour produc 
tive. If the labor cost on the total 
jobs done during the period was less 
than you paid them for that period, 
the difference is non-productive la 
bor, probably spent cleaning up 
around the service department, “sol 
diering’” on jobs, delays of one kind 
or another not charged up to the cus Materials used Cost 
tomer, or it may be an error in record 
ing the time spent on jobs. If your 
labor costs are accurate and you 
charge up to jobs all the labor you 
pay for, there should be no difference 
between the labor cost summarized 
for the period and the wages you paid 
0 { vour servicemen. ‘This, of course, is 
an end to strive for, but, in most 

cases, there will always be some non 
productive labor. We have found 
it to average 10 per cent in well-man- 
aged establishments. When it gets Date : Signed 


NC, 


Descrintion of work done 





Labor hours ..From To Labor cost — $ 


Mileage ..... From To Mileage cost—$ 


(Serviceman) 





Monthly Service Record Envelope 





Form |. (Above) This form gives 
the information needed to cost 
outside calls and shopwork on serv- 

ice and repairs. The cost of each Month of 
service job is accurately recorded 
| on this form for use in cost control ie I 551k ing 5 sca i ae a a a ed - 
or the pricing of future work. 


Year 





of eer eee ee ee s 
Form 2. (Below) This form is to 
be printed on a_ large envelope : . 
oa 10% inches wide and 4h5 ee are = 
inches high, which should be filed 
by the month. If all labor hours DETER cco Soha eC iglas siain aceio ia os wlele are erent $ 
paid for by the dealer are charged 
on the Service Record Sheets 
(Form 1), payroll expenses will 
equal labor cost. This system as- 
sures maximum labor efficiency. ee ee ee ee ee 
Labor cost is a big factor on serv- 
ice and repairs and it often gets 
out of hand when an adequate 
costing system is not used. 
Overhead charged to service and Labor hours charged to jobs Rate Labor cost—$ 
@ 3 repairs is computed from the books 
showing actual overhead for the 
month, The percentage of overhead 
to sales on this form should be 
used on individual job records if Non-productive labor .. 2... 2s. c cece secs ces es ncecees $ 
net profits, as summarized, is too 
low. This will disclose the jobs on Mileage for month _Truck cost per mile Total truck cost 
which the dealer did not earn 
enough net profit. 


Margin of profit on service sales ..............% 


Net profit on service sales ..........2.eeee08. $ 


ee, eer ere TS Serr rene re ete te ee. < a 
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above that the dealer had better check 
up on his service routine. 

However, there need be no loss 
here if the dealer charged up non- 
productive labor cost under overhead, 
in which case, he allocates it over all 
jobs when he includes the overhead 
expense. Do not confuse non-pro 
ductive labor with non-chargeable la 
bor. The latter is productive but you 
don’t charge it to the customer, such 
as on guaranteed service calls. How 
ever, this expense, too, is listed un 
der overhead so that you are reimburs 
ed for this expense when you allocate 
the overhead percentage to all jobs. 

If costs increase, the summary will 
disclose the fact, so that you can make 
upward adjustments in selling prices 
or take other steps to remedy matters 
By means of this monthly summary 
on the service envelope, you are al 
ways working on current service and 
repair costs, which is important thesc 
days when costs are so unstable. If 
you wait until the end of the year and 
compute your service and repair job 
costs—as too many dealers do—you 
won't be able to apply correctives im 
mediately and you may lose a lot of 
money before you find out what the 
score is. 

You have the same problem in cost 
ing service whether vou estimate time, 
materials, overhead, and net profit 
on each job or sell at flat rates—that 
of setting a price in advance of the 
sale and computing costs after the salc 
to determine net profit. The results 


are then analyzed to serve as a basis 
for computing future prices. Unless 
you analyze your costs monthly and 
use them as experience figures to 
guide you in setting future selling 
prices, you are not doing a good cost- 
ing job on service and repairs. 

The dealer who wishes to detail his 
service and repair costs should fill 
out Form 3 showing the monthly de 
tail of profit or loss. Total the profit 
or loss for the month and enclose in 
the service envelope. ‘The total on 
this form should agree with the tota! 
profit or loss shown on the service 
summary envelope. ‘This form gives 
1 bird’s eye view of the comparative 
profitableness of different tvpes of 
work or different type services. 

Often a dealer loses money on one 
type of service and makes an excellent 
profit on another, the same as on mer 
chandise. This form will help him 
equalize profits, eliminate the “weak 
sisters,” or take action that will make 
them profitable. 

Today, we have plenty of employ 
ment and plenty of currency in circu 
lation, and so, the dealer should show 
a good profit on service and repaint 
sales. If he doesn’t, he’ll certainly 
go into the red if business in general 
drops to a lower bracket. 

Che service department has been 
the Peck’s Bad Boy for many dealers 
because they do not cost their jobs 
properly or they do not cost them at 
all. Rather, they rely on over-all in 


come and outgo to give them the net 


profit figure. If this figure is not 
satisfactory, they have mo way to 
check back to determine the defi- 
ciency. 

The forms given here will police 
service and repair job costs and help 
keep the profits on this work at max 
imum. 


Courtesy Car 
Nets Customers 


['HERE’S ALWAYS a way of boosting 
your door trade if you study the an 
gles. ‘The Marine Refrigeration Co., 
Baltimore, did just this when recent 
ly they eyed the fact that their show 
rooms were located a stretch off the 
main thoroughfare, away from heavy 
pedestrian traffic. 

As an answer to the problem, they 
came up with an idea in form of the 
“Courtesy Car.” At request by tele 
phone, the “Courtesy Car” calls for 
prospective customers, carries them 
to the Marine display rooms, and re 
turns them to place of origin. The 
service, of course, is not only a con 
venience for the shopper, but, acting 
as driver, the salesman has a wealth 
of opportunity to build confidence 
in a leisurely manner. 

The company announced — thei 
courtesy car service through a series 
of advertisements in a neighborhood 
newspaper, emphasizing that there is 
no charge to the customer, no obliga 
tion to buy, and that no high-pressut 
sales tactics will be used. 





Monthly detail of service profit or less 





Job No. Name 





Address 


MINE Noni Scania are ae Sone aoe iaue 


Type job 


(Extend columns to fill 8% x 11 inch sheet.) 


} 
| 
| 
| 


| 
} 
| | 


Selling Price 


Profit Loss 








Form 3. This form permits the dealer to detail his service 
and repair costs. The total on this form should agree 
with the total profit and loss shown on the serviee summary 
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envelope, but this form will give a bird’s eye view of the 
comparative profitableness of different types of work or 
different types of service rendered. 
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ind 
been — essential 
salesmanship 


IMAGINATION, inventiveness, 


ision have always 


ingredients of good 


When you, and your salesman, have 


ision to see beyond the manufactw 


er’s advertising, the inventiveness to 


find a new use, and the imagination 


n ] as ] ] 
O seck new horizons, saiecs voiume 


beyond pegged expectations 
remain 


vill rise 
Sales 


goes down, when 


dormant, or volum« 


vou know vour prod 


and 


+ 


uct and your market,.vour store 
our customers so well, that vou know 
there are no more dragons to slav, no 
new mountains to climb, and no new 
horizons to explore. 

Of all electrical 
inces, radio, television, electrical con 
tracting, 


businesses, ippli 


electric lighting—these re 
spond most readily to imaginative and 
-1f 1S 
exciting business 


inventive approaches- the most 
interesting and most 
today. 

News men are news 
breaks with recording equipment to 
get the exact words spoken, just as 
the camera man for the newspaper o1 
the news reel man for the screen. 

And speaking of recordezs—in Kan- 
sas City a county prosecutor is using 
one to take down and 


running to 


confessions 
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by L. H. Houck 


statements made bv criminal case de 
fendants. 
he Columbus, Ohio, 


partment is recording all the outgoing 


? 
pounce de 


ind incoming calls. This is also be 
ing done in Kansas City 
iff’s office and the prosecutor’s officc 


in the she 


I'he Kansas City police station has 
used wire recorders for more than a 
vear in taking statements. 

Every lawyer in town is a prospect 


with it he 
practice speaking and voice training 
Schools, 
mnounce’;ss, 


for a recorder because can 


newspapers, speakers, radio 
salesmen—all can _ profit 
by owning a recorder. 

vision of refrigerator us¢ 
limited to the kitchen? All drug stores 
can profitably use a refrigerator for 
the storage of certain drugs, biologi 
and used both for hu 
mans and animals. Many have them, 
but thousands do not. 

Dough retarders used by bakeries 
is merely refrigeration that keeps the 
veast from causing the dough to ris¢ 
until the baker is ready. Units are 
made for this purpose, but domesti: 


Is vour 


scTumS 


cals, 


and commercial units can be used 
and adapted to such use. Refrigera 


tion is used to keep flowers fresh for 





the florist, bread from getting 
stale—vision and-imagination and in 


ventiveness will find-new uses for ihe 


Keeps 


ones sellnig. 

Radio telephony is hardly begun al 

he airlines, the 
using it. <A 


two-way fa 


ven vou aré 
though the police, t 
taxicabs, and others are 
driller has installed 
dio on his supply truck and his own 
car and the drill rig. He can 
talk to the rig or his truck. 
A short wave radio network was re 


well 


} 
uWwaVs 


cently hooked up for flood warnings 
which connects all the dams and rive 
of the government 
Montana to Kansas City. 
l‘armers in Kansas 
radios on their tractors and combines 
and are in direct communication with 
their homes at all times. A 
uses it to keep in contact with its 


agencies trom 


have two-way 


garage 


fleet of tow cars used in wrecking 
service. 

he wiring contractor has an un 
limited field in new devices. Elec- 


tronic garage doors are getting com- 
mon—many new homes are being 
wired so that the owner can turn all 
the lights on with one flip of a master 
control. This is a protection against 
(Continued on page 113) 


91 




















ELECTRIC 
BLANKETS 


sold by 


Coneentrated 
Phone Promotion 




















by Robert Latimer 


PLayinG uP the gift values of elec- 
tric blankets the year-round by con- 
centrated telephone calls on “hot 
prospects” has enabled Schweig-En- 
gel Company, electrical dealers of St. 
Louis, Mo., to sell a record number. 

Sam Singer, enterprising owner of 
the concern, is known as a dealer who 
will give every electrical home appli 
ance the benefit of separate study and 
promotion. He sells one of the mid- 
west’s top volumes of package air 
conditioners, is a leader in television 
set turnover, and recently built one of 
the largest service departments in St. 
Louis. Therefore it isn’t surprising 
that he’s done a topnotch job with 
electric blankets. 

Carrying four nationally - favored 
lines, Singer has simplified electre 
blanket merchandising by concentrat 
ing on a market which he knows will 
be at least favorably receptive—his 
previously sold customers who have 
bought anything from radios to com- 
plete model laundries from him. 

“We've made it a policy to keep 
file cards on every appliance sale 
since 1935,” the St. Louis dealer indi- 
cated, “with as much _ information 
about each customer as_ possible. 
Where there is any plausible reason 
to get the information, we jot down 
whether he is a family man, his occu- 
pation, how many children in the 
family, etc. All of this data is useful 
in later contacts.” 

Most of the Schweig-Engel Com- 
pany’s electric blankets have been sold 
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via telephone calls to already-sold cus- - 
tomers, who are simply telephoned in 
turn whenever slack hours permit, or 
when the season is “right.” Three 
salesmen of the store, all veteran spe 
cialty men, handle most of the tele 
phone prospecting, going right down 
the list with one after another. 

When the prospect answers, Sin 
ger’s salespeople introduce themselves, 
chat pleasantly, and then ask the man 
or woman whether there is an electric 
blanket in the family. 


Sales Promotion Needed 


“Most people know very little 
about them, even with national maga 
zine advertising and store demon- 
strations,”” it was pointed out, “so we 
can usually depend on the prospect 
being interested in getting a little in- 
formation about them. We play up 
their lightness, adequate warmth for 
the coldest night, washability, etc., 
and at some time during the conver 
sation, suggest that an electric blan 
ket will make a perfect anniversary, 
birthday, or holiday gift for husband 
or wife. Most people agree with that 
suggestion. If there is such a gift 
period in the near future, we suggest 
that the prospect let us call on the 
house with a sample blanket, at what- 
ever time is best.” 

Wives make the best prospects, 
Schweig-Engel has found, inasmuch 
as they can more quickly envisage the 
advantages of an electric blanket, and 
see “killing two birds with one stone” 


in buying one as a surprise gift. “But 
husbands are good buyers, too,” it 
was stated. “Many are puzzled over 
what to give their wives for wedding 
anniversaries, and grab at the sugges 
tion.” 

Gift Dates Recorded 

In all cases, where a gift date is far 
off, Schweig-Engel telephoning sales 
men jot down the date, and with it a 
notation to call again, ten days or so 
in advance. These “repeat calls” with 
the electric blanket suggestion already 
planted in the prospect’s mind, quite 
often clinch the sale. 

“We promise the proper color de- 
sired, brand, and a handsome gift 
package which will conceal the iden 
tity of the blanket,” Mr. Singer said, 
“which makes it possible to complete 
a lot of sales over the telephone.” The 
store will deliver the blanket to the 
husband’s office if wished, to be tak 
en home as a surprise gift. The store 
has a wide choice to offer, with prices 
from $39.50 to $60.00, and a full 
choice of colors and trim in each. 

Such prospecting calls may average 
anywhere from six to twenty per dav, 
according to the amount of time in 
volved, and the season. During the 
Christmas holidays, Schweig-Engel re 
doubles telephone selling efforts, with 
results running as high as five sales 
per ten calls early in December. Re 
membering that there are at least two 
suitable anniversaries in every mat 
ried couple’s life through each year, 
the St. Louis electrical dealership is 
careful to spread the calls over the 
entire year. 

Mr. Singer believes that this latter 
point should be emphasized particu 
larly. Although contrary to the belief 
of most appliance dealers, the electric 
blanket is not a seasonal item. Ex 
perience indicates that good sales 
volume can be maintained through 
out the year. 

In addition to regular telephone 
prospecting, -Schweig-Engels keeps a 
complete display of all four brands in 
the window the year-round, and fre 
quently stages such stunts as to show 
an electric blanket operating inside 
a refrigerator, with a thermometer in- 
dicating a pleasant 75 degrees of 
warmth. 

All display blankets are shown in 
handsome acetate plastic boxes, which 
the store is glad to furnish as an extra 
“dressy note’ when a husband is buy- 
ing for his wedding anniversary, etc. 
Most newspaper ads carry electric 
blanket listings, and the store has at 
times gone so far as to give a dubious 
prospect an electric blanket and tell 
him to “try it out for a night or two” 
to clinch the sale. 
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Sell the farmer on his doorstep 





by Robert Latimer 


HERE ARE Only two basically suc 
cessful ways of selling major appli- 
ances to the farm market, according 
to Herb Gordon, head of Herb Gor 
don Appliances, Jefferson City, Mo. 
Ihe first, he is convinced, involves 
“using a farmer to sell a farmer,” and 
second, taking major appliances di 
rectly to the farmer’s doorstep by 
truck. 

Herb Gordon Appliances, a mod 
ern three-year-old appliance dealership 
with years of previous service opera 
tions behind it, uses both. Although 
the Missouri capital city, with a popu- 
lation of 25,000, offers plehty of ap 
pliance possibilities, Gordon has con- 
centrated for three vears on merchan- 
dising to the rich buying territory rep- 
resented by fertile farms extending 70 
miles in every direction, where recent 
ly expanded REA lines and _ profit 
able wheat and co-n growing spe!l 
fine sales opportunities. 

Gordon’s trucks, service, and in 
stallation crews, together with his 
sales force are out covering a dozen 
counties, often making prospect calls 
which involve as much as 60 miles 


Herb Gordon Appliances, a mode: 

three-year-old appliance store of 
Jefferson City, Mo., sells and shows 
appliances right in the farm homes. 
At right are some of the appliances 
which Herb Gordon and his sales- 
man actually deliver to the farmer’s 
doorstep to demonstrate. 
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distance. Aggressive selling methods, 
and continual success in replacing 
liquefied petroleum gas installations 
have been so outstanding that the 
former service firm won a General 
Electric franchise at a time when 
these were declared “next to impos 
sible.” 

l'o keep approximately one-third 
of his volume selling “out in the 
country” Gordon’s first step was to 
hire a “farm salesman”’—a local man, 
reared on a central Missouri farm, and 
on firstname terms with scores of 
farmers in surrounding districts. With 
16 years experience with farming in 
the Jefferson City area, the salesman 
can be counted upon to recognizc 


a 


profitable farming operations when 
he sees them, and to “size up” the 
ability of farm owners to enjoy mod 
ern electrical living while calling on 
the prospect. 

Paid a car allowance and extra-pet 
centage commission, the salesman 
covers probably the longest distances 
of any specialty appliance salesman in 
the state, driving as much as 200 
miles per day to reach farmers along 
newer REA lines in the “back coun 
try.” “We like to feel that all of our 
salesmen can talk the farmer’s lan 
guage, and immediately build up con 
fidence and mutual understanding 


which helps to sell appliances,’” Go 
don indicated 































The dealer himself, a native of Jef 
ferson City, fits well into this classi- 
fication. For example, on a recent 
call out 35 miles south of the city, he 
found the farmer pitching hay and 
too busy to sit down and talk over kit- 
chen modernization with new appli- 
ances. “I rolled up my sleeves, grab 
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bed a pitchfork, and helped the farm 
er finish up the stack,” Gordon grin 


ned. “The result of my sales talk 
during the haypitching was the sign 
ing of an order for a $359 electric 
range and cabinet sink to match, sold 
while resting on a grindstone out in 
the hay field.” 

Except for direct mail, which Herb 
Gordon Appliances uses heavily, radio 
has proven the only practical means of 
reaching farm attention. The ap 
pliance dealer is a steady user of radio 
promotion, including a newscast three 
times a week at 12:30 when farmers 
are sure to be eating dinner, on which 
each appliance carried gets some at 
tention, plus spot announcements 
through the dav, concentrated on 
electric ranges, automatic water heat 
ers, and refrigerators for farm use. 

Gordon slants most of his radio 
copy directly at the farmer, and al 
ways has an invitation to offer. Us 
ually it is a two-day demonstration 
of automatic laundry equipment, sit 
down ironers, dishwashers, etc., by 
factory representatives at the store. 

‘“We’use all the demonstrators that 
suppliers will send us,’ the Missouri 
dealer smiled. “For some _ reason, 
farm wives who will pay no atten 
tion to ordinary advertising will regu 
larly respond to demonstration invi 


tations. We get large numbers of 
prospects from almost every such 
show.” 


All of the leads originated are fol 
lowed up, either by the farm salesman 
or direct_mail. In getting names and 
addresses in the store, Gordon sees 
to it that cach is classified according 
to the type of appliance interest, and 
keeps up a constant bombardment of 
appropriate literature monthly until 
the prospect is sold. Pure persistency 
will often sell the farmer where noth 
ing else makes him reach for a 
checkbook, the dealer has found. One 
by one, each prospect who responds 
to radio advertising or direct mail 
followed up by the outside salesman. 
he latter cheerfully picks up farmer 
and wife where sale prospects appear 
good, and drives them into Jefferson 
City for demonstration in the store. 
Willingness to cover many miles in 
this way has helped Herb Gordon 
Appliances to sell a lot of farmers 
who have no automobile, as well as 
to beat out butane-gas appliance com 
petition through the territory. 

Success in store demonstrations has 
led directly into Gordon’s second 
farm sales technique—‘“selling and 
showing the appliance right in the 
farm home.” ‘Twice a week, when 
weather permits, the dealer loads up 
a stake-body one-ton truck with from 
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four to seven major appliances, and 
goes prospecting over the territory 
with the merchandise right there 
with him. Both Gordon or the farm 
salesman, and often both, use the 
truck in this way, following up leads. 
cold-canvassing, and making surprise 
demonstrations where the housewife 
has time. The truck has rolled up 
thousands of miles of this kind of 
service, and is a familiar figure on the 
back roads in all directions. 
Selling technique with the 
is simple. Although there is no elec 
trical connection or demonstration 
equipment aboard, Gordon carries a 
dolly and carrier on the truck, with 
which it is easy to roll an appliance 
right into the house, and demonstrat« 
it in the farm wife’s kitchen. If thc 
ippliance sale looks very promising, 
Gordon will frequently leave it on 
dutv in the rome for three or: form 
davs, or until the housewife has had 
a chance to thoroughly sell herself on 
its advantages. ‘This idea has proven 
particularly profitable in connection 
with sit-down ironers, which have sold 
in huge amounts from the truck ever 
since it first was placed in operation. 
Herb Gordon Appliances regularh 
advertises that the company’s ironet 
lines can turn out a shirt in 2% 
minutes and asks fatm wives to let 
salesmen prove it. “Once the house 
wife has turned out a washing on the 


truck 





sit-down ironer, she’s always thor- 
oughly sold,” Gordon indicated, “‘so 
we never hesitate to leave one where 
the prospect is on the fence.” 

A lot of electric range sales, auto- 
matic laundry installations, and even 
small appliances have been sold from 
free-lancing with the truck, merely 
pulling up to a farmhouse and re 
questing permission to demonstrate 
them. At every call, Gordon or the 
salesman driving the truck plays up 
the Gordon service department, 
which has one electric range me 
chanic, another refrigerator and auto 
matic washer man, and a third ap- 
pliance specialist on the staff. 

“We offer service and maintenance 
of warranties over the whole territory, 


no matter how many miles are in 

” : : ‘ | 
volved,” the dealer said, “which 
counts heavily with farmers out in 


the remote country. A lot of them 
have had bad experiences with lp gas 
equipment going out of order, and 
have had to wait weeks fo 
We guarantee to repair any electrical 
appliance as fast as a truck can get 
there, as a real good will builder.” 
[he truck averages one or two days 


service. 


out following up leads, with “‘side 
calls’ wherever a farmhouse looks 
promising. Then it is retired until 


enough prospect leads are built up to 
schedule a trip, or until store 
114) 


sales 
(Continued on page 





Sate to Kemember 


GRABBING a pitchfork and 
helping a farmer pitch a hayload 
on a wagon out in his field helped 
me make one of my biggest ap 
pliance sales. 

We sell a lot of ow 
out in the 
been trving to convince a prosper 
ous farmer near Jefferson City 
that he should install complete 
electrical appliances for more 
modern living. even going so far 
as to bring out two or three sam- 
ples with me in a one-ton truck. 
However, no matter when I call- 
ed at the farmhouse the industri- 
ous farmer was busy at some 
chore which meant he couldn’t 
spare time to talk to me. 

One sunny afternoon last sum- 
mer I made another call, only to 
have the farmer’s wife greet me 
with the news that her husband 


volume 
country, and I had 





by Herb Gordon 


Herb Gordon Applicnce Company 


Jefferson City, Mo. 


was pitching hay and was far be 
Instead of giving 
if she 


hind schedule. 
up helplessly, I asked her 
had another pitchfork, and when 
she handed me one, I hoofed it 
south forty wher 
the farmer was loading his wagon 

While I pitched one forkload 
after another onto the wagon, I 
gave the farmer details about a 
home freezer, refrigerator, and 
automatic laundry equipment | 
thought he could use. Between 
heaves, he asked questions. 
When we had the wagon full, we 
sat on a bale of hay and I wrote 
up a contract for all three ap- 


down to the 


pliances, amounting to well ovet 
a thousand dollars. I had hay up 
my sleeves, down my neck, and 
made 


in my cuffs—but I sure 


that sale, and the hard way! 
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How to untreeze the freezer market 


by Bolling Branham 


Many appliance dealers have al 
lowed home freezers to “cool off” 
since that time when freezers were 
being sold as a substitute for refrigera 
tors. 

The deep freezer is an appliance 
with which there are few “walk in 
and buy” sales, such as might occur 
with refrigerators, washing machines, 
or ranges. Yet, the fact that freezers 
have to be sold indicates a very un 
developed market for them, and _ the 
Ross Gidley Home Supply Company, 
of Gadsden, Alabama, has definitely 
proved that they can be sold in num 
bers by a little creative selling in the 
proper markets. 

Gidley’s store, which opened at 225 
Broad Street, in October of 1946, ha 
had experiences which are typical of 
many of the new appliance dealers in 
business since the end of the war. His 
salesmen, in a few months of 1947, 
sold more than 150 large home freez 
ers by developing market potentia 
and seizing every opportunity for a 
sale. 

One of the best markets for a frees 
er cabinet, this company found, lies 
in the country store, where the freez 
er may double in brass, being used 
by the storekeeper both for his own 
personal food and other products fo: 
sale in the store. 

“We discovered this market be 
cause of the shortage in ice-cream 
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boxes last year,’ Gidley says. “We 
have two ice-cream manufacturers in 
Gadsden, and they were unable to ob 
tain ice-cream boxes for all of their 
retail outlets. So we got the com 
panies to co-operate with us in ap 
proaching the storekeepers with the 
following selling points: 

“1. The storekeeper could use the 
box for his own personal needs, which 
Was not 


allowed in the ice-cream 


boxe S 





He could store other products 
for sale, which was a definite ad 
vantage, since the ice-cream manufac 
turers naturally would not allow other 
ice-creams to be stored in a box own 
ed by them. 

“3. The ice-cream companies allow 
ed a five per cent discount on the ice 
cream price to the storekeeper who 
owned his own box.” 

Of course, all of the sales argu 
ments for home freezers which apply 
to personal usage are valuable here. 
Gidley has found that the savings 
factor is one of the main points to 
he fact that vegetables, and 
other foods may be bought in their 
cheapest season and preserved inde 
finitely can be proved to be of great 
value to the man with the large 
family. 


stress. 


I'hese storekeepers also had the 
advantage of being able to handle 
various other products, such as frozen 
foods, which otherwise they would 
not have been able to sell. 

Gidley also savs the salesman must 
be sure to bring out the fact that the 
box will hold cold up to 72 hours 
in the event of power failure—and 
any instance of being without power 
for this length of time would indeed 
be a rare occasion. 

Once a box is placed in a retail 
store, it usually results in three to 
five more sales, Gidley points out, 
and this is one of the biggest advan- 

(Continued on page 113) 
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291—Home Freezers. Full information on the Orley Sixteen. 
with a 16 cubic ft. capacity, and the Orley Super-Seven, with 
a 7% ft. capacity, is available from Orley Freezers Inc., 475 
Schaefer Road at Oakwood, Detroit 25, Mich. 


314—Fan Units. G-M Laboratories, Inc., 4300 N. Knoa 
Ave., Chicago 41, Ill., have released catalog pages of description 
on each of the four fan and fan and heater units currently in 
their line. Informative and well illustrated, these pages list 
the sizes, characteristics, prices, etc., of each model. 


345—Heousehold Electrical Appliances. Dominion Electric 
Corp., Mansfield, Ohio, offers catalog information and detailed 
specifications on a complete line of table appliances, called 
“Family Favorites.” 


346—Room and Water Heaters. Wesix Electric Heater Co, 
390 First St., San Francisco 5, Calif., offers an 8-page illus- 
trated catalog describing Wesix products for home, office and 
industry. 


347—Cooling and Ventilating Equipment. Complete data 
are available on Chill-Air window fans and coolers for home, 
theatre and store, recirculating pumps and blowers. Write Na- 
tional Engineering and Manufacturing Co., 523 Wyandotte, 
Kansas City, Mo. 


348—Portable Circulating Heater. A catalogue sheet describ- 
ing 1320 or 1600 watt portable circulating heaters, featuring 
cool case and room-wide heat penetration, is avail: able from the 
Titan Mfg. Co., Inc., 290 Terrace, Buffalo 2, N. Y 


350—Fans. The C. & H. Air Conditioning Fan Co., Inc., 
1591-1621 DeKalb Ave., N. E., Atlanta 6, Ga., have released 
an interesting 28-page booklet, “Cottongim’s Supreme Quality 
Fans.” Besides showing pictures of various models, views of 
operations inside the plant, and specifications, there is a sec- 
tion devoted to methods of installation of attic fans. 


351—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Ieater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
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“RAD” heaters. For copies of this portfolio write to the 
Wiegand Company. 


355—Electric Fans. A new Emerson-Electric Master Fan 
catalog, illustrating in color and describing in detail their com- 
plete line of 1949 fans, is offered by the Emerson Electric 
Mfg. Co., St. Louis 21, Mo. 


362—Hot Water Heater. Informative and_ well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters 


366—Propeller Fans. The Herman Nelson Corp., Moline, 
Ill., announces its new Bulletin 3111 containing 12 pages of 
technical information and concise details about disect and belt 
drive propeller fans as well as practical, proven unit fans. 


369—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
St. Louis 21, Mo. 


370—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton, St. Louis 13, Mo., are now available, illus- 
trating Seco Belt-Driven cooling fans and window fans. Bul 
letins contain data on installations in homes, apartments, com- 
mercial, and industrial applications. 


374—Window and Attic Fans. A _ four-page catalog piece 
completely illustrated and containing descriptive information on 
the new low cost “all in one package” window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustratians of auto 
matic ceiling shutter and automatic electric timer are included. 


380—Electric Water Heaters.. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


381—Heaters and Circulators. The complete line of Mimar 
Products, Inc., Brooklyn 5, N. Y., is included in a folder which 
gives specifications, features, and prices of all Mimar heaters 
and air circulators. 


382—Air Circulator._ An illustrated catalog page (Form 2305), 
§% x 11 inches in two colors, gives complete specifications 
and performance characteristics of the G-M 000-24-inch Os- 
cillating 3-Speed Air Circulator. A special 8% x 11 page of 
diagrams shows operation of the gafety release on the oscillating 
mechanism. A chart compares performance of this model witli 
other well-known makes. Also glossy 8 x 10 photographs of 
separate wall, floor, and counter models are available from G-M 
Laboratories, Inc., 4328 N. Knox Ave., Chicago 41, I 


383—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
sea Fan & Blower Co., Inc., 1206 Grove St., Irvington 11, 
N. J., include descriptive copy, specifications, dimensions, photo 
graphs, etc., of a full line of fans for residential, commercial, 
Sel industrial uses. These catalogues include information on 
17 types of ventilating and comfort cooling equipment varying 
in size from 12 — to 60 inches, and in output from 1,000 
c.f.m. to 32,000 c 


384—Electric Fans & Drills. Signal’s complete line for 1949 
is shown in a new catalog just off the press, featuring a wide 
variety of desk, pedestal, exhaust, and vent fans. Literature on 
drills, telegraphic equipment, and motors is also available from 
the Signal Electric Mfg. Co., Menominee, Mich. 
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"WE SELL 
TA NWAWAA 


HOME FREEZERS 


BY THE 
CARLOGAD:" 


Says AGGRESSIVE HOUSTON DEALER 





H. W. SINCLAIR 
Owner of Acme Airco and H. W. 


Sinclair Company, Houston, Texas 
This Deepfreeze home freezer 
dealer’s methods are out- 
standing examples of the right 
way, the easy way, the sure 
way to make more sales and 
more profits! 
"Deepfreeze home freezers are easy to sell,’’ Mr. Sinclair 


says. “My selling methods have been so successful that |! 
am strictly a carload purchaser. 


“Here are effective methods every Deepfreeze home 
freezer dealer can use.” 


DISPLAY MODEL IN OPERATION! 

Mr. Sinclair adds, ‘“We have our dis- 
b play models in operation, filled with 
i\ frozen foods. Prospects see at first 
hand the efficient way a Deepfreeze 
home freezer keeps foods fresh!”’ 


DEMONSTRATION! ‘My two firms follow up with 
a home service call by a member of our home 
economics staff to be sure customers understand the 
uses of the. Deepfreeze home freezer. And we obtain 
names of their friends who are potential customers.”’ 
NATIONAL ADVERTISING a 
and SALES AIDS HELP SELL! DON’T DELAY! 
“Deepfreeze advertising plus the see your Deepfreeze 
sales aids I receive from J. A. Walsh distributor today 
Co.,our Deepfreezedistributor,’’says gbour the number 1 
Mr. Sinclair, “establish the ideathat home freezer fran- 
there is only one Deepfreeze home  chise... 
freezer. Sales are half made when direct! 
prospects walk into our stores.” * 
DEEPFREEZE DIVISION » MOTOR PRODUCTS CORPORATION 
North Chicago, Illinois 


Deeptreeze 
America’s Fastest Selling 
Home Freezer 
and Refrigerator Line 






or write us 


DE LUXE MODEL 
c-10 
10 CU. FT. 





ELECTRICAL SOUTH for MAY, 1949 





















[es Air Equipment’s NEW 1949 line 
of NITECOOL* and KOOLMASTER* 


Attic Fans Window Fans Vertical 
Fans. A complete line for more sales 
and more PROFITS 

A better range of sizes, better quality 


construction. Standard G E Motors, Tor- 
rington Fan Blades, Standard Bronze Bear 


ings, Standard WV-Belt Drive, Certified 
v ASH&VE_ Ratings, Underwriters’ Label 
Learn more about this quality line of 
fans. Clip out the coupon below and mail 
oe it today 





Nitecool Attic 
and Commercial 
Belt-Driven Fans 





Nitecool 
Vertical Fans 


Kooimaster 
Window Fan 


AIR EQUIPMENT CO., 1713 Carroll Ave., Chicago 12, Illinois 


Please send me without obligation complete information on 
your 1949 line of NITECOOL and KOOLMASTER fans. 
agent distributor. 


I am dealer 


Name— 





Address 
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AIR EQUIPMENT CO. 


1713 W. CARROLL AVE., CHICAGO 12, ILL. * WAREHOUSE, 630 S. MILLER ST. 
55 Years of Experience and Progressive Management 











Hews Koundup 





Chattanooga Celebrates 
Gala Electrical Week 


ATTENDANCE numbered well ovei 
100,000 at the Electric Show, main 
feature of “Electrical Week” held re 
cently in Memorial Audito-ium in 
Chattanooga, Tenn. 

Thirty-two Chattanooga and South 
eastern distributors were represented 
in the Electric Show, and many out- 
standing itinerant displays added to 
the glamour. 

Some of the special features which 
fascinated the crowds were: Norge’s 
talking water heater, American Kit- 
chens’ miniature kitchen show, West 
inghouse’s ‘“‘Kitchen Capers’ ventril- 
oquist show, General Electric’s “Wal 
kie-Talkie”’ refrigerator and “Waltz 
ing” range, and Philco’s lightning 
sketch artist, Red Thornton. 

For the first time, the world’s larg 
est incandescent lamp, the property 
of General Electric, was lighted up 
away from Nela Park at frequent in 
tervals on the Auditorium stage. 

General Electric’s “House of 
Magic” playing in the Community 
Theatre of the Auditorium building 
three times daily during the Electric 
Show drew packed houses of more 
than 20,000 persons. 

Another popular feature was Frigi 
daire’s cooking school, directed by 
Evelyn Langston, Frigidaire home 
economist, which was staged daily in 
another of the halls in the Auditorium 
building. ‘This cooking school drew 
over 7,000 women, and on the last 
day of the school the appliances used 
were disposed of in a spirited auction. 
All the appliances sold for within 
$15.00 or $20.00 of the regular retail 
price. 

A $7,500 prize statement contest 
conducted in the dealers’ show rooms 
and a dealer window display contest 
attracting the participation of more 
than 50 dealers were carried on dur- 
ing the month preceding the show. 
Announcement of the prize award 
winners culminated the last night of 
the Show. Actually about $8,000 
worth of appliances was awarded to 
contest winners. 

A school essay contest on the topic 
“Why I Need Good Lighting for 
Home Study” drew the interest of 
more than 10,000 high school boys 
and girls. Fifty home study lamps 
were awarded winners in this contest. 
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Grand finale to the eagerly accept 
ed “Electrical Week” was the annual 
Electric League banquet for which 
J. J. Nance, president of Hotpoint, 
was guest speaker. This affair was at- 
tended by more than 250 electrical 
merchandising men of the Southeast 
and Chattanooga area and several im 
portant visitors from other sections. 

Electrical appliance dealers report 
a strong upsurge in appliance sales 
occasioned by the activities leading up 
to and including “Electrical. Week.” 





The “Electric Show.” main feature 
of “Electrical Week — 1949” in 
Chattanooga, Tenn., recently, pull- 
ed over 100,000 visitors during its 
five-day run. Above is a portion of 


Ft. Worth Appliance 
Dealers Organize 


THe Fort Wortu Appliance Deal- 
ers Association was organized recent- 
ly in Fort Worth, Texas, with 14 
members. The group is the first of 
its kind ever formed in the city. 

Frank Roark. Good Housekeeping 
Shop, heads a permanent committee 
to increase the membership, and 
there are said to be about 80 dealers 
in Fort Worth. 

A spokesman said one immediate 
question to concern the association is 
that of clarification of local electrical 
ordinances as they apply to dealers. 

Officers of the Fort Worth associa 
tion are Jack Bates, Kilman & Bates 
Better Household Appliances, presi 


eS 


the huge crowd which jammed the 

main display hall in Memorial 

Auditorium, and below is the cook- 

ing school staged daily, which drew 
= 

over 7.000 women, 
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dent; B. T. Rhinefort, B. T. Rhine- 
fort Co., vice-president; Paul V. Bar 
mann, lydick-Barmann Co., secre 
tary; and Roy ‘Tarwater, ‘Tarwater 
Tire and Supply Co., treasurer. 
Directors are Gene Morgan, W. C. 
Stripling Co.; H. E. Cunningham, 
Lydick-Barmann Co.; Robert Oliver, 
Pat Crowe Co.; A. W. Stubbeman, 
Almar-York Co., Inc.; and Frank 
Roark, Good Housekeeping Shop. 


June Promotion Planned 
On Home Laundry Items 


Actinc At the climax of three 
vears’ record-breaking sales of home 
laundering appliances, with 1948 vol 
ume of washers expected to total 4, 
400,000 units, the American Wash 
er and Ironer Manufacturers’ Associa- 
tion voted unanimously at its annual 
meeting in Chicago early in the veat 
to stage a community-wide promotion 
on washers, drvers and ironers on 
June 6-13. 

The Association voted $25,000 for 
promoting the June event. The in 
dividual member companies will en 
gage independently in related promo 
tion tie-ups. 

The manufacturers approved two 
other proposals, both unanimously. 
They will finance a $30,000 three- 
year study, by the National Sanita- 
tion Foundation, of sanitation regula- 
tions, plumbing codes and washing 
temperatures and their relation to 
bacteria count, and they will stage 
a ten-day sales campaign this spring 
in a “guinea pig’’ city vet to be se- 
lected, of intensive automatic ironer 
selling methods. The localized pro- 
motion is planned as a test of indi 
vidual ironer company retail sales 
plans, for extension as rapidly as pos- 
sible to nationwide use. 

Industry leaders expressed confi- 
dence that 1949 would be one of the 
largest vears in its history. 

“It would be fallacious to gauge 
our outlook on volume by _ prewar 
standards,” commented H. Paul Nel- 
ligan, president of Easy Washing Ma- 
chine Corp., Syracuse, N. Y., newly 
elected president of the Association, 
succeeding Roy A. Bradt, vice-presi- 
dent, the Mavtag Co., Newton, Iowa. 
“This year of 1949 will be better 
than anvone expects if only we or- 
ganize intelligently for it.” 


Field Representatives 


Wanted by NARDA 


FIELD REPRESENTATIVES are wanted 
by the National Appliance and Radio 
Dealers Association for the southern 
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states. According to R. B. Rennaker, 
national field director for the asso 
ciation, the right men can earn ex 
cellent salaries with fine future assur- 
ed. 

lo qualify for the positions sales 
background in the appliance and ra- 
dio field would be helpful but not 
essential. Principal qualification 
should be a pleasing personality with 
the abilitv to organize and plan the 
work. No high pressure selling is in- 
volved, but sincere effort is desired. 

Those interested may obtain fur 
ther info-mation by writing to the Na 
tional Appliance and Radio Dealers 
Assn., Merchandise Mart, Room 
1437, Chicago, Tl. 


Savannah Holds 
Appliance Show 


Tue Savannah Home Appliance 
Show was held recently in the Mu- 
nicipal Auditorium in Savannah, Ga. 
Through splendid co-operation of all 
participating dealers, distributors and 
manufacturers, approximately $10,000 
worth of prizes at retail prices were 
given away. 

Over 29,000 interested spectators 
attended, and one of the features of 
the show was an electric cooking 
school and a frozen food demonstra- 
tion. Appliance sales both at the 
show and through follow-up calls 
were most satisfactory. 

The Savannah Retail Appliance 
Dealers’ Association, sponsors of the 
event, are planning another such ap- 
pliance show for next fall. 


Lu K a 
X POSITION 
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Florida Electrical Exposition Building, 
where more than 100 manufacturers 
exhibited their appliances under the 
sponsorship of Tampa Electric Co. 


Record Crowd Sees 
Tampa Exposition 


[uz vraurp Annual Florida Elec- 
trical Exposition sponsored by ‘Tampa 
Electric Company in ‘Tampa in con- 
nection with the Florida State Fait 
held recently, attracted a record crowd 
of over 500,000 interested visitors dur- 
ing the eleven days. and nights it was 
open to the public. 

Occupying a building of 38,000 
square feet, displays of electrical prod- 
ucts of more than 100 manufacturers 
were viewed by the public. 

One of the exceptional attractions 
was a talking “Reddy Kilowatt” sta- 
tioned inside the main entrance to 





Above is a portion of the 29,000 spectators interested in home appliances 
who attended the recent Savannah Home Appliance Show. 
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the building. He welcomed and en 
tertained the visitors and called their 
attention to the many outstanding at- 
tractions to-be seen within the ‘build- 
ing. Other unusual attractions werc 
a talking sink, a walking, talking re- 
frigerator, television displays, gold ap- 
pliances, cascades of ice from ice mak- 
ing machines, a professional ventrilo- 
quist, and many others. 

The House of Magic put on four 
shows daily to capacity audiences in 
a special theatre located within the 
building. Special events included 
days for Future Homemakers of Am- 
erica and 4-H Clubs, with more than 
1,000 students and their group teach- 
ers from all over Florida attending 
on these special days. 

In several cases manufacturers and 
their distributors used their displays 
to introduce new lines to their deal 
ers and to the public. About 250 
representatives of the different com- 
panies were on hand to man the ex- 
hibits in addition to the personnel of 
the Tampa Electric Company assign- 
cd to the job. 

This is the Tampa Electric Com 
pany’s fiftieth year and a large replica 
of a gold medal stood just inside the 
main entrance announcing “50 Years 
of Progress” to the communities it 
serves. 

Plans are already under way for 
the Fourth Annual Exposition to be 
held next vear. It is pointed out that 
the event is held at the height of the 
winter season when the state is filled 
with people from all over the country. 
Attendance records show that all 48 
states are well represented by the 
people attending the Exposition. 

The Florida Electrical Exposition 
is the idea of Francis J. Gannon, 
president of the Tampa Electric Com- 
pany, who is a director of the Fair, 
and who saw the possibilities of such 
an event. 


Proctor Crews to 
Call at Homes 


AN APPLIANCE merchandising pro- 
gram, frankly exploratory in nature, 
designed to determine what can be 
accomplished when Proctor products 
are brought to Mrs. Consumer with 
a direct visual presentation, has been 
announced by Walter M. Schwartz, 
Jr., president, Proctor Electric Com- 
pany. 

Through this program, which will 
get under way in the spring, sit-down 
ironing will be taken directly into the 
home by factory-trained crews. These 
Proctor 
steam iron, the Cordminder, and the 


crews will carry the new 
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ADVERTISING STILL 


season an electric range poster is 


Gay 


Glass, president, Glass Electrie and 
Furniture Co., Kingsport, Tenn., has replicas of the latest Gibson outdoor 
posters painted on the sides of his delivery truck. For the Spring selling 


the right side and a refrigerator 


poster on the left side of the truck. As new posters are released by Gibson, 
the old ones are removed and the new ones painted on the truck. Pictured, 
left to right. are Raymond Frye, outside salesman; J. P. Lane, serviceman; 


Elmer Glass, vice-president; Mr. Glass; Mrs. Fred Ball, 
Mitchell-Powers Hardware Co., Bristol, Va., distributor; and J. O. 


Donnelly, 


bookkeeper; Ted 


Ward, house salesman. 


ironing board into the home where 
they will use them to put on a sit- 
down ironing demonstration. In or- 
der to cover the expense of such 
demonstrations, these crews will make 
sales wherever possible. All sales will 
be billed through leading retail stores. 


Down Payments 
Lowered to 10°, 


Tue Board of Governors of the 
Federal Reserve System has modified 
Regulation W, effective April 27 
1949, making the maximum maturity 
2+ months instead of 21 months on 
all extensions of consumer instalment 
credit, and reducing down payments 
on all articles of furniture, appliances, 
etc., from 15 per cent to 10 per cent. 
The one-third down payment required 
on automobiles is retained. Furni- 
ture, appliances, and other articles 
costing less than $100 are exempted 
from the scope of the regulation. 
Previously articles costing less than 
$50 were exempted. 


Asheville To Stage 
Home Appliance Show 


SponsorED by Western North 
Carolina electric home appliance deal- 
ers in co-operation with their distri- 
butors, manufacturers, the Carolina 
Light & Power Company, and the 
Asheville Citizen-Times, an_all-elec- 
tric home appliance show will be held 
in the City cong in Asheville, 
N. C., May 25-27, inclusive. 


A spokesman said that special show 
ings will be held each morning dur- 
ing the exposition by wholesalers and 
distributors, for wholesalers only 
“This showing is slanted at acquaint 
ing dealers with the postwar improve 
ments that have taken place in the 
appliance field,” it was explained. 

“It is expected that many special 
factory-prepared exhibits such as 
glass-enclosed models and cut-aways, 
showing working mechanical parts, 
will be shown. In addition to the 
exhibits, planned along strictly edu 
cational lines, the Bank of Asheville 
has reserved space to inform the pub 
lic how new appliances may be finan- 
ced through extended time pay 
ments.” 

Julian Stepp, general manager of 
the Western North Carolina division 
of the Carolina Power & Light Com- 
pany, commented: “The show will be 
the first opportunity the public has 
had since the war to see everything 
new in electrical appliances under 
one roof.” 

Among exhibitors who have reserv- 
cd space for the show are: Bank of 
Asheville, Bon Marche, Asheville 
Showcase & Fixtures Co., Home Fur- 
niture Co., Firestone Stores, Shope’s 
Tire & Appliance Co., National Fur- 
niture Co., Firestone ieee. Shope’s 
Furniture & Appliances, Cagle Music 
Co., Jarrett Furniture Co., Reusing’s, 
Pearlman’s Railroad Salvage Co., Art- 
more Furniture Co., Associated Dis- 
tributors, Gibbs Radio Co., Sears Roe- 
buck & Co., Ed Palmer Co., Farmers 
Federation, Dunham’s Music House, 
B. F. Goodrich, and Luther-Morgan. 
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SIMPLIFY YOUR SALES - MULTIPLY YOUR PROFITS 


Each Reed Unit-Fan is equipped with a heavy duty 


Reed Unit- Fans offer you the opportunity for “comfortable” Profits 


on increased sales, with “comfortably” low inventory costs. With reversing switch with middle off position and a 10- 
the addition of simple attachments to the basic Reed Unit-Fans | foot cord and plug. Fan case is Saished ait ton 


— you can display window fans, attic fans, portable floor fans or : i 2 
commercial exhaust jobs. A dealer has only to stock basic fan Coats of light ivory, baked synthetic enamel. Blades 
models in different sizes to serve this wide variety of uses. are sheet aluminum. 


rs) REED UNIT-FANS, INC. 





P.F.M.A. CERTIFIED RATINGS. 


Only Reed “Comfort Cooling” Units, 
offer you these features. Dealerships 
are now available . . . Write today 
for catalog, prices, etc. i la 1001 St. Charles Ave New Orleans 8, La., U.S.A. 


Manufacturers of Ventilating Equipment 
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Product Parade 


Apartment Range 


THe Economaster Apartment 
Range Model AR49 has been announ- 
ced by Economaster Sales, Inc., 128 
8th Ave., N., Nashville 3, Tenn. 

The top of the range is 24 inches 
by 24 inches, porcelain, with a 3- 
inch back rail, and height of the range 
is 36 inches. 





Surface elements are T & K: two 
1100-watt, one i990 watt, 7-speed. 
Switches are Hart 8-position, 7-heat, 
and the thermostat is Hart, fully auto- 
matic with automatic switching from 
preheat to bake. 

Oven elements are 3000-watt top, 
2250-watt lower, and are removable. 
The convenience outlet is 115-volt, 
and is separately fused. 

The oven itself is 16 inches x 16 
inches x 20 inches, porcelain lined, 
has five rack positions, and is easy to 
clean. There are two bright nickel 
oven racks, and a porcelain enamel 
broiler pan. 

The oven is insulated with 3-inch 
Fiberglas. The one-piece construc- 
tion of the range body is finished with 
the new material Duranite H, which 
has porcelain properties, but is acid 
proof and does not chip. 

The crumb tray is removable from 
the front without opening the oven 
door. Suggested retail is $149.50. 


Window Ventilator 


Tue Silent Breeze Window Venti- 
lator, a new night cooling unit for 
apartments and small homes, has 
been announced by Holcomb & Hoke 
Mfg. Co., Inc., Indianapolis, Ind. 
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This ivory finished unit fits inside 
anv window frame measuring 27 
inches and wider, is exceedingly com- 
pact, and extends into the room only 
% inches. ‘The unit is easy to in- 
stall by means of an adjustable brac- 
ket arm across the top, and two re- 
ceiving brackets that attach inside the 
window frame. It may be removed 
in a minute. 

A “rubber float” fan and motor 
insure quiet operation. ‘The fan has 
four blades, 24 inches, die-cut and 
die-formed. The motor is two-speed, 
115 volts, 2 amps, 60 cycles, single- 
phase a-c. Air delivery is 4000 cfm 
at high speed (650 rpm) and 2450 
cfm at low speed (400 rpm). 

A convenient two-way switch and 
cord plug into any a-c outlet. The 
shell is one-piece steel. Over-all di- 
mensions are 27 inches by 27 inches 
by 5% inches. The unit may be 
converted to a portable circulator by 
addition of protective grille with han 
dle grip and two rubber-cushioned 
feet, furnished by the manufacturer. 


> 
> 


Spot Cooler 


Tue Ideal Aire, Inc., a $500,000 
Texas Corporation with main offices 
in Dallas, are beginning production 
of the Ideal-Aire Spot Cooler. De- 
signed for cooling homes and offices 
by evaporation, the unit is portable, 





and uses approximately the same 
amount of electricity as a 40-watt 
lamp bulb. No special installation is 
necessary as it may be plugged in any 
convenient wall outlet. 


The new device stands 28 inches 
high and is 18 inches in circumfei 
ence. By cooling an area in a circle, 
more people in that area may realize 
more of the cooling effect. 

The component parts of the Ideal 
Aire Spot Cooler are manufactured 
under the most exacting specifications, 
according to the manufacturer. The 
fan blades are efficiently pitched and 
correctly located in the orifice; the 
motor controlling the fan blades is 
1/15 horsepower with high torque, 
especially built for the unit. The aera- 
tion pack is Owen Corning Glass 
Company’s latest development after 
many years of research. The pump 
used in controlling the water supply 
operates completely submerged in oil, 
hermetically sealed. 

Kyte Landers Company, 309-10 
Merchandise Mart Building, Kansas 
City, Mo., are national sales repre- 
sentatives for Ideal-Aire. Ideal-Aire, 
Inc., is located in Dallas in the Biegert 
Building, 4801 Lemmon Avenue. 


Window Fan 


For cooLinc and ventilating small 
homes, apartments and offices, the 
W184 Seco Window Fan has been 





developed by the Seco-Lite Mfg. Co., 
4916 Easton Ave., St. Louis 13, Mo. 

The Seco Fan is finished in ivory 
baked enamel, and is equipped with 
an 8-foot cord and plug. Balanced 
aluminum blades deliver 2300 cfm at 
high speed and 1700 cfm at low 
speed. Over-all dimensions are 24 
inches x 24 inches x 10 inches. ‘The 
low speed motor is specially design- 
ed, drawing a minimum of current, 
and is wired for 115-volts, a-c, 66 
cycles. 

It requires but a few minutes to 
install in most windows. ‘The Seco 
Fan is designed and engineered for 
maximum air movement, yet is whis- 
per quiet at either high or low speed. 
When placed in a kitchen or dining 
room window, it will draw cool fresh 
air from windows in other occupied 
rooms to give relief. 
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Table Stove 
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No. 1420 is an exceptionally fine model—up-to-the-min- 
ute in design and appearance. Has famous Tuttle & 
Kift units — more efficient, longer life, easier cleaned, 


This is table stove season! People are moving—new equipment is need- 
ed. Vacation season is just ahead—cottages, trailer owners and many 
others are ripe prospects for this compact, portable cooking equipment. 
Capitalize on this diversified line of table stoves from one of the 
country’s largest table stove manufacturers. A range of prices, sizes 
and features to fit every kitchen need, 





NOMINION ELECTS IRPNRATIAON 
UUMINIUN ih Ui mt ; 
%, a 3 : 
A full line of traffic appliances 
Table Stove No. 1417 available through reputable distributors across the nation 
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For daytime use, the fan may be re 
moved from the window, placed on 
the floor or other level surfaces and 
then be used as a standard circulator. 
Three bumpers located on the _bot- 
tom side of the fan prevent marring 
or scratching of polished surfaces. 


Toaster 


THe New Universal ‘Turn-Eas\ 
Toaster is a new design in an “Oven- 
Type” toaster. Manufactured by Lan- 
ders, Frary and Clark, New Britain, 
Conn., it will toast two slices of bread, 
one side at a time, and then by turn- 
ing the handle both slices are auto 
matically reversed. Both bread racks 
close when turning the handle to a 
normal position. 





A long lasting mica unit with m 
chrome wire spaced for better toast- 
ing makes the toasting fast, efficient 
and safe, according to the manufac 
turer. ‘The toaster is finished in 
gleaming chromium plate with decora- 
tive bread racks, complete with ma- 
hogany bakelite handles and base, and 
a six-foot cord. 


Television Receivers 


Two NEw table television receive 
whicli will sell in the medium price 
range have been announced by the 
General Electric Company and should 
begin to reach dealer outlets within 
the next few weeks, according to 
Walter M. Skillman, manager of sales 
tor the Receiver Division at FE lec- 
tronics Park, in Syracuse, N. Y. 

Both receivers will feature General 
Electric’s “day-light television”’ picture 
reception, an advancement which pro- 
duces an image described by engineers 
as being 80 per cent brighter than 
that achieved by conventional picture 
tubes operating under the same con- 
ditions. 

Model 830 will use a 12 Y%-inch 
picture tube. It has an automatic 
stabilization circuit which enhances 
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picture sharpness and reduces the ef- 
fects of interference. The mahogany 
cabinet (17% inches high, 2% 
inches wide, 19% inches deep) is 
styled in the contemporary manner 
and highlighted by an attractive brass 
grille and escutcheon and_ plastic 
knobs. The set has 18 tubes plus the 
picture tube and 3 tube-type rectifiers. 
Model 835 will have a 10-inch pic- 
ture tube and the automatic clarifier. 
The mahogany cabinet (15 inches 
high, 18% inches wide, 19% inches 
deep) is trimmed with a bright brass 
grille and two-toned panel and is set 
off by decorative plastic knobs. 
The set has 18 tubes plus the pic- 
ture tube and 3 tube-type rectifiers. 


Oscillating Fans 

THe NEw 1949 Fasco ArcticAire 
Deluxe 12-inch Oscillating Fan, pro- 
duced by Fasco Industries, Inc., Ro- 
chester 2, N. Y., features large bear- 
ings with adequate oil reserves requir- 
ing a minimum of attention. A deep- 
pitched, carefully-balanced aluminum 
set of blades give quiet, smooth air 
movement. 





This heavy duty Model 128 (illus 
trated) is powered by an extra-sixe 
I’asco shaded pole induction motor for 
long life and dependable, economical 
operation. ‘There is no interference 
from radios, and there are three 
speeds. The oscillator may be ad- 
justed for straight-blow use. The 
oscillating mechanism is totally en 
closed free from dirt and damage. 
Finish is Persian Grey. 

Model 121, newly designed, with 
a Persian Grey finish, offers a single 
speed. For desk or wall mounting, 
this model can also be set for oscil- 
lating or straight-blow use. 

Both models are listed by the Un- 
derwriters’ Laboratories and guaran- 
teed by the manufacturer. 





Filtered Air Adapter 


AN oPpTIONAL Filtered Air Adapter 
which attaches to the four original 
screws on the Berns Air King Re- 
versible Window Ventilator, has just 
been announced. ‘The adapter is 
said to eliminate 99 per cent of all 
dust, soot, pollen and other air-borne 
irritants so as to afford real relief to 
suffers from hay fever, asthma and 
similar ailments. 

The ventilator itself, produced by 
the Berns Manufacturing Corpora- 
tion, 2278 Elston Avenue, Chicago 
14, Illinois, embodies all of the fea 








tures of two fans in one. By merely 
turning the handy knob at the top 
which reverses the entire mechanism, 
it exhausts the air or brings it in, 
thus permitting the removal of hot, 
stale air during the day and the en- 
trance of cooler air at night. The 
fan may also be set at an angle so 
as to direct air to any part of the 
room. ‘The attractive grill complete 
ly eliminates the possibility of injury, 
regardless of position. 

The ventilator and filter adapter 
are both available in sunset tan o1 
white enamel finish in 10-inch and 
16-inch sizes. The filter itself is re 
movable and can be replaced at a 
nominal cost. 


Electric Dishwashers 


Two NEw dishwashers which per- 
mit more flexible installation have 
been announced by the General Elec 
tric Co. 

Che addition of a pump assembly 
to both the electric sink and indi- 
vidual models of the electric dish- 
washer allows the appliance to be in- 
stalled anywhere in the kitchen with- 
out direct connection of the dish- 
washer to the drain line. 

A small centrifugal pump at the 
bottom of the dishwasher gear box, 
and driven by the main motor, pumps 
the dishwater through a drain hose 
and sink spout into the sink bowl or 
other existing drainage facilities. 

Pump conversion kits are also avail- 
able for use on standard line dish- 
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IT PAYS TO BE | 
ABOUT YOUR WATER HEATER LINE TODAY! 


Under competitive selling conditions, nobody has ever 
found a substitute for a good product, priced right, to 
bring in the sales. When you choose the Mertland line 
of automatic electric water heaters, you give your sales 
department an edge right from the start. Look at some 
of your Mertiand sales advantages: 





RTLAND GIVES YOU A COMPLETE LINE... 
It is easier to sell the right size, shape, and type water heater, 
than to have to try to sell one not quite right. Mertland con- 
tains many models not found in ordinary lines. There is a size, 
shape, and capacity Mertland just right for every use. Ca- 
pacities from 10 to 100 gallons. 


RTLAND MEANS QUALITY YOU CAN PROVE... 
Let them compare. You welcome comparisons when you sell 
Mertland, built with every modern feature for economy, dur- 
ability and style. Gives you extra sales points too, like Mert- 
land Magnesium Anodic Rod (as advertised by Dow Chemical 
Co.) for protection against corrosion . . . Mertland superior 
long lasting finishes, modern infra-red processed, equivalent 
to eight coats of baked on enamel. 


RTLAND TABLE TOPS IN 35 AND 45 GALLON SIZES... 
Real beauties in this fast selling kitchen double duty model. 
Table top work surface in panelyte, resists burns, scars and 
scuffs. Can be custom finished with special tops. 





q ON ALL MERTLAND DELUXE MODELS | ae 


=a THE HEDGES ALT: 


“MAGNESIUM 
ANODIC 
ROD 





M. M. HEDGES MANUFACTURING COMPANY, INC. 
MEMBER OF NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION WATER HEATER SPECIALISTS 
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washers, which are exactly the same 
in dishwashing operation as the new 
models. 

An addition to the company’s 
standard line of dishwashers, the new 
pump models are already in limited 
production and will be introduced 
gradually to distributors. 


~ 
Window Fan 


A New ventilating and comfort 
cooling product, the 12-inch Adjusta- 
ble Panel Type. Window Fan, Che! 


sea Type WPJ, has been developed 
by the Chelsea Fan and Blower Co., 
Inc., 1206 Grove St., Irvington 11, 
N. J. 

This fan is a portable, direct drive 
window fan for ventilating smaller 
areas, and is useful in homes, apatt- 
ments, offices, and hotel, hospital and 
conference rooms, ctc. It fits into 
the upper panel of a standard win- 
dow permitting the raising and low- 
ering of the upper sash at will. 

Furnished complete with pull-chain 


switch and plug-in extension cord, 

















W-16 is a Lightweight, 
Portable Model for all a- 
round use. Easy to handle. 





W-400 or W-500 Models 
move 4000 to 5100 C.F.M. 





Cool comfort for the entire 

home! Attic Model capaci- 

ties from 7050 CF.M. to 
21500 C.F.M. 


For Greater 
Spring and Summer 
Profits! 


Make REX-AIRATE Home Cool- 
ing Fans your leaders this year. 
The line is so complete that you will 
be able to convert every fan pros- 
pect into a customer. 


The REX-AIRATE line includes 
fans ranging from the small 14- 
inch popular priced window model 
to the large attic ventilating fans. 
Each one permits you to fill all the 
fan requirements of all your cus- 
tomers, thereby increasing your 
profits from increased sales 
volume. 


Smart merchandisers always fea- 
ture a leader around which to in- 
crease sales volume. The window 
models shown here are such units, 
well made, attractive and popular 
priced, they have real sales appeal. 
Equally suitable for the family 
living in a small home or apart- 
ment house dwellers who want re- 
lief from stifling summer heat. 


if you are not familiar with the 
profitable sales opportunities of 


REX-AIRATES, write us for 
Manual “ES,” 


@ 
sm” 
SINTROLS ne 


Div. cf 


THE CLEVELAND HEATER CO. 
2311 Superior Ave. Cleveland 14, Ohio 
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25 inches to 


36 inches. Finish is baked enamel, 
and air delivery is 1,000 cfm, with a 
1/25 hp motor operating at 1550 
rpm. 

This fan is featured as a small fan 
having large capacity, and is also val 
uable in home laundry rooms, kitch 
ens, bathrooms, small offices, etc. 

Write Chelsea for catalog No. 865 
and bulletin No. 849. 


it is adjustable from 


2 
Television Consoles 


Two NEW “complete - entertain- 
ment” television-r a d i o-phonograph 
consoles have been announced by th 
Crosley Division, Avco Mfg. Corp. 

The new consoles provide ful 
Crosley Spectator television reception, 
both frequency modulation and stand- 
ard broadcast reception, and automa 
tic phonograph with two-speed player 
and the Crosley floating jewel tone 
system. In addition, there are rooms 
record libra*y compartments. 





Model 9-404M is finished in rich 
mahogany and is of authentic 18th 
Century design. Model 9-414B, of 
blond oak, has the functional lines 
and smart finish of the modern motif 
Both consoles have full-length panel 
doors which can be closed to put 
them in complete harmony with their 
room settings when the instruments 
are not in use. 

A 52-square-inch television picture 
is provided on a 10-inch direct-view 
tube, ample in size for comfortable 
viewing by the average family g:oup. 
All television channels are covered, 
and the FM radio service covers the 
full FM band. The automatic 
phonograph, which plays .both the 
new long-plaving 33 1/3 rpm records 
and the regular 78 rpm records, will 
accommodate both 10-inch and 12- 
inch discs. 

Croslev’s current television line al- 
so includes three table model re 
ceivers, one with big 12-inch picture 
tube, and two with 10-inch viewing 
tubes. All three also feature full FM 
reception. 
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TRUE InN pIK!iE-..trrRyE THROYGHOUT gameERICA! 
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CAMFIELD 








AUTOMATI Cc pPOP-up TOASTER 


Growing Fastest 
In Popularity 


SERS everywhere sing the praises of Cam- 







field, America’s most modern toaster. 
Acceptance has been phenomenal. Continuous 
national advertising keeps pushing the popularity 
curve higher. It’s the hottest traffic appliance in 
the market—and the potential is tremendous! It’s 
a three-way profit maker—you sell it alone, or as 
part of the beautiful Camfield ‘“Toastess” or 
“Toastette” sets. All are alluring gifts. See your 


jobber, or write direct to Camfield Manufacturing 





retail price Company, Grand Haven, Michigan. 








Camfield Camfield 
TOASTETTE TOASTESS 
Serving Set Serving Set 





aD 
> 
>, 





retail price 


SELL THE 
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Names aud “Paces 








William S. Sullivan ager for Federal Telephone & Radio 
Corp. of Clifton, New Jersey, 


William S. Sullivan has been ap- 
pointed sales and promotion manage the 
for C & H Air Conditioning Fan Co., 


Inc., of Atlanta, 


native of Savannah, 
sociated with the electrical industry In 
in various capacities in field installa 
tions, retail sales, 


facturin 


National 
Dealers 
Ga. Mr. Sullivan, a 
Ga., has been as 


Simpson 
wholesale and manu 
portant 


of Cincinnati. 


R. B. Rennaker, former 


Association, 


pointment of 
\ssociation 


Ed R. Wright has been appointed 
\tlanta district manager for the Hunt- 
er Fan & Ventilating Co., Inc. 
Wright will work under the direction 
of R. A. Mackenroth, of New Orleans, 
Southeastern regional manager. 

Mr. Wright has been 
ciated with the fan industry for 
past seventeen years as Southeastern 
Representative 
Products Co., 
sides in Decatur, 


for Victor 
Georgia. 


been named national field director of 
Radio 
according to an 
nouncement by C. C. Simpson, man 
aging director. 
making 


Appliance and 


the announcement 
commented that the 


Rennaker to this 
position 1S 


actively asso- 


Electric 
He re 


sales man- 








Southwestern 
Factory Representative 
John T. Everetts Sons 

Memphis, Tenn. 











INSTALLED IN 
15 MINUTES — 


OLD IN 








JACKSON WINDOLATOR 


Here’s just the fan to reach the huge market of homes, 
apartments offices and stores. Cools three or four rooms. 
Has high efficiency rating from Texas AGM. Three simple 
operations is all necessary to install. This fan is beautifully 
finished and has a strong sales appeal. 
Windolator and be assured of fast turn-over . 
for details. Get your share of big, hot- weather business. 


Stock the 
. Write now 











VENTILATING CO., INC. 
MONTGOMERY, ALABAMA 


" Manufacturers of 
JACKSON GIRO, horizontal attic fan—a package unit 


and 
JACKSON HI-VOLUME, vertical attic fan 
Distributors inquiries invited 


Southeastern 
Factory Representative 
a Jr., & Assoc. 
2727 49th. St. So. 
St. Petersburg 7, Fla. 
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keeping with the plans for expanding 
NARDA activities throughout the 
country has been strongly urged by 
Association leaders and fully approved 
by the NARDA Board of Directors. 

Rennaker’s background _ includes 
heading the national sales organiza- 
tions of Federal Telephone & Radio 
and the Collins Radio Co. Prior to 
the war he had charge of field per- 
sonnel for the Columbia Broadcasting 
Svstem and had served as National 
President of the Association of Broad 
cast Technicians and Engineers. 

In his new position Rennaker will 
head a field organization that will rep 
resent NARDA in every state. He is 
now in the process of appointing a 
minimum of six regional directors, 
cach of whom will have the state field 
men in his designated area responsible 
to him. It is expected that the com 
plete field organization will be named 
within the next six months. 

2 

R. B. Marshall, president, Electro 
master, Inc., announces the appoint 
ment of R. R. Brown as sales manager. 





R. R. 


Brown 


Mr. Brown, a 15-vear sales veteran 
with the company, came up through 
the ranks. He was named district 
manager for the Illinois territory in 
1934. During the war years he was 
the company’s sales-contact represen 
tative to the Navy for clectric range 
installations in ships of all sizes. 

Immediately after the war, Mr. 
Brown was appointed director of dis- 
tribution. In this capacity he helped 
to formulate the plan of a national 
sales organization which distributes 
the Electromaster ranges through a 
network of 70 distributors with over 
8,000 dealers. 


J. L. Hixon has been named assis- 
tant in the Davison-Paxon Company’s 
appliance annex, in Augusta, Ga. He 
succeéds Richard Davis, who has been 
promoted to basement manager of the 
company’s new Augusta store. 
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GOOD INSULATION ? 
HEAT TRAPS ? 

¢ 10-YEAR GUARANTEES ? 
GNESIUM PROTECTED TANKS? 






Sepeo has them...Gut 


you'll need more than “garden variety” features like these 


to sell electric water heaters profitably in today’s markets! 








Big, 4-foot HOT-CENTER CONVECTOR extends 
entire length of tank. Scientifically designed for 
convection action. Heats water continuously as it 
swings upward along full length of HOT-CENTER 
CONVECTOR. Delivers more 150° water faster! 
Reduces liming and scale formation. 


Patented Snap-Action Immersion Thermostats 
designed and made by SEPCO specifically for 
water heater use. Immersed in water for instant, 
positive reaction to temperature change. Assures 
plenty of hot water at the right temperature. 


Unique Helical Diffuser breaks up surge of incom- 
ing cold water, spirals it gently to proper heating 
position. Avoids premature mixing. Guarantees 
maximum withdrawal of hot water for all tank 
sizes. 








Customers today are more particular about getting the most 
for their money. That means competitive selling—and when it 
comes to competition in water heaters SEPCO takes the lead. 
Bo For you don’t have to be an engineer or physicist to 
understand why SEPCO heats 
water faster and with maximum 
efficiency. And you don’t have to 
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FAMOUS FIRST NAME IN 
ELECTRIC WATER 


SOUTHERN REPRESENTATIVES: H. K. DEWEES CO., 


be a high-pressure salesman to convince customers, either- 

A glimpse at what's inside a SEPCO by comparison 
with conventional heaters tells its own story. These 
exclusive features are made possible, first by the fact that 
SEPCO originated the electric storage water heater over a 
third of a century ago and, second, by SEPCO’s continu- 
ing specialization in electric. water heating exclusively. 


HEATERS 





715 Walton Bidg., Atlanta 3, Ga. 







Carl W. McLaughlin has been pro- 
moted to the position of general man- 
ager of the Blanket Division of the 
Proctor Electric Company, it has been 
announced by Walter M. Schwartz, 
Jr., president. 





Carl W. McLaughlin 


Mr. McLaughlin was formerly sales 
manager for the Division and as such 
was responsible for the merchandis 
ing research connected with the 
launching of the new product. In 
his new position he will be respon 
sible for every phase of the Division’s 
activity, administration, production, 
distribution and sales. 


Ray Klinglesmith, formerly with 
Southern Aircraft, has been appointed 
district manager in Texas, Oklahoma 
and Kansas territory for the complete 
line of L&H electric ranges, water 
heaters and Kerogas oil ranges, it is 
announced by the A. J. Lindemann 
& Hoverson Company, Milwaukee. 

s 

Joel A. Wier, Jr., has been appoint- 

ed advertising and sales promotion 


manager of the Georgia Appliance 


Co., of Atlanta, Ga., Crosley and 
Apex distributors, it was announced 
recently by Walter Trippe, general 
sales manager. 





Joel Wier 








Ed 
~~ 








lo mel 


NO COMPLAINTS 
NO DISSATISFACTION 
NO RETURNS! 


Satisfied customers — perman- 
ent sales. The selling job is easy 
—and the fan stays sold! En- 
gineered, tested, PROVEN after 
years of successful operation in 
thousands of homes. Motor UP 
—out of the way of little hands. 
Quiet, longer life at less main- 
tenance cost. 
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WIND WAY 


FAN AND VENTILATOR CO. 





531 St. Joseph St. © New Orleans, La. 


Mr. Wier is a native of Athens, Ga. 
He served as a major in the Armed 
Forces during World War II, and 
upon separation in 1945 entered the 
appliance field and shortly thereafter 
became associated with a Georgia dis- 
tributor as a department sales man 
ager. 


New appointments to Crosley’s 
expanding sales and advertising organ 
ization have been announced by 
W. A. Blees, vice-president and gen- 
eral sales manager, Crosley Division, 
Avco Manufacturing Corp. 

Tom Mason has been named man- 
ager of sales promotion, reporting to 
V. C. Havens, assistant general sales 
manager in charge of advertising, 
sales promotion, and public relations. 
Mr. Mason previously has been re 
gional manager of Crosley’s Central 
Region, with offices in Cincinnati. 





Tom Mason 


Lloyd Depkins has become manager 
of direct accounts with headquarters 
in Crosley’s Radio City offices in 
New York. His activities, according 
to Mr. Blees, are to be nation-wide 
in scope. Prior to joining Crosley, 
Mir. Dopkins was vice-president in 
charge of sales of Majestic Radio and 
Television Corp. 

H. E. McCullough has been trans- 
ferred from the field sales organiza 
tion to the Crosley advertising de- 
partment to handle the advertising 
and promotion phases of the direct 
account activities. 


The promotion of Joseph Tiers to 
sales manager for distributor sales in 
charge of distributor and dealer field 
activities, has been announced by 
Walter M. Schwartz, Jr., president, 
Proctor Electric Co. 

Mr. Tiers was formerly assistant 
general sales manager. He has been 
associated with the company since 
1934. 
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Willis O. Jackson has been named 
sales manager for Edwards-Harris Co., 
258 Peachtree St., N. W., Atlanta, 
Ga., Motorola and Deep-freeze dis 
tributors. 

¢€ _A native Atlantian, Mr. Jackson is 
1 graduate of the University of Geor 
gia. Prior to joining Edwards-Harris, 
Mr. Jackson had served as Atlanta 
branch manager for the lamp division 
of Westinghouse and as sales man 
ger for a line of electrical appliances 
with another Georgia distributor. 


WINDOW FANS 


At Low Price — For Mass Market 


Martha Jane’s 
Melody Lane 


(Continued from page 85) 


ten to its tone at his leisure,’ says ae. ; ; s - eS fe 
the Melody Lane manager. “He eo. * cae, : 


wants to picture it in a setting like his 
own living room. Well, we give him 
the setting, and we provide the rest- 
ful, lounging atmosphere he wants, 
in our luxurious nook. 

“The radios and the television sets 
re grouped around a comfortable, 
modern, leather-upholstered sofa. The 
walls are panelled knotty pine. Evers 
thing contributes toward the restful, 
open-minded atmosphere in which 


higher-priced radio sales can be clos- 
ed. This, too, was a special design 
: ) for selling idea of ours.” 
. Super dooper listening booths 
for record fans. 

“These are so handsome that even 
the teen-agers who come here in 
droves on Friday afternoons and all day 
Saturday haven’t marked their names 
or carved their initials on the walls— 
vet,” Mr. Gunther says Ihe inside 
panelling is of oak squares. The play 
ers are sunken into other oak coun 
ters, and the seats are deepiv uphol 





“Viking” Window Fans Sell Twice As Fast...For Small Homes, 














stered. The outside wall of th 
ae ; Pt ees Se ee Apartments, Offices, Stores, Etc. 
bocths is also panelled in knotty pine. 
[he booths are air-conditioned as @ LOw COST — ONLY $5950 LIST @ 22” SIZE—% HP MOTOR 
2 ISE TAX 
well as soundproofed. oe , @ RATED 3100 CFM BY ASHVE 
...A free telephoue @ LOW OPERATING COST METHOD AND 4500 BY NEMA 
“This is a big convenience for the @ ONLY 12 MINUTES TO INSTALL @ FITS ANY WINDOW 24” TO 28 
customers—at a small cost to us,” he @ PORTABLE, MOVE TO ANY ROOM toe a SPACERS WINDOWS 
reports. “They like the friendly ges 
: Sry: me = @ BEAUTIFULLY DESIGNED @ QUIET, EFFICIENT OPERATION 
ture of a store giving telephone serv 
ice without making them put in a @ ATTRACTIVE FINISH @ Also BUILT-IN AUTOMATIC TIMER 
nickel. The fzee © phone makes onan en ine sate cea ie Ni eta ea aa aan ine 
friends.” 
, Se VIKING AIR CONDITIONING CORPORATION 
AL ee een 5601 WALWORTH AVENUE ¢ CLEVELAND 2, OHIO 
the special display ideas, and othe: : : j Sa ail 5 ’ | 
angles of Martha Jane’s Melods Send prices and information on [| Window Fans Attic Fans 
Lane’s design for selling can do their | 
) ® work, you must bring in the custom- Nome | 
ers. Street | 
‘To do this, Mr. Gunther ex City — lei | 
plains, “we first picked a natural lo | 





cation. The big super market brings Requested by 
us a world of profitable traffic. We 
chose this in order to be near it. And 


PIONEER BUILDERS OF WINDOW AND ATTIC FANS 
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STYLED to sell! BUILT to sell! 
( PRICED fo sell! 








LO-LEVEL 
AIR CIRCULATOR 





Here's your leader to 
bring in ‘49 fan profits. 
An exquisitely designed, 
glistening beauty that will 
attract attention. Above 
average air circulation... 
without drafts . . . without 
blasts ... without noise... 
will convince them. And the 
low price will clinch the 
sale. Sturdily built. Powered 
by heavy-duty FASCO 
motor matched to the fan 






ETAIL PRICE ONLY 














R blades. Will be a quick 
$ 39 95 sellout . . . so order yours 
NOW. 
ise Tax 
luding Excise t) 
slightly higher Denver and Wes 
Sells for Sells for 
reception rooms offices 
| 5 | 
3) Wao Be : 
des eee) (ra? 
fcc 
= Vee — ie~ 
L laa: lL Se 
Sells tor Sells for 


bedrooms 


living rooms 


12” Model N-128 
Heavy Duty 


fm 






| 12” Model N-121 10” Model N-101 
| Standard Deluxe Heavy Duty 


a 


16” Model N-163 10” Model N-103 
DeLuxe Heavy Duty Standard 


WRITE! Get complete 


information now so you 





16” Pedestal Model can order from your 
jobber promptly. 


N-165. Adjustable 
in height—4 to 7 ft. 





Formerly F. A. Smith Manufacturing Co., Inc. 
ROCHESTER 2, N. Y. 
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that isn’t all. A five and dime store 
is now being constructed, and _ later 
this year there will he a branch bank. 
That will make a complete shopp‘az 
center, insofar as the traffic-puiling 
features are concerned. Any app'i- 
ance dealer looking over a new loca- 
tion should give much attention to 
how much traffic the other stores and 
businesses are going to draw past his 
door, and the quality of that iratic 

“But location and traffic drawn by 
other businesses isn’t enough. You 
need strong and continuing advertis 
ing as well; and you.need special at 
tractions to induce new prospects to 
visit vour store. 

“When Martha Jane’s Melody 
Lane opened, we ran full page advert 
tisements in all of the New Orleans 
newspapers to make a smashing open 
ing impression. We follow thes? up 
with regular: insertions on a continu 
ing basis. 

“For special attractions, we havi 
uch things as concert ticket nd 
personal appearances of contest art 
ists. An example was the recent ap 
pearance of Sigmund Romberg in 
New Orleans. We handled sale, of 
tickets to Mr. Romberg’s perform 
ance. In itself, this didn’t make an: 
money—indeed, it lost money, be 
cause we had the extra bookkeeping 
expense of accounting for each dime 
we took in. But the tickets broug'! 
in new customers. And that paid 
Our sales were jumping all the time 
the tickets were on sale. 

“They jumped highest on March 
5, when Mr. Rombe-g put in a pet 
sonal appearance at Martha Jane’s 
Melody Lane, at thee in the after 
noon, a good shopping time. ‘This 
attraction went over so well, that we 
have already lined un the ticket sell 
ing end of future concerts, and wi 
are plugging to get more personal ap 
pearances.”” 


Let Her Plan 
The Kitchen 


(Continued from nage 87) 


tation drive to bring the message of 
their model unit service to the pub- 
lic. The window display contains a 
medel kitchen with all of the appli- 
ances in working order. It has re- 
sulted in building up a great deal of 
store traffic in this downtown section 
of Washington. 

On the main sales floor, the store 
has continued this visual demonstra- 
tion procedure by setting up samples 
of its five exclusive lines, both in 
wood and metal, in actual size and 
equipment. A further air of realism 
is created by two stalls fixed up on the 


floor with shower, bath-tub, and walls 
lined up in Congo-wall tile. 

To create desire and build up in 
terest in their products, the Kitchen 
& Bath Shop depends largely upon 
newspaper advertising and direct mail. 
They have found that space used in 
the Sunday newspapers is the best 
puller of inquiries. This is due large 
lv to their copy being prepared unde 
the guidance of an advertising agenc 
specializing in retail accounts. 

These ads feature one particular 
type of equipment at a good reduc 
tion in price, backed up by showing 
the complete kitchen unit. The idea 
back of this. of course, is to att-act 
ittention by presenting a price lead 
cr, and once the focus is directed on 
the copy, then the reader will go on 
to learn more about the appliances 
offered. 

Return coupons are always placed 
in these ads, although most of the in 
quiries are through telephone calls, 
which are more satisfactory from the 
store’s viewpoint since it gives an op 
portunity to explain the model unit 
plan verbally and to answer any ques 
tions which a customer may ask 

Bolstering the newspaper drive is 
1 direct mail campaign which con 
sists of the usual printed me-s?ge wit) 
return postcards. The returns specify 
1 particular time and date for a sales 
man to call. Addresses are obtained 
from the criss-cross telephone direc 
tory, citv directory, and from_ lists 
‘upplicd by home builders. 


A phone solicitation drive is also 


carried on extensively to bring th 
store’s attention to home-owners 
through the warmth and_ persuasion 
of the human voice. Like many oth 


er establishments in Washington, the 


Kitchen & Bath Shop has engaced a 
professional telephone organization 
whose callers go straight down the list 
with the purpose of arranging an ap 
pointment for the firm’s salesmen. 

But the aggressive members of thc 
sales staff don’t rely on this profes 
sional aid to get them leads. They 
sit on the phone themselves in the 
evenings after supper, and being in a 
more advantageous position to explain 
the benefits of the appliances offer- 
ed and the model service plan. make 
their own appointments which they 
can follow up immediately. 

The store’s operations and use of 
models is not confined to individual 
customers, but the same approach is 
used for builders, apartment hous« 
owners, and other large scale buyers. 
Procedure is changed in only one re- 
spect—that of changing the trade 
name to the Mirman Company (the 
building supply department), to :im- 
plify the records and avoid any con- 
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fusion or overlapping. But through 
the use of these models, the firm has 
been able to sell one to 500 units at 
a time to these heavy buyers. 

The message of personalized kit- 
chen planning is emphasized by the 
store whenever possible. Thus it is 
carried on its stationery, letterheads, 
statements, cards, or any other print- 
ed matter which is constantly brought 
to public attenion. 

New Horizons 
For Selling 


(Continued from page 91) 


prowlers or robbery inside the housc 
(hieves can’t stand lights, so sell it 

Lighting? You can write your own 
ticket. It is limited only by you 
imagination, inventiveness, and vision. 

Forget about the tricks of salesman 
ship and get to thinking about appli 
cations of appliances, lighting, and 
wiring that will benefit humanity— 
that will save time, be more conven 
ient, be more beautiful, or will make 
a profit for the buyer. ‘These are last 
ing rewards. 

The feat of selling a refrigerator to 
an Eskimo has too long been held up 
as an example of salesmanship. It 
was, not salesmanship—it was trick 
ery—an antic that belongs in a medi- 
cine show with the snake oil. The 
Eskimo only bought once refrigerator 
—only one Eskimo bought a refrigera 
tor. 

You can’t make money on one- 
shots. When you have created a 
new market, like selling recorders to 
courts of law, you have accomplish- 
ed something solid. It will produce 
repeat business, and the repeat busi- 
ness gets other people to thinking and 
pretty soon you have a dozen new 
applications. 

The way to stay ahead of the other 
fellow is to cultivate imagination, in- 
ventiveness, and vision. 

No new countries were ever disco, 
ered trudging the old road. 


How to Unfreeze 
The Freezer Market 
(Continued from page 95) 


tages in selling to this market. Gid- 
ley has a county map in his office, 
with a_red pin inserted wherever a 
freezer has been sold, and this enables 
him to plan his sales campaigns. 
The storekeeper himself is then 
rung in on the selling end of the busi- 
ness by being promised a bonus for 
each sale to the neighbors in the 
community. Thus, the storekeeper 
can be counted upon to praise the 
box, demonstrating it, and supply 
leads for company salesmen-—an obvi- 





ON NEW RANGES AND FOR MODERNIZATION 


Here are only a few of the many reasons why 
CHROMALOX ‘‘Supreme”’ Units are first choice! 


CHROMALOX Units are scientifically de- 
signed for maximum contact heat and maximum 
radiant heat which make possible faster cooking 
speeds and utmost operating economy. The 
separately replaceable inner and outer coils, 
made with Inconel, are anchored by an exclu- 
sive method which permits free lateral expansion 
and contraction during heating and cooling 
cycles so that CHROMALOX Units stay flat 
permanently. 


CHROMALOX Adaptor Rings are superior too 
when it comes to fitting range-top openings. 
With a few Standard Units and a small 
supply of Adaptor Rings, you can quickly fit 
all electric ranges regardless of the diameter 
of the top openings... . you need only a screw- 
driver and pliers. 


For the full story of the many 
‘ superior points of construction 
. and the many saleable features 
Chromalox “Supreme"’ Units 
give you—send for your copy 
of Catalog RU-147. 


CiIROMALOX 


"Loctite ac tte Beat-” 














Exclusive Triangular cross-sec- 
tion assures maximum flat con- 
tact cooking surface 
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2 Units in 1 for versatile heat 
selection. Four separate cook- 
ing areas, from 444" to 8” in 
diameter fit all pans and pots 
Individual coils are separately 
replaceable 

















Free Lateral Expansion. Unit 
can't warp, stays fat and level 
for maximum contact with cook. 
ing utensil 

















More Easily Cleaned. Unit lifts 
up and stays up, reflector pan 
comes out for thorough washing. 


RC-33 


EDWIN L. WIEGAND COMPANY - 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 
C. B. Rogers, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 
Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.: 
1239 Frankfort St., Tulsa 5, Okla. ; W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; W- Ry 
Phillips, Jr., 3125 Lamb Ave., Richmond 22, Va.; Chilton & Chilton, 4126 N. State 6t., 


Jackson, Miss. 





ous follow-up to an experienced sales- 
man, of course, but one not to be 
overlooked. 

Gidley pays salesmen on a straight 
ten per cent commission basis, this 
plan having worked out best for him. 
He maintains a staff of from one to 
five salesmen, finding that in the 
period just passed that there has been 
a turnover in sales personnel. For 
this reason Gidley feels that it would 
be hard to place too much emphasis 
on the sales end of the _ business. 
While he does regular advertising, 
consisting of newspaper and _ radio, 








EARL CORTRIGHT, Owner, Cortright 
Electric, Ithaca, New York, is a veteran of 
over 25 years in the electrical contracting 
business. Like others, Mr. Cortright has found 
that it’s profitable to seil these outstanding 
products to provide comfort and health in the 
huge, industrial, commercial and _ institutionz: 
markets. He has also found 


that installing Herman Nelson 
Propeller Fans results in sat- 
isfied customers who help 
bring his firm more business. 
If you are interested in ‘this 
profitable market, write for 
booklet, ‘1001 Ventilating 
Problems Solved.” 





Herman Nelson 
Propeller Fans 


THE HERMAN NELSON CORPORATION 


MOLINE, ILLINOIS 





plus some 20 huge billboards, he feels 
that the best advertising is the con- 
sistent plugging away of good sales- 
men—without misrepresentation, he 
points out, and followed up with good 
service. 

His 1947 selling also won for the 
company a contest sponsored by the 
automatic washing machine he han 
dles. Having exceeded his quarterly 
quota by a larger percentage than any 
other dealer, he received a free trip 
to Miami. 

A kitchen planning service is an 
important part of the business—this 
is handled by Jack Walker, assistant 
manager of the store. Gidley makes 
his own electrical installations and 
points out the value of the salesman’s 
knowing the electrical business well 
enough to be able to price the installa 
tion at one call. “Otherwise,” Gidley 
smiles, “you're likely to have to make 
the sale twice.” E. O. Buffington, a 
serviceman of some 18 years experi 
ence, handles the service at this firm. 

Since the appliance business has 
suddenly landed in a buyer’s market, 
along with many other lines, the man 
who starts a new home is usually pla- 
gued with salesmen. Because of this, 
prospects of this category will often 
not turn out to be such good ones 
since their psychology will be distinct 
ly negative by the time a dozen or so 
salesmen have interviewed them. 
Hence the freezer market, undevelop 
ed, means that the average home is 
still wide open for consideration of a 
home freezer, and the salesman has 
a chance. 

This company has often loaded a 
truck up with appliances, and carried 
them out in the country, but has not 
found this satisfactory. The appliance 
cannot be demonstrated under these 
conditions anyway, and it is the dem- 
onstration that usually makes the sale. 

Gidley’s business did a $150,000 
volume last year through these sales 
methods. Each appliance has a decal 


upon it which states “For service call 
Ross Gidley,” etc., giving phone num- 
ber and location. 

He has found that the home freez- 
er, often tough to sell, does well when 
opened up with the commercial and 
semi-commercial market. 


Sell the Farmer 
On His Doorstep 


(Continued from page 94) 


slack off enough to give Gordon or 
the salesman time to “cold canvass” 
through new territories. With Jef 
ferson City surrounded by profitable 
farm communities, and almost every 
acre of ground under cultivation, it 
will take Gordon vears to get around 
to every farmer who can afford elec 
trical living. 

Sales from the truck have amount 
ed to as much as $900 in a single call, 
as an example of why the dealer feels 
it worth while to cover long distances 
with a heavy load of appliances. 

“We believe that we can’t get any- 
where in the farm market by waiting 
for him to come in to us,” Gordon 
summed up, “but that by mecting 
him right in his own surroundings, 
and bringing the appliances along 
with us, we're making the most of 
everv opportunity.” 





WASHER PARTS 


FOR 


ALL MAKES 


Our New Complete 
Catalogue —Over 
600 Pages—Only *2°° 


Included FREE: Pocket Size Catalogue 
with Net Prices on Important Parts 


STARR suppiy ‘co. 
706 CRAWFORD ST. ¢ HOUSTON 3, TEXAS 


MEMBER: APPLIANCE PARTS JOBBERS ASSOCIATION 
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CT! PROPERLY TRAINED MEN 
HAVE THE "KNOW HOW’ 


PRACTICAL SHOP TRAINING 


in 


ELECTRICITY, MAJOR APPLIANCE 
Service, Maintenance, Installation 
Write for Catalog ES5—Veterans ask about GI Training 


Manufacturers, distributors, cic., when you need 


TRAINED men contact CTI Placement Bureau. 
COMMERCIAL TRADES INSTITUTE 
200 South 20th St., Birmingham, Ala. — Phone 7-0555 
Member: Southern Association of Private Trade Schools 
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your copies. 








Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


| 

| 

| 

e “Handbook of Residential Wiring Design” and 

| “Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 

| quate wiring systems, may be obtained with a three- 

| year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 

a dress, and remittance at once to make sure of getting 

| 


ELECTRICAL SOUTH 
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Atlanta 5, Ga. 
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Push heater against wall 
(pipe recesses are provided) and 
connect pipes to heater tank, 














You simply bring pipes 
up to table height, 


see how easy it is 


to install the 


JOHN WOOD 
Wd 


table top , water heaters 


A 











Slide table top into position and 
secure. That's all there is to it! 





This brand new John Wood Table Top Model* is the EASIEST TO INSTALL Water 
Heater—bar none! There's no stretch, no stoop, no squirm to this installation. Not 
only is the installation job reduced to three simple steps, temperature adjustment 
and servicing are faster, easier because John Wood has located all controls, elec- 
trical connections and even the drain valve behind a removable front panel. And 
more, these sensational new heaters retain all the features of the standard upright 
models that have added to John Wood's 82 year reputation for quality—the 
patented process Electric We'd tank, snap-action thermostat, efficient heating 
elements, magnesium anode, gleaming white finish and warranty plans providing 
up to 10 years protection ... plus anti-siphon cold water inlet with diffuser 
baffle. So put an end to your table-top-troubles now . . . choose, sell and install 
the new John Wood. Write for complete information. JOHN WOOD MANU- 
FACTURING COMPANY, INC., Conshohocken, Pa., Chicago 9, Ill., Toronto, Canada 
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QUALITY-BUILT WATER HEATERS FOR 48 YEARS 




















‘7 NATIONAL “\ 
TOMORROW’S WINDOW FAN 
HERE TODAY! 


The Finest Made 

It’s Silent @ Cooling ® 
Built Sturdy and 
Attractive 


Look: at the patented off 
set whisper-quict fan 
blade @ 3 speed motor, 
rubber mounted. Adjust 
able fill-in panels to fit 
window. Fan is only 6!2 
in. deep 3 





Available in 3 
models: 2250, 3300, 5500 


C.F.M 


Model W-20 


World’s Leading Evaporative 
Window Cooler 


CHILL-AIR — 1949 





® Reduces temperature 
10 to 18 degrees. 

¢ Install in approximate 
ly 10 minutes. (Mere!) 
set in window and plug 
in) 

¢ No water connections 
required. 








¢ Has recirculating pump. 

@ Available in 3 sizes: 
1700. 2300. 3500 
C.F.M. 


Model C-1617 


© 3 speed control. 
ORDER NOW FOR BIGGER PROFITS and 
BIGGER SALES ...GET YOUR SEASON’S 
REQUIREMENTS ... SPRING DATING ON 
FEBRUARY and MARCH SHIPMENTS. 


Over 15,000 In Use Today 








To Dealers: 
Write For Literature 


To Distributors: 











A Few Territories Still and Prices @ A Neai 
by Distributor Will 
Open Supply You 














NATIONAL ENGINEERING & 
MANUFACTURING CO. 


523 Wyandotte Kansas City, Missouri 





ELECTRICAL SOUTH for MAY, 1949 


115 








Buffalo “Breez-Air” Attic Fan for Vertical Operation 


Now’s The Time— 
and HERE’S THE FAN 


for Home Cooling Profits! 


Het weather coming up! Home owners in 

YOUR TERRITORY will be wanting relief 
from stifling hot nights! “Buffalo” BREEZ-AIR 
is the fan to give them that relief — quietly, 
effectively, economically! This sturdy, trouble- 
free four-bladed fan is a terrific selling item 
for many southern dealers and contractors. 
Let it GO TO WORK FOR YOU THIS YEAR 
NOW! Write the facts, 


easy in- 


for all 
including 
stallation 
excellent 


by starting 
a 

9 directions 

and profit 


terms. 


BREEZ-AIR FANS 


ALSO write for details on 
the “Buffalo” packaged window fan for small 
homes and apartments. 








BUFFALO FORGE COMPANY | 


210 MORTIMER STREET BUFFALO, NEW YORK 
Canadian Blower ‘& Fotge Co., Ltd., Kitchener, Ont. 


Branch Offices in All Principal Cities 
BREEZO FANS BELTED VENT SETS 


E BLOWERS BELT-AIR FANS 
ALL BUFFALO FANS CARRY THIS LABEL 








The Advertiser's Index is published as a convenience, and not as a 
part of the advertising contract. Every care will be taken to Index 
correctly. No allowance will be made for errors or failue to insert. 
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Air Equipment Co. 97 
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a 17 
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Frank 


Products 


B & C Metal Stamping Co. 
Baldor Electric Co. ‘4 
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Briegel Method Tool Co. 
Buffalo Forge Co. ~~ 

Bull Dog Elec. Products Co. 


Burndy Engineering Co. 
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Certified Starter 
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Co. ‘ 
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e 
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Electric Products Co., 
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Federal Enterprises, Inc. 


Feedrail Corp. 
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General Electric Co., (Conduit) * 
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General Electric Co., 
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General Electric Co., 
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General Electric Co., 
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(Wire and Cable) 

Electric Co., 
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(Home Appliances) 
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Gibson Mfg. Co. 

- i .-Inside Back 
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Graybar Electric Co. 20 
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Hubbard & Co. 
Hunter Fan & Ventilating Co. 
Ine. Front Cover 


Corp. 


Ideal Industries, Inc. 
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CHELSEA FANS 


Comfort Cool Your Plant — Remove 
Excessive Heat, Fumes, Steam and Vapers 


PH—Root Ventilator— ! 8B — All-Purpose Fan — 
A complete, weather- | for continuous sp sovical 
tight unit. Nothing 9 tion in moving large 
more to buy—easy to wong ‘mes of air. Direct 
install. Belt drive. J drive. Sizes 12 to 
Sizes 24 to 60 rontecateaal 30 inches. 


INO—Exhaust Fan for 
moving large volumes 
of air. Five blade, 
belt drive. Sizes 24 
to 60 inches. 





| DXB—Booster Fan for 
| installation into duct 
I line for removing 

sumes and heat. Beit 
I irive. Sizes 16 to 36 
{ inches 


DUB — Heavy Duty 
General Exhauster 
Screened. Portable, for 
over all shop use. 
Sizes 18 to 30 inches. 


AA — Utility Fan for 
equalizing heat or 
sold. Direct drive. 
Guard—front and back. 
Sizes 20 to 24 inches. 


Explosion proof motors with non-sparking blades available 

for all popular sizes. Write Dept E-2 for industrial bulletin 

No, 864 describing fan applications, fan uses and other per- 

tinent information, and for catalog on Industrial Fans. 

Charter member of the PROPELLER FAN MANUFAC- 
TURERS’ ASSOCIATION. 


‘CHELSEA FAN & BLOWER CO., INC. A= 


1206 GROVE STREET, IRVINGTON, NEW JERSEY 





BELT-DRIVEN 


COOLING 
are SUPERIOR All Ways! 


Serve the Dual purpose of AIR COOLING and VENTI- 
LATING — in homes, offices, apartments, industrial 
plants. Afford GREATER air capacity, quiet operation, 
easier _installation. Streamlined design. Tubular steel 

construction. In a wide range of sizes. 


They're PROFIT BUILDERS. 
WRITE FOR FULL INFORMATION 


SECO WINDOW FANS 
FOR TOP SUMMER COMFORT 


SECO - -LITE MANUFACTURING CO. 


4916 EASTON AVE. ST. LOUIS 13, MO. 
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Nothing like 


Peers eee eee eee eeeeeeeeeeeeeesee 


a breeze! 


Seer ereovreses 


Oscillating 


. e 

Air Circulator 
$ ? 50 List, incl. tax 
1 4 fing A 
$107.00) 
The finest circulator of all: meaner 
for either 45° or 90° oscillation, or 
stationary use. If oscillation is obstruct- 
ed, the exclusive Surf safety release 
keeps fan from tipping over. Ultra-quiet 


24-inch blades. 3 speeds. NEMA rated, 
7000 c.f.m. Underwriters’ approved. 





10-inch Fan 
sq]95 List, incl. tax 


A real beauty; more compact, more 
versatile than any ot a om the 
market. Moves 500 c.f.m. with quiet, 
vibrationless operation. Adjustable Get all the facts on 
through full 360° vertical arc for all- these powerful profit 
direction efficiency, without draft. makers. See your 
NEMA rated. Underwriters’ approved. epee —tipts ye 
distributor or write: 





LABORATORIES Ive 


Chicago 41, Ill. 
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TERRITORIES AVAILABLE 


to progressive reliable 


DISTRIBUTORS 
AGENTS & DEALERS! 


The New Improved 


“POLAR BREEZ ” 
AIR COOLERS 


Here is truly YOUR SALES OPPORTUNITY—a low cost top 
quality product with every small business, industry and store a 
prospect. Simple to install and inexpensive to operate. 


If you handled the nationally accepted and profitable Hall 
line before the war, you'll be glad to know these top quality 
evaporative cooling units are again available with many im- 
provements. 


This unique air conditioning unit supplies 100% fresh outside 
air to the room, cools the incoming air ten to fifteen degrees 
below outside temperature, filters and double washes the air 
free from dust or pollen. The air is purified by a chemical 
process removing bacteria and algea. The complete system can 
be installed for about one-fourth the cost of a refrigeration 
unit and operated at about one-fifth the cost. “POLAR BREEZ” 
is sold in complete “packaged units” in various sizes for all types 
and sizes of business buildings and stores. 


RANGE—2000—25,000 C.F.M. 
GLASS FIBRE FILTER COOLING PADS 


Self cleaning—no servicing or replacement 
WEATHER PROOF METAL HOUSING 
MULTI-BLADE PRESSURE TYPE BLOWER 
DIRECTIONAL FLOW GRILLE 


ROTO-ATOMIZER 


Doubles cooling and washing action! 


“Backed by over 25 years in the Industry”. Formerly manu- 
factured and distributed by the Hall Mfg. Co., Cedar Rapids, lowa. 


INVESTIGATE NOW! Write, wire, or phone for 
details—Morton Grove 4594 


AIR COOLING 


ENGINEERING COMPANY 


Dept.-B Morton Grove, Til. 


4 
Vv 
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Stone Manufacturing Co. 
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and, of course, it’s Electric 
FOR WESTINGHOUSE RETAILERS 


It’s started! It’s on its way! ¢ The big MAY and 
JUNE Appliance Drive! A brand-new line 
of Upright and Tank Cleaners with a big deal 
which allows you to give a year’s supply of 
Toss-Away Paper Bags, FREE. e A repeat 
performance of the popular Westinghouse 
Iron Bonus Sale: FREE Hot-Iron Holder with 
every Iron purchase. e A big push on America’s 
fastest-selling Roaster and Gift Appliances. 


@ A Gigantic Traffic Appliance Push to 
Roll Up Record Sales for Westinghouse 
Retailers During May and June 


@ Big Bargain Newspaper Ads in 150 Key 
Cities 


@ Big, Color Magazine Ads in Life, Post, 
Collier's, Look, Ladies’ Home Journal, 
Good Housekeeping, True Story 


@ Chatty, Sales-Stimulating Commercials by 
Ted Malone over 220 ABC Stations 


@ Don’t Miss the Big Profit Parade! Contact 
Your Westinghouse Distributor Today 


WESTINGHOUSE ELECTRIC CORPORATION 
Appliance Division « 
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Adjust-O-Mati, Iron $11.95 
Hot-lron Holder $1.98 
VALUE $13.93 
BOTH N25 
for only ina 


v < iio, 
© BIG BARGAINS FOR BETTER ‘on. 
TOSS. away YEAR'S Suppiy 6, ~~ 






















EVERY ap 
APER Bacs PLIANCE 4 


OF TH with 
ase AMAZING clean fiTHee A . = 
tes $70" | ae 4 
~ 





pc SET FoR THESE BIG 

100-LINE KEY cry ADS 
May 10th . 
June 7th 





May 24th a 


* June 21st a 


—— a ents 


e 
To 
Oe" INCLUDE: 
e Window Streamers e DiaMAGIC 
Display Material 
e Counter Cards 


e Product Folders e Newspaper Mats 


e Big Bargain Flyers e Radio Spots 


Mansfield, Ohio TUNE IN Ted Malone...Every Day, Monday through Friday... ABC Network 


—> ] 
= 
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| 36” ATTIC 
BASEMENT EXHAUST 
1/3 H.P. Westinghouse or 
G.E. motors. 8 speeds. Free air 
delivery: 8338 — 11569 CFM. 
List Price $93.30 


WRITE FOR JOBBER OR DEALER PRICES 





30W28 TWO SPEED 
WINDOW FAN 


Dimensions: 30’’x 30” 
x 5'4” deep. Free de 
livery: 4946 2854 
CFM List Price 
$98.75 plus tax 





0 é; ei? en Conditioning eh a. “Goal 


_ Phone CRescent 1711-2 


1591-1621 DeKalb Ave., 7 E. Atlanta 6, Georgia, U.S.A. 
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‘| OUSGET-HIGHEST Rou SErAICNCE 
oe Wait nestl ne Gibson 
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Plus 


VERY LOW INITIAL COST 


NEAT, RICH APPEARANCE ~ 
STURDIEST POSSIBLE CONSTRUCTION 
EASE OF INSTALLATION AND MAINTENANCE 


ADAPTABILITY TO ALL TYPES OF MOUNTING 








PbsorS 
MANUFACTURING CO 
ATLANTA,GA. 


GIBSON MANUFACTURING COMPANY 1919 PIEDMONT CIRCLE, N. E. ATLANTA, 


we. 
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for Modern Store Wiring 


Modern wiring methods and General Electric wiring 
materials go hand in hand. The “old stand-by” prod- 
ucts and the exciting, new items make up a complete 
line that covers any type of modernization job you 
may want to do. Here’s how a few of these G-E mate- 
rials can help you make an old store new: 


1, NEW G-E REMOTE CONTROL wiring system can save a good 
many steps for a hard-working merchant. Master control panel 
can put switches for spotlights, general lighting, display cases, 
and windows at any convenient point. Individual switches can 
be located near the lights they control and any other points in 
the shop. This new system goes in easily, economically, in new 
or remodelled stores. Trim low-voltage control wire makes a 
neat surface installation — small switches, the compact remote 
control relay, and a transformer fit in,even where space is limited. 


2. G-E FIBERDUCT RACEWAYS can give a shop like this com- 
plete flexibility of layout — permit the shopowner to move dis- 
plays, freezers, desks, counters, and departments without elabo- 
rate electrical work. An over-all pattern of General Electric 
Fiberduct underfloor raceways can be installed in old buildings 
as well as new. With this system, new outlets are added easily 
and quickly by pulling wires through inserts and installing out- 
let fittings. 


3, FLAMENOL* TYPE TW WIRE — the small-diameter, Flamenol 


GENERAL 


building wire that’s made by General Electric — is right for com- 
mercial buildings of all sizes and types. For a store of this kind, 
Flamenol Type TW can speed installation, because it’s small in 
diameter, smooth-finished. On remodelling jobs Type TW in- 
creases the number of wires that can be installed in existing 
raceways. 


4, CONDUIT you can depend on for years of service life is, as 
always, General Electric white or black rigid conduit. Use either 
G-E “White,” the hot-dipped galvanized, Glyptal* lacquered 
conduit, or G-E “Black” — the conduit with the protective coat 
of tough enamel. Both give the kind of protection you need. 


5S. FLUORESCENT FIXTURES, too, do a dependable day-in, day- 
cut job of store lighting when they’re equipped with General 
Electric wiring materials. Although General Electric does not 
manufacture fixtures, you’ll find that many fluorescent fixture 
manufacturers equip their units with General Electric materials. 
Check the fixtures you buy for heat-beating Deltabeston* Type 
AF fixture wire and General Electric Turret* lampho!ders. Make 
sure the fixture you buy has General Electric Watch Dog™ start- 
ers, and put Watch Dogs on your list as a replacement “must.” 


On any wiring job, see your General Electric construction ma- 


terials distributor. He’s a good source of advice and he can sup- ° 


ply the materials you need to do your job best. For information 


on General Electric construction materials, write to Section: 
K20-524, Construction Materials Department, General Electric . 


Company, Bridgeport 2, Connecticut. 
*Trade-mark Reg. U. S. Pat. Off. 


OA ELECTRIC 
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